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Accent Shoe Co., 1509 Washington, St. Louis 














add day-long comfort, extra 
to these Safety Shoes by f 


Courtesy Hy-Test 

Safety Shoes Division 
International Shoe Company 
St. Louis, Missouri 


Neoprene soles couple resilience for easy ONLY NEOPRENE SOLES GIVE YOU THIS 
walking. with resistance to oil, grease and cor BALANCED COMBINATION OF PROPERTIES 


rosive liquids. Abrasive surfaces won't chip 


rack or tear them. Even extremes of heat , , ; 
sain @ Resistance to oils, greases and acids 


will not make them soften. spread or lose thei: 
trim profile. Neoprene also stays flexible for @ Resistance to flex-cracking — even at freezing temperatures 


the long life of the shoe @ Resistance to softening — even in extreme heat 


Ninse Hy-Test Safety Shoes also feature @ Resistance to abrasion, chipping 
pliable high-quality leather uppers treated 
All ; = E. |. du Pont de Nemours 

1) lded d bil & Co. (Inc) 
stitching is of acron ¥ for added durability ; Elastomer Chemicals Dept. BS-4 
Wilmington 98, Delaware 


with “Quilon for moisture protection 


e your free booklet 


For years. this Du Pont synthetic rubber ha: 


heen first choice for soles on fine work and Better things for better living 
. through chemistry . 


e e 


safety shoes. It offers the comfort and wear 


ability that sells a customer a second time. Why 
*s acce » to your line? NMECPRERE 


not add neoprene s acceptance 
* Du Pont's trademark for its chrome complex — made by Du Pont 
for 25 years 


Du Pont's trademark for its polyester fiber 


FOR THE FULL STORY OF NEOPRENE, SEND FOR THIS FREE BOOKLET 





Another lite stride exclusive 


for the budget fashion market 


—this time it’s the needlepoint 
treatment in leather...at only #10.95 


This latest exclusive illustrates once again how Life 
Stride consistently provides the fashion leadership re 
tailers need to stay out in front in today’s hot dress-shoe 
competition in the budget fashion market. 

The Needlepoint gives you all the promotable news The . 
of an expensive high-fashion shoe . but with the Needlepoint 
Needlepoint you'll be selling high fashion in volume . No. 1 
at $10.95 

Two versions are now ready for early March de 
livery: the Needlepoint with a 23/8 heel and tapered 
toe, and the Needlepoint No. 2 with 18/8 heel. Both are 
available in black patent, flax calf with primavera trim, 
and all-white calf. 

If you’re looking for this kind of fashion leadership 
in the $8.95-to-$10.95 budget fashion market, contact 
Life Stride Division, Brown Shoe Company, St. Louis 


Brown Shoe Company 


St. Louis... Makers of: Air Step * Buster Brown * Official Boy Scout Shoes 
Official Girl Scout Shoes * Life Stride * Naturalizer * Pedwin * Propr-Bilt 
Risqué * Robin Hood « Roblee * Westport 
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WRITE FOR NEW 


CATALOG ~Ow GO styles in stock for immetlate delwery 


ALL MADE IN OUR MODERN FACTORY Prices slightly higher west of Denver 


SALES OFFICES: NEW YORK: 933.35 Marbridge Bldg, 47 W. 34th St e ST. LOUIS: 409 Silk Exchange Bldg. 12th & Washington 


LOS ANGELES: M. S. Rifkin Shoe Co., Inc., 761 So. los Angeles St 


ED WHITE JUNIOR SHOE CO., PARAGOULD, ARKANSAS 
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When your train 

of thought goes 

on summer schedule 
remember that you've 
always ridden pretty 
with LEVOR WHITES 
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KID, CABRETTA, 
CLOVER CALF & KIP 


and also in White, 


TAN-ART SUEDE 
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SUPERGRIP 


Sets the Pace 
for Good Bonding 


In hundreds of factories, Supergrip is setting the standard for a quality, 


reliable product. And the number of users is increasing steadily as more and 


more factories find out that Supergrip offers more. 


For example, top grade materials and blending methods provide bond 


strengths that take a big worry out of cement shoemaking. 


Add to this the extra mileage Supergrip gives, the cement know-how 
that stands behind every 


gallon of Supergrip 
and it’s easy to see 
why Supergrip is the 
shoe indusiry’s num- 
ber one name in sole at- 


taching cements, 


If you want to be sure you’re getting 

the best value for your cement dollar 
call your nearest United branch office. 
We'll help you select the right cement for 
your methods and materials and arrange 


a demonstration. 


SUPERGRIP cements 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASS. 
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Now— 
NEW DESCO STYLES 


are cushioned 


with AIRFOOT! 





This is ‘““Caprice’’—a new Revelations” style 
by Desco Shoe Corporation, Webster, Mass. 


Delightful in both concept and detail, its 
appeal carries right through try-on, for it’s 
luxuriously cushioned — sole, arch 

and heel — with AIRFOOT. 


And the wearer stays happy — for AIRFOOT, 
world’s first and foremost foam rubber 
cushioning designed specifically for 
footwear, has never let anyone down! 


OTHER AIRFOOT ADVANTAGES 


Lighter-for-density than other rubber cushion 
ings — yet the thinnest layer stands up! 


Controlled aeration—‘‘breathes” all over without 
forming weak spet 
Unvarying support—scientific compression ratio 
How Desco cushions with AIRFOOT assures instant comeback for life of shoe! 
without unsightly bulk: Proved quality— years in development, years in 


a use under all conditions, assures customer 
The superior compression and 


comeback ratio of AIRFOOT achieves 
full cushioning with thinner insole 
applications. 


atisfaction. No crumple, crumble, lump up 


or break down! , . . 


Note to shoe manufacturers: For samples and 
information on ease of application, contact 
Goodyear, Foam Products Division 
Akron 16, Ohio 


af! 


sieri4Zor re 
cil @OODFYEAR 


WORLD S FIRST, FOREMOST AND FINEST FOAM RUBBER CUSHIONING DESIGNED SPECIFICALLY FOR FOOTWEAR 


Airf t M. TheG 
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YY ...the sandalized pump 


with the covered look, tapered toe 









23/8 heel...by Newton Elkin 
Shoe Company, 
Philadelphia 34... 

in fashion-right 


Hubschman’s Calf 


No. 3336 Malacca 
No. 354 Ascot Grey 
No. 399 Wedgwood Green 


No. 3319 Wedgwood Blue 


each complemented with White 


FE. HUBSCHMAN & SONS, INC., PHILADELPHIA 23 © FASHION OFFICE: EMPIRE STATE BUILDING, NEW YORK J 
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Shoe ready for United's 


Forepart Cement Laster 





Shoe after lasting in United's 
Forepart Cement Laster 


——— eee 


Here is a new machine that will produce a high quality job of cement 
forepart lasting in three seconds. Long production runs in many shoe 
factories have shown that the WA Forepart Cement Lasting 
Machine Model A can cement-last between 2,000 and 3,000 pairs 
per day. 

The balanced pincer pull which acts on both sides of the shoe si- 
multaneously, properly tensions and distributes the upper stock 
Heated flexible wipers wipe and iron down the stock, giving well de 
fined featherlines without additional ironing 

The lasting cycle starts automatically as the shoe is placed into the 
machine. Pincers grasp and tension the forepart lasting margin 
Flexible heated wipers come in and wipe the stock over as the pincers 
release. The wipers then press the upper stock firmly down onto the 
insole. Pressing a button releases the lasted shoe. The machine ad 
justs itself for left and right shoes alternately but may be set to repeat 
on either side. 


If you would like to step up the quality and speed of the forepart 


lasting operation in your plant, contact your local UAE represent 


ative for further information and to arrange for a trial 


(corr) 


United Shoe Machinery Corporation UAC 
Boston, Massachusetts | Parts } 
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All over comfort 
begins with 


rent appt il 
[his advertist " Ay 


the June ‘cada 


» . 
I if you take Th sn 


colorful promone 
: raisplay shor 
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Softedl Hop 


Cush-N-Crepe, the original cellular sole,* 
cushioned and cool footing 


vou sell m 






gives you a smooth, 


wherever summertime takes you. Light 


buoyant, insulating Cush-N-( repe Soles ¢ 


ome in styles and colors 
for ill type of port 


utility and dre shoe It 
our shoes by this Solemark of Quality 





mart to choose 


*Reg. U.S. Pat. Off 


Wood , 
not on all shoes . ust the nes 


) 





the cool comfort of 


| ®) 
N -CREPE soles 


means extra-pair sales 


of summer shoes 


Cush-N-Crepe Soles are perfect insulation from summer heat . 
even on sun-struck city streets. Now, with the original cellular sole* available 
in colors. designs and thicknesses appropriate for dress and utility as well 


as sports and leisure shoes, extra-pair sales, and their extra profits. are easy 


Nationally advertised Cush-N Crepe Soles sell shoes because your 


customers know their Solemark of Quality is 


not on all shoes ... just the best ones 


AVON SOLE COMPANY, 4von, Massac! 


For forty-six ears specialists in fine sole materials 
y F 


Makers of the famous Avonite, Avon Du-Fiex and Du-Flex Avonite Soles 





I VA here in 
4G Cascade Calf 


THE LEATHER TO HELP 
SELL YOUR SHOES 
Kine leathers have a look of well being 


a glow of LO id health to add luster to the 

















style and to your sales talk. This special quality 
is yours consistently in calf leathers from 


the famous tannery of Gallun 


This elegant pair of shoes 1s of Gallun 
chrome tanned Cascade Calf. A rich, fine 
mellow leather available to you 1n black and a 
variety of colors Watch for it in the catalogs 
of your leading suppliers. A. F. Gallun & Sons 


( vp ; Lanne ’ Milwaukee it “ISCONSIN 





Other Famous Galliun Tannages 


Norwegian Calf « Normandie Calf + Cretan Calf 

















ENNA JETTICKS national advertising 
delivers customers right to your door! 


You don’t have to explain the wonderful qualities of ENNA JetTTICK shoes to your customers. 
Millions of women already know them for their outstanding comfort, perfect fit and fine styling . 
and are looking for the place to buy them. 

Thirty continuous years of aggressive promotion has made the name, ENNA Jerricks, the best 
brand name in women’s shoes. Millions of dollars spent in leading magazines, major newspapers 
and other media are translated into potential customers for ENNA Jetrick dealers every season. 
Enna JeTTICKS national advertising this Spring will reach an audience of 71,000,000 magazine and 
newspaper readers—nearly half of the population of the United States—a tremendous force 
helping stores carrying and identifying themselves with ENNA JeTTICKs. 


If you don’t carry a line that gives you this kind of dealer backing, write us for the name of our 


me sJotiole 


The Shoes You Love To Live In 
$Q% $1 ()% 
e and 
me Styles $11.95 


DUNN AND McCARTHY, INC., Auburn, N.Y 


salesman covering your city. 
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Bigéest Volume Shoes 


from the hottest workshoe line! 





Black Shell Horsehide Logger Boot Dressy Service Oxford 
Jet-black Shell Horsehide, Built over lasts especial!y designed for 
triple tanned to a soft, roomy, day-long comfort with trim 
supple “feel” speaks that lines and well-dressed appearance. 
quality which makes fast Made of selected leathers that hold a 
sales. Stocked in C, E and shine and stand the gaff. Neoprene 
EEE widths. sole fights oil and grease. Man-sized 
full cushion insole gives day-long com- 
fort. Widths: A, B, C, D, E and EEE. 











Shell Horsehide Shoe 


Only triple-tanned Shell 

Horsehide combines so much 

. comfort with the extra wear 
ae ee that convinces customers 
~ there’s no other shoe in the 
world like it. Cork composi- 
tion sole and foam cushion or 
sweat resistant leather insole. 


A, C, E and EEE widths. 





This emblem on your door 


When a conservative old firm shakes the cob- * means more profits fror big- 


webs of its half-century plus years to produce a ger volume sales. 


stimulating, fresh new approach, that’s news! 


And that is the very news that’s getting around * Wolverine man-styled work 
about Wolverine. Certainly we've still got our fa- shoes for fast turnover and 
mous triple-tanned, dry out soft Shell Horsehide bigger profits. 

... the toughest, yet most comfortable work shoe * LIFE, ARGOSY, and other 
leather known. But we've got it in eye-appealing leading publications pre-sell 
new colors and weights that fit modern work shoe the Wolverine story. 


needs. For the past two years we've been contin- 

ually refining our patterns and lasts for better fit 

and snappier lines that blend with today’s work WOOL *’ = Rein | oa 
clothing. There are more, many more fresh ideas // y 

in the Wolverine line that progressive, merchan- ovecere- ctyle 1100S 
dising-minded retailers appreciate. If you're in- 

terested in discussing your opportunities with work / dress / leisure / field 


Wolverine man-styled shoes, drop us a line. ROCKFORD, MICHIGAN 
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YOU MUST HAVE THEM 
TO Se... THEM | 


And this year’s Easter rush promises to be the biggest 








in history, so you don’t want to take chances on losing 
sales because of low stock. That’s why your size-up ordet 


right now 1s the most important ever! 


Estimate your sales... mail your order today. Then just 


Protektiv 


for good fitting as the foot develops 


sit back and let our in-stock department set you up for 
MANSRN AS" a big season. Immediate delivery. 
MODEAM AGE 
for every age 


Terms 5°, —30 days f.o.b., Reading, Pa. 


MODERN AGE 


Official Girl Scout and Brownie Scout Write for our new Spring catalog. 
Shoes i i 


wEXxtra Support 


by Prosetek «tiv 


FINE QUALITY CHILDREN'S SHOES SINCE 1882 


Curtis-Stephens:-Embry Co. READING, PA. 














nS Es ine Ss 


L d | 
For men’s, women’s and children’s goodyear welt, cement lasted and other constructions. Join the trend toward 


lighter, flexible styling with maximum durability by specifying Lexide insoling. Available in pastel colors for 


women’s and children’s insoles. For more information write to us at: Latex Fiber Industries, Beaver Falls, New York. 


@ Latex Fiber Industries 
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HOME INVASION... 





“Mass selling’s invasion of the home” was dis- 
cussed most effectively by the Grey Advertising 
Agency in their No. Ll and 12 issues of GREY 
MATTER, They stressed: 


“While the marketing world is preoccupied with 
the retailer's pursuit of the consumer to the pe- 
rimeters of the cities, another movement is afoot 
in distribution which will wake the unwary with 
a jolt: ... the selling invasion of the home. 


“While the retailer is lying awake nights dream- 
ing up ideas and stunts to bring the shopper to 
the merchandise, increasingly powerful forces are 
at work to bring the merchandise to the shopper. 


“Just as the store was compelled to push spear- 
heads into the suburbs, it will be foreed to go 
further and invade the consumer’s home. .. . 


“While the consumer is being softened up for the 
selling attack on the home, the invading forces 
are growing stronger. And the strongest of these 
forces is-——competition. 


“Competition knows no frontiers or boundaries. 
Competition will not be circumseribed by shop- 
ping centers, shopping districts or store walls. 
Competition is bound to break through today’s 
accepted forms of retailing and break into the 
kitchen and living room. 


“By focusing attention on the massing of distribu- 
tive forces of an invasion of the home, we do not 
intend to imply that at-home shopping will ever 
replace store shopping. 


“But we are convinced that in the dynamic devel- 
opment of distribution, in-the-home selling is due 
to play a momentous part. While it has a lot of 
ground to cover before it becomes a major chal- 
lenge to the retail store, it is eating up distance 
with a rapidity which marketers of national 
brands cannot ignore.” 


E13. Valu, hh, 


Publisher 


Boor AND SHoe Recorper 


April 1, 1957 








one 


EASTER this year 
N22, APRIL 21st 


... practically 
summer! 










Get the jump on 
After Easter business 


Order these 


BAREFOOT 









Sizes 1-3, widths 
Band D 






Styles #17 White, #27 
Brown, £37 Red 
Sizes 3 6, 
B and D 














Styles 4117 White, 


! 

} 

j #4 < 

£137 Red, Sizes bad a 
| | 3-5%, widths @, . 

| | BtoD &o Ge / 

| + oat ~ . 

} | 7% 
— ; 
| si 

Styles #170 White, 


ny $270° Brown, 
. $370 Red, Sizes 
6-8, 8Y,-12, 
Bitof 






"#270 
has scuff 






proof lip 


JUMP/NG-JACKS” 


America's Finest Fitting Shoes 
For Children 
VAISEY-BRISTOL SHOE COMPANY /|3 
Monett, Mo /® 


ee ee 












WATCH YOUR PROFITS” ~ 


SOAR <=” 


when you stock E-Jay infants’ and children’s shoes 
with all the extras for volume selling 


\ 


America’s newest line of nationally advertised chil- 
dren’s shoes is off to a flying start! In just a few 
months literally hundreds of inquiries have poured 
in from mothers everywhere wanting to know more 
about E-Jays and where to buy them. 


Why such interest? Simply this: E-Jays have the 
features mothers are looking for. They’re built for 
hard wear, with Permacounters* that won't break 
down. They’re built to fit... many styles are made 
on famous Guide-Step lasts resulting in shoes de- 
signed to fit the feet in action. They’re built to re- 
tail profitably in the big $4.95 to $5.95 price range. 
They have the Parents’ Seal that all mothers look for. 
The inquiries are pouring in. We'd like to direct 
these prospective customers to your store! Write 
for complete details or visit from one of our 
representatives. 


ENDICOTT JOHNSON CORPORATION 


Endicott 1, N.Y. St. Lovis 2, Mo New York 13, N.Y. 
The famous Guide-Step principle in some 
styles designed to guide body weight to 
the strong outer edge of the foot. 
Priced to retail $ 95 $ 95 
*Permacounter ...new miracle polyethylene i profitably at to 


counter that lasts the life of the shoe. Can't 


break down! 


Flexible, non-marking sole. 


Pacifate protected lining to help prevent ath- 





lete's foot, mildew and bacteria. 
Tough nylon thread throughout. 
Polyethylene midsole. 


C-Jay 


and E-JAY GUIDE-STEP 
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Economic Research Study 


I\ its March 5th News Bulletin, National Shoe Manu- 
facturers Association announced that its Board of 
Directors has established a substantial grant of funds 
for a detailed and comprehensive economic research 
study of the industry. The statement was brief, matter 
of fact. and while it noted that this action was “one of 
the most progressive steps ever taken by a trade as- 
sociation. it did not underscore the full significance 
of this program to everyone who earns his livelihood 
from shoes. Here is direct evidence that the industry 
has come of age and is, at last, aware of the economic 
facts of life. 

We believe that this study may well prove to be one 
of the most important jobs N.S.M.A. has undertaken 
in its long and useful career. 

Specifically the study will analyse the position of 
shoes in our national economy, trends in demand and 
output, channels of distribution, technological develop- 
ments, and the problems of management. It will attempt 
to appraise the long range growth of the industry and 
to project a blue print for the structure which will 
characterize shoe manufacturing and distribution ten 
years trom now. 

We are living in a very complex world and are 
striving for survival in an economic system which 
becomes more competitive every day. Shoe business 
has moved along but its movement has been the result 
of the natural momentum of the economy. It has taken 
good times in its stride and it has rolled with more 
than a fair share of the punches dealt out by leaner 
years. It has been slow to adopt the promotion and 
marketing techniques which other industries have 
demonstrated to be effective. 

In the past several years more and greater changes 
have taken place in industry than transpired in the 
preceding quarter of a century. Perhaps the rapid 
pace of these changes has made it difficult for manage- 
ment to recognize how radically they have altered the 
basic structure of the industry, Long range planning 
has been virtually impossible because the economic 
intelligence upon which to base it has been lacking. 

And the changes which have taken place in our 
distributive system have been equally great and rapid. 
For many manufacturers, absorbed with their own 


problems, have displayed too little understanding or 
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yvmpathy for the problems which these changes have 


created for their retailers 

On the other side of the fence, retailers have shown 
little interest in the manufacturers’ problems or solici 
tude for the long term future of the industry, Obviously 
this lack of appreciation for one another's problems 
must be eliminated before the industry can embark on 
any long-term planning. N.S.M.AJs program can 
provide basic data for this important work 

Retailers are placing more emphasis on the impor 
tance of having the manufacturers carry inventory for 


" 


them. These large inventories and the length « 
work time” required to make good shoes is placing a 
strain on the capital resources of many manulacturers 
N.S.MLA.’s study could produce a more realistic con 
cepl of the function of in-stock services and their cost 

Management habits should be subjected to serutiny 
too. and measured against those of other industries, 
Many of our executives are prone to be jacks-of-all- 
trades, and all too often are preoccupied with produ 
tion and sales problems. The study might uncover data 
W hic h would encourage hiore spree ialization amony 
executives, free them of burdensome administrative 
detail and contribute to better management teams, 

At the drop of a hat some of them will give you a 
detailed chronicle of what happened in the industry 
both good and bad, in recent years, But these chronicles 
are usually colored by the personality of the observer. 
Some have financed well-intentioned studies devised 
to improve their competitive position within the 
industry. But they, too, have been lacking in’ the 
objectiveness which is so essential to valid research. 

Manufacturers of practically every kind of consumer 
soods are spending hundreds of millions of dollars in 
market research and product development lo assure 
knowing and having what the public wants and will 
want in the years to come. Now we are to have a 
thorough clinical diagnoses of our industry by a 
qualified authority on economic research, from out 
side the industry. 

The scope of the study is indicated in N.S.M.A 
announcement that the preparation of the report will 
require a year or more. Its objectives are practical and 
worthwhile and are thoroughly possible of accomplish 


ment. 





To All Shoe Retailers: 





HOW OLD IS YOUR 
COMPANY? 


WE NEED THIS 
INFORMATION PROMPTLY |] 
FOR HONOR ROLL OF OLD 

ESTABLISHED COMPANIES 





Is your company 75 years old or older 


(established in 1882 or before) ? 


For the Honor Roll of old established 
companies in or serving the industry 
to appear in the 75th Anniversary is- 
sue of BOOT and SHOE RECORDER, 
mail a brief history of the company 
to 


E. B. Terhune, Jr., Publisher 


BOOT and SHOE 


RECORDER 


CHESTNUT AND 56th STREETS, PHILADELPHIA 39, PA. 
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as advertised in THE NEW YORKER, April 6th issue 
— another in a continuing series of national advertisements 


SEE TAYLOR-MADES AT 
THESE AND OTHER FINE STORES: 


ROGERS PEET COMPANY 


New York City 
(Men's Styles) 


LORD & TAYLOR 


New York City 
(Women’s Styles) 


— 


hayler: Made 


GOLF SHOE 


MARSHALL FIELD & COMPANY 
Chicago 
Men's and Women’s 
Sportswear Depts. 
Women’s Dept., Main Store 


BEST APPAREL 


Seattle 
(Women's Styles) 


J,W. ROBINSON COMPANY 


Beverly Hills and Los Angeles _ 


(Men's and Women’s Styles) 


SHAWLS OPTIONAL, $1.00 EXTRA 


every golfer 
is entitled 
toa 
little 
bit of 
swagger 


If your taste runs to the 
prosaic and prim, these are 
not your golf shoes. But if you 
prefer a dash of sw avver the nev At h We dyes will be a 


happy discovery. Uhey are styled by Sam Snead tn rich, colorful 


leathers. ‘The full-bottomed support betters your pame, Saves your enerpy 
Sold In) leading stores. W omen’s style 


$16 to $20. Men’s style 4959 shown, about $2 


955 shown, about S22. others 


others $20 to S2¢ 


If not avatlahle at ir local Tay erchant, 
f styles t {M SNEAD, EE. f i rf lrecport, Maine 


(aylor 
made 
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WORLD'S LARGEST PRODUCER OF SHOE 
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Weightless 


...and adream for color 
and comfort! 
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Biltrite Sof-Cel Soles, made from extremely light cellular 
material, combine soft comfort with remarkable durability. 
Flexible and resilient, Sof-Cel Soles are ideal for slippers, 
scuffs and beachwear; the closed cell construction will 


Pr rrr ee 
rrr 


not absorb moisture. Wide choice of newest 


— - -~ rere s 


colors creates striking styling interest. 


| BILTRITE © 


HEELS AND SOLES. 





AMERICAN BILTRITE 
RUBBER COMPANY 


CHELSEA 50, MASS, 


Warehouses: 4464 District Boulevard, Los Angeles — 1010 Gratiot Street, St. Louis 
in Canada: American Biltrite Rubber Co. (Canada) Ltd., Sherbrooke, Que. 


Printed in U. @, A, 








It's the new needle slim spectator with an 
inspired removable strap. Fashioned in highly polished 


sleek black Devon Calf by Lawrence. 


The color for fall is black and the deepest 
of blacks is Devon Calf by Lawrence 
Blacker than pitch, its ebony beauty, 
supple softness and versatility will 

be in demand. A. C. Lawrence 


leather Company, Peabody, Mass 
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Compo Shoe’s Suit Against United Settled 





Mutual Benefits Expected to Result as Compo Receives Patent Rights; 
United, Royalty-free Licenses and Certain Rights to Foreign Patents 


New YorkK—Mutual benefits are ex- 
pected from an agreement entered into 
by Compo Shoe Machinery Corporation 
and United Shoe Machinery Corpora- 
tion, following the settlement of the 
civil action brought by Compo against 
the latter, details of which already 
have been published. 

Compo stockholders, at their annual 
meeting here on March 20, were told by 
John F. Smith, president, that Compo 
had received an additional sum of 
$400,000 from United as well as cer- 
tain patent and other rights. United, 
in turn, was granted by Compo non- 
exclusive, royalty-free licenses under a 
number of Compo’s United States pat- 
ents and patent applications. In addi- 
tion, Mr. Smith reported to his stock- 
holders that a number of Compo’s cor- 
responding foreign patents and appli- 
cations were assigned to United subject 
to certain rights previously granted to 
others. Furthermore, Compo disclosed 
to United a formula for shoe adhesives. 

In another part of the agreement 
reported to Compo stockholders by Mr. 
Smith, Compo’s wholly-owned subsidi- 
ary, United Wood Heel Company, re- 


ceived $250,000 from Fred W. Mears 
Heel Company in payment for three 
Quirk wood heel turning machines and 
for the assignment to Mears, a United 
subsidiary, of certain United States 
patents, patent applications, drawings 
and specifications relating to wood heel 
machinery. 

Mr. Smith explained that “the man- 
agement of your corporation had 
already decided to forego further ex 
ploitation abroad of any of the inven- 
tions to which these foreign patent 
rights relate, or further exploitation 
of any of the wood heel machinery in- 
ventions to which the patent rights 
covering the same relate. 

“The technological benefits accruing 
to your corporation from the transac- 
tions,” Mr. Smith concluded in his re- 
port, “should improve its competitive 
position in the industry and be of con- 
siderable aid in the successful conclu- 
sion of its research and development 
programs. It is the intention of your 
corporation to 
efforts on the development of new and 
improved shoe machines and 


“ 


concentrate its major 


hoe ad 


hesives.” 





Irving Tanning Corporation 
Buys New Maine Tannery 

BOSTON Irving Tanning Company 
of Boston, one of New England’s larg- 
est tanners of side and split leathers, 
announced purchase of the former 
Atlas Plywood Corporation mill lo 
cated at Howland, Me. 

The new tannery, slated to be opened 
within a few weeks with initial produc- 
tion of split leathers, will employ 75 to 
100 workers at the outset. Plans call 
for the addition of side leathers within 
a year when the production staff will 
be increased. 

Purchase agreement was signed by 
Myer Kirstein, president of Irving Tan- 
ning, which currently operates tanneries 
in Hartland, Me., and Peabody, Mass., 
and officials of the Howland-Enfieid In- 
dustrial Development Corporation. The 
latter is comprised of citizens from the 
two towns of Howland and Enfield 
which purchased the Atlas Plywood 
mill in March 1956, shortly after it 
had ceased operations. In 1956, Irving 
Tanning produced more than 36 million 
feet of side and split leathers. 

Company officials would not reveal 
the purchase price but said considerable 
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money would be spent in renovating 
and equipping the building. Its 
ing will mark the seventh new tannery 
to open in the state of Maine within 
the past eight years. 


open- 


Dennis Heads Field Sales 
Naugatuck Chemical Division 


New YorkK—Gerald L. Denni 
been appointed manager of field sale 
for the Naugatuck Chemical Division, 
United States Rubber Company, it wa 
announced by Harold M. Parsekian, 
general sales manager. 

Mr. Dennis, formerly Los Angeles 
district manager, will in his new 
supervise the transition of Naugatuck 
Chemical’s commodity sales organiza- 
tion to a district sales office set up. He 
will then promote sales of all the chem 
ical division products through this dis 
trict organization. He is a graduate of 
Nebraska State Teachers and Colorado 
College of Education. 

In 1947 he joined the sales depart- 
ment and was assigned to the Philadel 
phia area as technical sales representa- 
tive for latex and latex compounds. In 
1952 he was sent to Los Angeles as 
district manager. 


nas 


post 





Congress Asked for Help 
To Aid Smaller Shoe Firms 


WASHINGTON, D. C.—Senator Ley 
erett D. Saltonstall (R.-Mass.) has 
urged Congress to revise military pro- 
curement procedures to permit smaller 
shoe manufacturing firms to receive 
awards of higher priced military shoe 
contracts than those currently provided 
under Pentagon regulations. 

In testimony before the Select Smal! 
Business Committee, Mr. Saltonstall 
sought revision of the “ plan 
under which small firms 
portion of Federal 
vision would authorize 
officials to negotiate set-aside contracts 
firms at the highest 
competitively in the 


set aside” 
certain 
The re 


procurement 


ret a 
contracts 


for small shoe 
price awarded 
same procurement to larger firms. 
“Small business in the shoe industry, 
of which we have many in Massachu- 
setts, has particular difficulty in com 
peting with the larger firms since 
duction volume means a great 
Mr. Saltonstall] said. “Their problems 
are particularly difficult when price and 
the 


such a 


pr oO 
deal,” 


government specifications are sole 
criteria because workmanship i 
variable factor.” 

Under 
ernment let set awards to 
companies at the 
average price of the contracts let by 
competitive bid. Thi 
firm to contract at a price lower than 


current provision the Gov 
aside 
smaller weighted 


forces a mal! 


one of its larger competitor 


U. S. Looking for Violations 
In Discount House Operations 


D.C. 
planning to take a close 
find out if 


WASHINGTON, A Congressional 
ubcommittee } 
look at discount 
Federal laws are being violated. 

A House 


tee, impressed by a “large number” of 


houses to 


small busine ubcommit 
complaints from retailers, is assigning 
staff investigators to look 
and report on 
suspected the Robinson 
Patman law and other Federal statutes. 


subcommittee 
into discount operation 
violations of 


Retailers of footwear and other soft 
goods are the latest group to feel the 
hot breath of discount houses. Dealers 
in appliances have been protesting to 
the Congress in large numbers about 
unfair buying and selling practices of 
the discount stores. 

The National Retail Dry Goods A 
sociation has promised the House sub 
committee full cooperation in the com 
ing investigation. The subcommittee is 
headed by Rep. James Roosevelt, (D., 
Calif.) 








Rubber Shoe Exhibit Seeks 


WASHINGTON The tariffs 
adequate to preserve a competitive bal- 
ance between the American rubber foot- 


need for 


wear industry’s 22,000 skilled produc- 
tion employes and low-wage scale pro- 
ducers abroad is pointed up in a shoe 


building exhibit which opened here. The 
exhibit ji by the Rubber 
Kootweat ion of the Rubber Manu- 


oclation 


sponsored 
Divi 
facturers As 

Several panels and other displays are 
attention the impor- 
the rubber footwear in- 
the 
defense; 


direct to 
that 


plays in 


used to 
tant 
du 


and 


part 


try national economy 


national and to empha- 


ize the high proportion of skilled hand 


labor that goes into the production of 
waterproof rubber footwear and rub- 
ber-soled fabric footwear which are 
the products of this industry. 

Ro R. Ormsby, president of the 


Rubber Manufacturers A 
aid in opening the exhibit, “We hope 
through this exhibit to 
men and on responsible Gov 
officials that the foot- 


ociation, 


impress on our 


( ongre 


ernment rubber 


wear industry is essential to the coun- 
try’s welfare and defense, and that it 
needs, and should be given, adequate 
tariff protection.” 

Featured at the exhibit are demon- 
tration of actual rubber footwear 


making. In one demonstration a boot- 





Support for Tariff Protecion 
maker puts together the insulated rub- 
ber combat boot which was developed 
by the industry and first battle-tested 
during the Korean conflict. Because of 
its effectiveness in virtually eliminat- 
ing frost-bite and trench-foot as a 
cause of combat casualty, this boot has 

standard for 

Armed Forces. 

Another display is the making of a 
five-buckle These exhibits 
graphically demonstrate the high per- 


become equipment our 


arctic. 
centage of hand-labor required in rub- 
ber footwear production. 

As an economic factor, the domestic 
industry has an 
nual average production valued at ove) 
$200,000,000 annually. It operates ap 
proximately 50 plants in 13 states and 
employ than 22,000 

The annual production in these plants 
averages more than 80,000,000 pairs of 
footwear, involving some 900 types and 
9,000 style which, in 
require approximately 1,200,000 pairs 
of lasts. Types of rubber footwear run 
the gamut from high-styled ladies’ 
beach and play shoes to the highly func- 
tional insulated combat boot. In_ be- 
tween, hundreds of types of foot- 
wear used by American men, women 
and children for protective and recrea- 
tional purposes. 


rubber footwear an- 


more 


persons. 


and sizes, turn, 


are 





Griffith Named Chairman of WCSTA Fall Market Week 


Los ANGEL Jim Griffith, manu- 
facturer’s representative for Jay Shoe 
Company, a high-fashion ladies’ line, 
has been appointed chairman of the 
Fall Market Week showing of the West 
Coast Shoe Travelet The shoe show is 
lated for the dates of May 12-15 at 
the Alexandria and Biltmore Hotels 
and the Haas Building. Mr. Griffith 
is also a member of the board of di 
rectors of the sponsoring organization. 





JIM GRIFFITH 


He said reservations for showing 
rooms are already coming in at a good 
pace and it seems inevitable that the 
how will be a sellout, as it almost in- 


variably is. 
Plans for promoting and merchandis- 
ing the Market week to shoe buyers are 


being finalized. Strong sell effort is 
made by the sponsoring organization, 
26 


including direct mail announcements to 
the group’s mailing list, newspaper and 
magazine publicity, and complete cover- 
ave of buyers at the local level. So im- 
has this the 
tates that many shoe retailers 
use it as their one-buy trip of the sea- 
on, setting up their lines for the fol- 
lowing six month period. 


portant show become in 


western 


Acting as co-chairman of the show 
with Mr. Griffith will be Leon Levin, 
formerly of Fern Shoe Company and 
currently engaged in setting up his 


own factory. 


Group Sets Non-Conflicting 
Mountain States Shoe Show 


DENVER—With every salesman in the 
Mountain States Shoe Travelers’ Asso- 
ciation indi- 
vidually, advising him of the Fall Shoe 
Show to be held at the Albany Hotel 
here, June 1 to 4, attendance is expected 
to reach an all-time high, R. E. Schuster, 


reaching every merchant 


executive director of the association, 
has announced. With the date set so 
as not to conflict with shows in Los 


Angeles, Portland, Ore., Dallas and St. 
Paul, exhibitors registering from 
as far west as California and many wo- 
men’s style lines have been added. 


are 


Letters and brochures will be mailed 
in the next few weeks advising shoe re- 
tailers of the show and covering stores 
in Colorado, New Mexico, Utah, Mon- 
tana, Wyoming, West Kansas and West 
Nebraska. The show will open on Sat- 
urday, June 1, but most merchants are 


Giblin Joins Staff of NSMA 
To Direct New Department 
New YorkK—Harold R. Giblin joined 
the National Shoe Manufactures Asso- 
ciation staff March 18, it was announced 
here. On July 1 he will become director 


of the accounting and office 
ment department of NSMA. 


manage- 





HAROLD R. GIBLIN 


In addition, Mr. Giblin will have other 
taff activities, those dealing 
with the problems of 
legislative developments, relations with 
military purchasing authorities, and 
the like. Mr. Giblin has had broad ex- 
perience in trade work 
with governmental 


such 


as 


state taxation, 


association as 


well as in dealing 
agencies. 

Until January 1, 1957, he 
tive director of the National Combina- 
tion Storm Window and Door Institute. 
During the war he Lieutenant 
Colonel in the Quartermaster 
responsible for the purchase of more 
billion dollars’ worth of 
products for resale to military 


Was execu- 


was a 
Corps, 
than a con- 
sume! 
onnel in ove1 

Prior to his army 
Giblin was executive 
counsel to the American 
facturers Association. For 10 years in 
the thirties he the A & P Tea 
Company as chief of the statistical de- 
partment and later as chief of the finan- 
cial auditing department. 

Mr. Giblin is a graduate of Yale Uni- 
versity, attended Harvard 
School for one year, and is a graduate 
of Brooklyn Law School. He is admitted 
to practice law in New York State. 


per seas areas. 
Mr. 


and 
Lace Manu- 


experience, 


secretary 


served 


Business 





expected to early Sunday. A 
Sunday luncheon has been arranged and 
a June 3 buffet supper. 

Final plans for the show, which the 
association hopes to make one of the 
largest in the western half of the Uni- 
ted States, will be made at a meeting 
April 6 of the board of directors at the 
home of Wes M. Warner, Prince Street, 
Littleton, Colo. At that time, Frank M. 
Phillips, president of the association, 
and Mr. Schuster will give a report of 
their attendance at the National Shoe 
Travelers Association meeting St. 
Paul, Minn., March 30-31. 


arrive 


in 


Boot and Shoe Recorder 


New Hamilton Shoe Line 
Selling at Macy’s, New York 


YORK 


shoes 


NEW A new line of women’s 
fashion was added recently to 
the women’s shoe department at R. H. 
Macy here. The Peacock brand, now 
made by the Hamilton Shoe Company 
of St. Louis, will be the top price 
fashion line in the department, retail- 
ing at $17 to $19. The Peacock shoes 
will be sold only at Macy’s in New York 
and the store will carry exclusive styles. 
An Italian atmosphere was given to 
the section by a typical 15th century 
picture of an Italian street scene. An 
attractive balustrade in front of the 
picture drew attention to the shoes on 
display. 

The line will be styled by 
Shaftan, who is in charge of 
and promotion for all four 
now being made by the Hamilton 
Shoe Company—Delmanettes, Penaljos, 
Peacock and Rice-O’Neill. Miss Shaf- 
tan will work closely with a style man 
in Milan. Her work includes, as well, 
promotion of these four lines. National 
ads and promotions are planned for the 
Peacock shoes. 

The Italian style influence appears 
strongly in the first line of these shoes 
now being sold at Macy’s. Pointed 
graceful heels and delicate de- 
tailing are outstanding features. Three 
heel heights are being used on the 
pumps: 18/8 on both pointed and regu- 
lar toes, 20/8 and 23/8 on pointed toes 
only. On the the 18/8 23/8 
heights only are being used. The first 
day’s sales showed a strong interest in 
black crushed patent 


Bernice 
styling 
lines of 


shoes 


toes, 


sandals 


pale gray calf, 
and Wicker calf. 


Sharp Increase Is Noted 


In Italian Shoe Exports 


Demand for Italian-made 
shoes continued to increase in leaps and 


BOSTON 


bounds during 1956, according to a re- 
port from the U. S. Consulate General 
in Milan, Italy. 

Last year the Italian shoe industry 
produced 46 million pairs of men’s and 
leather shoes, about three per 
Well over three 
million pairs valued at more than seven 
billion lira (one lira equals $0.0016 in 
U. S. dollars) were shipped to foreign 
markets, with France, Belgium, West 
ern Germany and the United States of 
fering the top markets. 


women’s 
cent more than in 1955. 


Italian shoe exports to the U. S. alone 
rose sharply in the first quarter of 1956 
to 630,671 pairs valued at 1,710 million 
lira. In the first quarter of 1955, ex- 
ports totaled 344,902 pairs valued at 
834 million lira. 

There have been unofficial reports cir- 
culating among Washington columnists 
that U. S. men’s shoe manufacturers 
are about to protest the rising rate of 
Italian shoe imports. The government 
is currently encouraging all such im- 
ports as part of its European Aid pro- 
gram. 
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Basketball Star Joins Staff 
Of Converse Rubber Company 


MALDEN, MAss.—Robert E. Davies, 
former star of the Rochester Royals of 
the National Basketball Association, 
and Seton Hall All-American, has 
joined the special! promotion staff of 
the Converse Rubber Company. He re 
signed ketball 
coach of the Getty (Pa.) 
Bullets. 


recently as head ba 


bure College 


ROBERT E. DAVIES 


A native of Harrisburg, Pa., Mr. 
Davies began his fabulous court career 
at John Harris High School, 
was the top playe 
the Central Pennsylvania 
He attended Seton Hal! 
University and wa the All 
American team in hi inior year, and 
repeated in his 

Davies was 
valuable player during hi 
son with the Royals. He was named to 
the NBA All-Star team seven times, 
scored more than 1,000 points three dif 
ferent seasons, and captained Roches 
ter for 
poll of 
magazine, he 
greatest basketball player of all time. 

He has a Master of Arts degree from 
Columbia University and served Getty 
burg College as assistant professor of 
Health and Physical Education and as 
head basketball, and 
golf. 


where he 
one of ever to 
come out of 
Conference 
named to 
senior yeal 

named the league’s most 


econd ea 


campaign In a recent 
conducted by Sport 
was named as the sixth 


four 
coaches 


coach of occe!l 


Punch-Board Displays Used 
During Store Remodeling 


CHICAGO 
extensive 


and 
ha ve 


Large splashy signs 
punch-board displays 
taken over the third-floor women’s shoe 
department of Carson Pirie Scott & 
Company. 

New escalators are being constructed. 
When completed, one bank will empty 
directly into the shoe department. 
Meanwhile, however, the 
has had to consolidate selling into one 
third of its This ha 
eliminated 


department 
usual space. 


considerable wall space as 
well as display fixtures. 

Punch board is 
sively for displays of both 


handbags. 


being used exten- 


hoes and 


Vaughan Joins Dewey-Almy 
In Charge of Process Design 


MASS 
the 


CAMBRIDGE, Jame L. 
Vaughan ha 
Almy 
W. R 


research 


joined Dewey and 


Chemical division of 
Grace & 


director in 


Company 
Company as assistant 
charge of proce 
design and development 


Mr. Vaughan’ 


nounced by Jacob G 


appointment was an 
Mark re 
aid Mr 


earch di 


vision director, who Vaughan 


JAMES L. VAUGHAN 


will supervise process engineering, the 


firm’s pilot laboratory, and part of 
product development research. 
director of 
the National 
Corporation, Cambridge, M1 
the 
Chemical 
Oil 


been assi 


Formerly engi 


with 


proce 
neering Research 
Vaughan 
and 


Cor 


with Rohm 
Company, Shell 
the 


and ha 


has also served 
Haa 
poration, and Standard Com 
(N. J.) 
profe or of 
the University of 
He hold an 


( hemic al 
chusetts In 


pany tant 
chemical engineering at 
Rhode | 
S.B 
engineering 
titute 


land 
an S.M In 
the Massa 


of Technology 


and 


from 


PPSSA Announces Dates 
Far in Advance 
NEW 


Popular 


Date of 


Shoe 


the 


Show 


Y ORK 
Price 
released in order to 
conflicts with other 
made known by 


next five 


have been 


avoid any future 
trade events, it was 


Atkins and 
of Popular 


Edward 
Maxwell Field, co-manage1 
Price Shoe Show of America. 
“The PPSSA that 
vional shoe shows have been 
during the dates of it 
week May 5-9. PPSSA 
dates at the beginning of last Decem 
ber, at had not 
formed of the plans of either 
two shows,” the co-manager aid 
PPSSA is co by the Na 
tional Association of Shoe Chain Stores 
and the New Shoe 
Leather As 
PPSSA 
foliow 
1957 


1958 


two re 
cheduled 
market 
announced its 


regret 


next 


been in 
of these 


which time it 


pon ored 
England and 
ociation, 

dates through 1959 are as 
December 1-5; 
30-De 
Novem 


May 5-9 and 
May 4-% and November 
1959-——May 3-7 


ber 29-December 3. 


cember 4; and 





Travelers Ask Minimum Wage Deferment Pending Study 


WA 


( ompie Kitie 


Because of the 
in treating com- 
on the same basis as 
workers, further 


HINGTON, D. C, 
involved 
alesmen 
hourly or salaried 
tudy should be made before placing 
them the Fair Standards 
Act. An appeal to this effect was voiced 
by the Bureau of Salesmen’s National 
Assot in a brief presented to the 
and Welfare 
ubcommittee on labor. 
Speaking for the 30,000 traveling men 
affiliated with its 
aid 


mi ion 


inder Labor 


lations, 


Senate Labor Committee 


three member groups, 
that many outside 
independent contractors, 


the sureau 
aicsmen are 
rather than employees, in the common 
law sense of the word 

“a he ¢ 
inessmen who are essentially entrepre- 
neu declared the brief, which 
filed by Leonard Silverstein, Washing- 
insel of the Bureau. “Their time 
and much of it is 
calls 


individuals work as small bus- 


was 


ton co 


is their own, con- 


umed in traveling; many are 


made during hours which would be con 
idered ‘off hours’ in the case of salaried 

Any attempt to compute a 
wage by 
paid would have to take this 


employee 


minimum reference to com- 


mission 
into consideration. 
“Any proposal to blanket commission 


salesmen under minimum wage require- 


ments would impose tremendous record- 
keeping burdens on their employers. 
This is particularly true in the apparel 
and shoe fields, where considerable mul- 
tiplicity of accounts would be entailed, 
and where many salesmen carry two or 
more, lines.” 
the 

attempting to 


three or 


document 
draw a line 
salesmen who are 
technically “employees” under common 
aw and those who are independent con- 


Furthermore, s3ureau 
observed, 


between commission 


tractors might result in artificial areas 
of difference between categories of 
whose relationship with the 
firms they represent may be economic- 
ally similar. 

“The problem of minimum 
wages for outside commission salesmen 
should be deferred pending thorough 
tudy,” the brief concluded. It offered 
the help of its officers and professional 
staff in furnishing the required techni- 
cal information to the Committee. 

The 


tion 


salesmen 


entire 


Sureau is a joint staff organiza- 
three nation-wide groups 
the National Association 
of Men’s Apparel Clubs; the National 
Shoe Travelers’ and the 
National As of Women’s and 
Children’s Apparel Salesmen. 


serving 
of salesmen 


Association, 
sociation 





Former Shoe Salesmen 
Promoted by Famous-Barr 


r. Lou Famous-Barr Company 
has announced two promotions in its 
hoe department personnel. 
Handelman has 
the 
outhtown branch 
partment Mr. Handelman been 
the 1936, 
man in the basement 
He 


Paragon 


named 


store’s 


Sam been 


manayer of department 
women’s shoe de- 
has 
connected with tore since 
tarting as a sale 
women’ hoe department trans- 
ferred to the Sarr 
hoe department four years later, and 
remained there, aside from Army duty, 


until the Southtown branch opened. 


Famous 


Raymond Gasting has been promoted 
selling position in the men 
shoe department to become 
assistant buyer of the department. Mr. 
Gasting had been selling in the depart- 
ment for a year, and prior to that was 
selling in the Southtown men and boys’ 
shoe department. Mr. Gasting formerly 
had his own shoe business in a depart- 
store in Nevada, Mo., where he 


lived for 22 years. 


from hi 


and boy 


ment 


NSMA Management Clinic 
Set for Waldorf April 4 


New York—An accounting and office 
management clinic program, sponsored 
by the National Shoe Manufacturers 
Association, will be held April 4 and 5 
at the Waldorf-Astoria. 

Men prominent in the shoe industry 
will act as panelists and moderators in 
discussions of the following topics: 

Controlling purchases of materials, 
supplies and machine parts, require- 


28 


ments for effective in-stock operation, 
and reports in relation 
0 sheeting for production control, cost 


accounting 


production tags 
{ 
combined 
ion on the selection of personnel, bill- 


practices, a ses- 
ing and credits; survey report on data 
ing in the 
tronic data processing, integrated data 
proce mall manufac- 
advanced processing 


pro shoe industry, elec 


ing by a hoe 
turer, and data 
systems. 

Moderators include H 
of Golo of Dunmore; L. K. Oliphant, of 
the Commonwealth Shoe & Leather 
Company; A. Weinman, Five Star Shoe 
Company; Robert E. Mitchell, Ellwyn 
A. Mitchell Company; Iver M. Olson, 
economist, NSMA; W. B. Brown, of the 
General Shoe Corporation, and A. J. 
Romero, vice-president of Kushins, Inc., 
of Santa Rosa, Calif. 


W. Friedberg, 


January Shoe Figures 
In the St. Louis Area 


St. Lours—Monthly department store 
figures released by the research de- 
partment of the Federal Reserve Bank 
of St. Louis show that of both 
women’s and children’s shoes in Janu- 
ary 


sales 


totaled the same dollar amount as 
they did in January, 1956. 

The figures, which cover department 
stores in St. Louis, Louisville, Mem- 
phis and Little Rock, show that sales of 
women’s and children’s shoes were up 
five per cent for the fiscal year ending 
January 31, 1957, as compared with 
the corresponding period a year ago. 

Sales of men’s and boys’ shoes and 
slippers, also up five per cent for the 
fiscal year ending January 31, 1957, 


were reported as down nine per cent 
for the month of January, as compared 
with January, 1956. 

Department store stocks on hand as 
of January 31, 1957, were listed as up 
six per cent for children’s shoes over 
Stocks of children’s shoes 
were given as up four per cent for St. 
Louis, up 22 per cent in Louisville, and 
up four per cent in Memphis. Stocks 
of women’s shoes were down three per 
cent for the district, compared to 1956. 
Stocks of women’s in St. Louis 
down 10 per cent, while both 
Louisville and Memphis recorded stocks 
on hand 11 per cent over 1956 figures. 
Stocks of men’s and boys’ shoes and 
slippers were up six per cent over Jan- 
uary, 1956. 


1956 figures. 


shoes 
were 


Increase Noted in Sales 
Of New Color Saddles 


CHEYENNE, Wyo. The saddle ox- 
ford, long a staple and best seller in 
the Wyoming trade, is catching on this 
year in new color combinations, it was 
reported by Richard Chaney, who op- 
erates the Cheyenne Shoe Store and 
Dick’s Heretofore, de- 
mand has been almost entirely for the 
black-and-white or brown-and-white 
combinations, he noted. 

The new saddle oxford which has 
created a demand among Cheyenne 
teen-agers and growing girls is of 
white calf with either pink or blue 
trim. Upper part is of alligator 
plastic grain which has the advantage 
of easy cleanability, Mr. Chaney point- 
ed out 


Boot ery here. 


Puerto Rican Shoe Workers 
To Get Higher Minimum Wage 

WASHINGTON, D. C.—The government 
has ordered higher wages for shoe 
workers in Puerto Rico. Effective April 
4, shoe workers must be paid a mini- 
mum of 51 cents per hour. Prior to 
April 4, the legal minimums ranged 
from 40 to 46 cents per hour. 

The U. S. Labor Department esti- 
mates that about 1,500 workers out of 
2,500 workers in the leather industries 
in Puerto Rico will receive wage in- 
creases. About 25 firms are effected. 

Leather industries in Puerto Rico 
include shoe manufacturing, hide cur- 
ing, leather taming and processing, 
small leather goods, and baseball and 
softball manufacturing. 


Annual Boston Club Meeting 


30STON 


the Boston 


The 68th annual meeting of 
Boot & Shoe Club will be 
held in the ballroom of the Sheraton- 
Plaza on the evening of April 10. 
Toastmaster will be club president, 
Francis L. Shea, vice-president of the 
3arbour Welting Company, Brockton. 
Guest speaker will be Dow Finsterwald, 
noted golf professional. Chairman of 
the committee in charge of the banquet 
program is Harold E. Booma, assistant 
general manager of the United Shoe 
Machinery Corporation. 
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COST TO YOU: $10.00 
IN BLACK OR BROWN 





and in craftsmanship 


oyal 


ellington 


The unmistakable look of elegance ... the satin-soft feel of 
Kangaroo ...and the matchless custom styling —set Royal Wellingtons apart as 
truly distinctive! Here is Acme’s bootmaking skill at its best... for quality 
that is built-in thru and thru, as well as in outward appearance. 
It’s the finest Wellington available anywhere ... and 


you can retail it for sixteen ninety-five! 





RODS 


Royal 
‘Wellington 


FULL-GRAIN KANGAROO, foot and top 


FULLY LEATHER LINED 


GLOVE LEATHER COVERING 


for foam insole 








FOAM-CUSHIONED INSOLE 


for additional walking ease 














—___<—_=———— OAK BEND SOLES 


“ORTHO-TRED" RUBBER HEELS 
STEEL SHANK OAK INNER SOLE 


Colors: No. 9710—Black Kangaroo 
No. 9724—Brown Kangaroo 


Si ACME BOOT COMPANY, Inc. 
izes: 6 thru 13 eas 
Widths: B, C, D, and E — Clarksville, Tennessee 


(Size 6 available in WORLD'S LARGEST BOOTMAKERS 
B, C, and D only) 





Chandler’s Shoes, Des Moines, Iowa, gives an over- 
all appearance of modern good looks when seen from 


a short distance away. Those big glass areas of Pitts- 
burgh Polished Plate Glass, set in frames of Prrrco® 
Store Front Metal, assure the store stand-out appeal 
even on a busy street. Architect: Bernard Bloom, 
Edison Brothers Stores, Inc., St. Louis, Mo. 


the sidewalk. 





Close up, the big new Safety Type Hercurre® 
Glass Doors let the passer by get a good look at the 
his 


very open ¢ flect creates the illusion of shopping from 


store interior and the merchandise on display 


Piat 


ACROSS THE STREET OR CLOSE AT HAND 


this Pitaluigh- Oren-Visien Store Front, has pulling 


Whether your prospective shopper 
is right outside your door or across 
the street, your objective is the 
same: to attract him to your store 
and bring him inside where he'll be- 
come a paving customer. You Call 
help to accomplish this by giving 
your store a bright, modern face . . 
by adding to its attraction power 
with an eye-appealing Pittsburgh 
Open-Vision Store Front. 


Your store may be large or small— 


PAINTS + GLASS - 


iP 


PITTSBURGH 


IN CANADA: CANADIAN PITTSBURGH 
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CHEMICALS 


PLATE 


it mav be located in a large city 
suburb or a country town, But what 
ever its size or location, if it has a 
Pittsburgh Open-Vision Store Front 
it’s sure to catch and hold the atten 
tion of the passer-by. People like 
stores with modern good looks, and 
they prove it by patronizing them. 
For Pitts 
burgh Store Fronts and Store Front 


more information on 


Products, send in the coupon for free 


booklet. No obligation. 


store tront 


BRUSHES + PLASTICS + FIBER GLASS 


GLASS 


INDUSTRIES LIMITED 


COMPANY 








pouty 


Pittsburgh Plate Glass Company 
Room 7248, 632 Fort Duquesne Blvd 


Pittsburgh 22, Pa 


Without obligation on my part, please 


send me a FREE copy of your modern 


ization booklet, ‘‘How T 


Store The Look That Sells 
Name 
Address 


City 


a ne 


o Give 


State 


Your 













In Shoe Sales 


GENUINE 






Famed Justin craftsmanship and luxurious Kangaroo 
leather form a unique alliance to give dealers new sales 
potential in quality shoes. This comfortable, 
handsome footwear will be a stable addition to your 
nae present line. Investigate the advantages of these 


FF seas i 2enuine Justin Kangaroo leather shoes with full profit 
markup and reliable “in-stock” factory service. 
Vy ; 


we 


... STYLED IN THE HEART OF TEXAS 
IN GENUINE KANGAROO LEATHER FROM “‘DOWN UNDER’’ 





The BELMONT | Hi-Top BELMONT 







Crafted in Genuine Kangaroo Leathe High top dress shoe with full ankle 
) protection and support. Styled in 
\ popul 1O tyle tor dress or 
sf genuine Kangaroo leather with 
lel ure Weal Genuine Kat Aroo 
reinforced stecl arch support 
leather is strong yet super-light oft 
3 . , and Belmont toc, 
yet durable. Its lustrous smooth 
grain finish is scuff resistant. The STYLE No. 670 
luxuriously comfortable Belmont 1 Black Kangaroo with 
‘onat sanke Straig I 
made on a true Banker traight La leather soles ond 
with trim, roomy Belmont toe and . 
rubber capped 
reinforced steel arch. 


leather heels. 


STYLE No. 570 
| $1950 sera 
Black Kangaroo with leather soles and rubber capped 
$] 77/50 peri 


leather heels 





Investigate the complete Justin line of cowboy boots and sports boots. More 
than fifty “in-stock"’ styles available with full-profit markup, WRITE TODAY. 


JUSTIN BOOT COM PAN = 


P.O. BOX 548 + FORT WORTH 1, TEXAS 
Where Be I Making y / Shhha Bry bel 
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by George H. Baker 








Good Business to 
Continue Through June 


Retail Minimum Wage 
Fight in Full Swing 


‘ Flood Insurance Soon Ready 


ae 








Good retail business right through the \pril-June period is the official 
government outlook. Sales show every prospect of keeping up the brisk 
pace set in the first quarter of this year, 

The government’s business barometers show that footweat production 
is not showing the same strength displayed by retail sales. Factory output 
has been lagging behind sales. There isn’t any official explanation for 
this pattern but it could be because many retailers have been depleting 
their inventories and have failed to order new merchandise at the rat: 
hoped for by the factories. 

Retail sales for the United States as a whole are comfortably ahead 
of 1956 totals for the same calendar period, Sales last year, dollarwise 
were the bigvest in history, so some new records may be in the making 
again this year. 

Consumers intend to spend their money this year at about the same 
rate as they did last, according to the Federal Reserve Board. The FRB 
bases this outlook on its latest sampling of consumer buying intention 


The fizht over extension of the minimum wage law to include workers 


in larger retail organizations is in full swing 

Both houses of Congress have been holding hearings, preparing to 
resolve differences in the dozens of bills introduced into a single legisla 
live proposal. 

Spokemen for both proponents and opponents agree on one thing 
The outcome is in doubt. One senator says privately he expects the com 
mittees to recommend bills. and the real fight to come on the floor of the 
Senate. An opponent, he predicts defeat by a narrow margin 

Opponents of extension include the Chamber of Commerce of the 
United States: the American Retail Federation; and National Retail 
Dry Goods Association and a host of other retail and farm group 

They insist that extension of the minimum wage law to even a few 
retail, service. and farm workers would be inflationary, discriminator 
and it properly a matter for state regulation. The states. they say, can 


best measure local wage and working patterns 


Spokesmen for the smaller stores. most of which would not be covered 
under the principal pending proposals, stress that they would have to 
meet the wages of their large competitors, and would thus be covered 


indirectly. They contend that they would have to pay the minimum 
wage regardless of experience hours worked, or type of job if larger 


stores were brought under the act 


lederal flood inguran should be ready for the buyer ) the time 
Congress votes the money to back this new program 

That time, latest forecasts reveal. is to be late this spring. By then 
the Federal Flood Indemnity Administration (IFEIA) seeking $100 
million in federal funds hopes to have its basic insurance plan in full 
working ordet 

The FFIA tells Congress it is making headway in overcoming some 
of its thorniest problems, such as setting rates. Private insurer who 
are aiding the agency in preparing its program, have suggested that the 
rates might range from $2.50 to $20 per $100, without the 40 per cent 


federal subsidy allowed. 















Unions to Work on 
White Collar Jobs 


Is Consumer 
Debt Too High? 


Small Business and 
the Keonomic Squeeze 








IE EITihciie Newsreel « ¢ ¢ (continued) 








With the subsidy, the rates to the buyer, as currently estimated, 
would be from $1.50 to $12 per $100. The precise rates within that 
range will depend on the type of coverage and location of the property. 
Finally, the rates can be trimmed further by the use of deductibles, FFIA 
believes. 7 

Commissioner Frank Meistrell of the agency says 5,000 insurance 
firms and 150,000 local agents and brokers agree to help in the new 
program. Some 5,000 adjustors can be called on to handle claims by 
policyholders. 


AFL-CIO admits it has a long, rough row to hoe before it makes a dent 
in the nation’s 14 million white collar workers, now nearly all non-union. 
jut Walter Reuther and George Meany have agreed to assign 80 of the 
top AFL-CIO organizers to the task, and to hire about 40 new organizers. 
These 120 “persuaders” will fan out into metalworking “front offices,” 
into banks, stores and government bureaus. Reason: AFL-CIO bosses 
had to decide recently at Miami where to “level off” at the present 
membership of 15 million industrial workers or to go after white collar 


workers, who are the last great non-union group. 


Sharply divided opinion over whether consumer debt is too high is con- 
tinuing, despite a slight reduction in the amount of outstanding bills 
in January. 

Many businessmen argue that credit must actually continue to expand 
as the population and economy grow. “Sound credit will play an in- 
creasingly important role in maintaining and expanding consumer con- 
sumption in 1957,” says J. Gordon Dakins, executive vice-president of 
the National Retail Dry Goods Association. 


Retailers and small business generally continued to show the effects of an 
economic squeeze in 1956, despite overall gains in the economy, the 
Small Business Administration reports. 

SBA blames the $l-an-hour federal minimum wage, along with union 
imposition of industry-wide wage patterns, for the small business plight. 
Small firms, the agency notes, have trouble matching the wages of their 
large competitors. 

Retail operations recorded the second highest increase in the number 
of business failures last year, the agency says, topped only by the con- 
struction industry. 

There were 6,341 retail failures last year, SBA reports, 18.8 per cent 
more than in 1955. Failures in the construction industry were 30 per 
cent higher than the previous year. 

SBA also reports an increased use of its limited loan participation 
program, whereby a local bank and the government take part of a 
low-collateral loan to a retail, wholesale, or service operation. Generally 
tight credit conditions partly explains the increase, SBA indicates. 

A total of 640 limited loans for $9.7 million were approved in the 
last six months of 1956. In the first half of last year, 472 such loans for 
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FROM Armstrong 


A NEw, NEW cusuion cork 


> 
: 





AMAZINGLY I 


You’re in for a surprise when you pick up a sample of 
the new improved Cushion Cork®, It’s almost unbe- 
lievably light. And yet this new Armstrong Cushion 


Cork is a material that obviously will handle well and 


ae ee 


hold its shape . . . in both factory and shoe. 


AMAZINGLY 








You’ll get a second surprise when you squeeze the new 


Cushion Cork, It’s amazingly resilient, “This,” you'll 


“ty. * di? 
AE Seay oA 
Sent 
a 


The g ¥ 





say, “is a true cushion.” And you'll be right. For while 
Cushion Cork conforms comfortably to the foot, it will 


not collapse or “bottom” under body weight. In fact, 


pei ret 


if you're now using a low-density cushion, you probably 
can cut cushion thickness in half simply by using the 


new Cushion Cork. Cushion Cork “floats” the foot 


To make such major improvements in Cushion Cork able to get to you with details on the new Cushion Corl 


we had to develop a radically new manufacturing proc please call him. He'll be glad to send 


ess (patent applied for). Technically, the new material — ples 


you working iin 


sO you Can explore all the po ibilitic of thi 


is a syntactic foam, Its advantages are many. For ex amazing new material 


ample its mold resistant and water re sistant, Its struc And when vou see him. you'll get the most pl isan 
ture is porous which makes its “breathing” charactes surprise of all, The new Cushion Cork, with all its im 


istics good, Its thermal insulation qualitic s are likewise provements, costs less than before! So write. wire, o1 


good. In every way, Cushion Cork is tops in quality, call Armstrong Cork Company, Industrial Division 


If by now your Armstrong representative hasn’t been 6304 Delaware Ave., Lancaster, Pennsylvania 


Armstrong ,CUSHION CORK 
... the cushion with the ‘floating’ action 
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Boor aNnp SHoe Recorper will contain the 


— its beautiful cover the June 15 issue of 


preatest collection of shoe facts and predictions 
evel compiled, Krom the archives of the Recorder 
the past will come back to life: the current scene 
will contribute its pictorial and commentary; the 
future will be visualized in imaginative fashion for 
which the industry's greatest creative thinkers and 


designers will provide opinions and inspiration. 
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Reserve advertising space now! This 
issue won't become outdated like ves- 
terday’s newspaper. Your advertising 
will live and live because all segments 
of the shoe industry will use their 


copies as guides—today and tomorrow. 
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BOOT and SHOE 


RECORDER 


NATIONAL VOICE OF THE TRAD 


JUNE 15, 1957 





Po fy? 


75 YEARS RECORDING AMERICA’ S SHOE STANDARD OF LIVING 


POS 


A CONCEPT OF THE SHOE INDUSTRY OF TOMORROW 


Everybody talks about the future of the shoe industry. What will it be like?’ What 
new developments in manufacturing and retailing does it hold? Boor Aanp SHoEr 
RECORDER through its great 75th anniversary issue projects the shape of shoes to come, 


how they will be made and sold in the years ahead. 


BOOT and SHOE RECORDER 
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the greatest 


EXTRA PAIRAGE item 


in shoe retailing... _, Because, FRYE JET* BOOTS have 

become a Must in the American way 

of life . . . in the casual, leisure and 

mand for JETS has zoomed. Because 

there is only one-and-original FRYE, 

customers ask for and insist on fitted- 
instep FRYE JETS. In fact, only FRYE 

quality can build repeat-business and 

create word-of-mouth business. 


Only FRYE has skilled Bootmakers 
who have made Jet Boots and only 
Jet Boots for a generation. ONLY 
FRYE gives your customers made- 
to-order custom look and “‘feel”’ at 
modest prices. 

“Reg. U.S. Pat. Off. 


BOOTMAKERS SINCE 1863 


JOHN A. FRYE SHOE CO., Inc. 


MARLBORO, MASSACHUSETTS 
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BOOT and SHOE 


Talk “Trade 


SAM PEDOTT, men’s shoe buyer 
for O'Connor & Goldberg, Chicago, 
Ill., says: 

“Shoe retailers should do every- 
thing possible to make the con- 
sumer conscious of the new styles 


that are available in men’s shoes. 


There have been marked changes 
in styles in the past several years. 
If we play up these changes, empha- 
sizing the new angle, we will attract 
attention. These new styles make 
most of the shoes many men are 
wearing outmoded. The new two- 
eyelet ties, crepe soles, bubble shoes 
and treatments with leathers should 
be sold as extra shoes to round out 
wardrobes. They should be part of 
multiple sales and should increase 
our over-all pairage.” 
” * ad 
Harotp H. BENNETT, executive 
vice-president of Zion’s Cooperative 
Mercantile Institution, Salt Lake 
City, says: 
“The nation’s retailers must keep 
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in mind the real needs of their com- 
munities in discharging their re- 
sponsibilities for moving the coun- 
try’s ever-increasing productive out 
put into the hands of a constantly 
growing population. 

“If we do this, we will grow as 
our communities grow and_ the 
economy of our nation will not 
falter because of failure in our dis- 
tribution system. Retailers, large 
and small, must take constructive 
steps to strengthen their position. 

“We need to evaluate every fa 


cility we use, every service we offer, 


every method we every 


adopt, 


policy we espouse and make it 


answer the question, ‘Is this the best 


” 


way to do it in 1957?’ 
« 4 fs 


E. WILLARD DENNIS, chairman 
of the board of Sibley, Landsay & 
Curr Co., Rochester, New York, 
says: 

“Citizens concerned with Down- 


town and that means everyone 


Recorder 





need to start anew and take a look 
at the whole Community, not just 
a limited section which has come to 
be called 


‘Downtown, 


the ‘Central City’ or 


even though readily 


conceding the great importance of 


In il 


t 





this com pact geographical sep 
MONE... 

“There are two things that Down 
town Retailers need to do very 
simple things but needing both 
courage and determination. The first 
is for retailers to build back faith 
in their stores, their Downtowns and 
most important of all, faith in their 
communities. The second is to im 
mediately and wholeheartedly make 
available the technique and skills of 
their top people, with provision for, 
and the encouragement to use the 
time and energy needed to achieve 
the goals desired .... 

“Retail competition is not new in 
America. It started between pack 
peddlers in the early days of the 
last century —-village square against 


4\ 





country store; neighborhood store 


against town center; department 


stores against dry goods and no 


tions stores; national chains against 
locally owned; and now suburban 


shopping centers against Downtown. 


“Who would have it different? 
Through all this. and because of it, 
America has deve loped the greatest 
distributive system in the world, and 
at the lowest cost. Only through this 
method will retailing continue to 
distribute the everincreasing flow of 
this world’s goods 200° billion 
in L957, 


1975, and 


a possible 350 billion in 
make its contribution 
through an ever-lowering of costs 
to a higher standard of living. In 
this endeavor. Downtown will never 


lose its place of eminence.’ 


* om . 


Cianies S. TELCHIN, 


partner of Telchin & Campanella 
(Architects) of New York. ad 


dressed the Smaller Stores Division 


senior 


session during the National Retail 
Dry Goods Association convention, 
His subject was: “Doing a Better 
Job in Self-Selection” and he indi 
cated 

Self-selection is not a cure-all, 
It cannot be used without dis- 
cretion. It cannot always be used 
in all departments. But where the 
merchandise lends itself readily to 
this kind of customer selling, self 
selection can do a number of vital 
things for you: (1) cut costs; (2) 
speed up sales; (3) increase sales 
volume. 

It has 


again by stores that have changed 


been shown again and 
over to self-selection that their sales 
have increased markedly; that fewer 
customers walk out of a store be 
cause of poor service and that the 
majority of customers prefer self- 
selection to having a sales person 
wait on them. Customers today like 
to serve themselves. They want to 
pick up merchandise, touch it, feel 


it, examine it. The glass-inclosed 


42 


case is becoming a thing of the past 
in many modernized stores. 

“What will self-selection accom- 
plish? (1) Make shopping easier 
for the customer; (2) work out a 
free-flow plan to expose merchan- 


dise to customers; (3) create a dis- 


tinctive atmosphere and dramatic 


which will build up cus- 


display 
tomer desire to buy the merchan- 
dise sold in your store: (4) en- 
courage customer browsing which 
will lead to greater impulse buying. 

“Service is still very much a part 
of the store, in a self-selection ar- 


rangement. Sales people are avail- 


able to greet the customer and are 


ready to help with advice, explana- 
tion, and individual attention when 
requested, Self-selection does not 
destroy a store’s personality. On 


the contrary, self-selection fixtures. 





MEN 
WORKING 














individually designed to fit the 
character of your operation, can 
promote your store’s personality, 
and meet your merchandising and 
selling requirements at the same 


time.” 


TENDERFOOT 


MY DAUGHTER has a date tonight 

AT LAST she’s dressed and ready 

SHE WOBBLES forth on thin spike 
heels 

AND THINKS she’s 


steady.” 


ia 4 
oO o 
going 


Joyce Gorman 


“Hey, Jack—Can you tell I'm wearing my new elevator shoes, today?” 
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Vax Grone, owner of this Palm Springs, Calif., store, is shown here fitting children on a special 
stand which features different animals. The little girl in the middle holds two gift balloons 


Longest Shoe Window in America 


A 60-FOOT display window, believed to be tie longest 
shoe store window in the country, decorates an unusual 
store in Palm Springs, California. 

Directly across the street from the famous Desert Inn 
Hotel, this Children’s 


located right in the heart of Palm Springs. 


> ‘ 
Bootery. Is 


The street 


shoe store, Grone’s 
enjoys very heavy foot trafhic. 
The background for the 60-foot window is a circus 
parade mural done by Gaylord Richmond. a well-known 
artist who now resides in Palm Springs. Zebras harnessed 
to circus wagons, clowns, a circus band, elephants and 
other circus paraphernalia parade the length of the win- 


dow. The display area is large enough to a 


{ circus parade backdrops this children’s shoe store window, 


probably the longest shoe window in the country. 
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ommodate 


| . » e 
Grone's Children’s Bootery in Palm Springs 


Combines Sound Retailing with Striking Displays. 


22 ) styles 


In spite of the mommoth job of trimming the 
window, displays are changed every three weeks. Judging 
from the pedestrian traflic, this is well worth the effort 
striking is the 


hitting 


interiot It is designed as a 


hqually 


supersized play room. chairs for children are 


made in the likeness of several different animals —swans, 


‘I he 
blor ks are 


balloons, one of the 


elephants and virafles. walls are done in 


Huge 


walls in a calculated jumble. Gift 


zebras, 


pastel shades. nursery fixed to the 


oldest pacifiers in children’s shoe retailing, are freely dis 


tributed: writing on the balloon advertises the stor 


rURN TO PAGE OO, PLEASI 





Asin Shoes, So in Clothes, New Silhouettes and New Materials, 
and the Way They Are Handled, Make the Fashion News. 


The five fashion drawings 
are from Reports by Arianne 
on the Paris and European 
Collections February 757, 
courtesy of the American 
Rayon Institute, Inc. 


Watteau mule, high - riding 
front accented by two-tone 
treatment. Dior. 


Characteristically Dior, the 
wide middy type neckline 
and the middy blouse effect 


Square toe offsetting round 
of this easy-fitted dress. 


throat accented by tiny bow. 


Marcel d’Aya for Heim. 


Two-piece effect in long coat, 
flared at bottom and trimmed 
with grosgrain tabs, brass 
buttons, Givenchy. 


Long pointed toe vamp with A. 


daintily split topline. Dior- 
Delman for Dior. 


Long vamp with little 
squared-off tip and vestee in 
pale beige to match stock- 
ing. Chanel. 


Pink chiffon softly draped in 
short evening dress by Fath. 
Dome-shaped skirt and 
bodice softly draped into a 
rose. 





evnote Paris styles. 


Important influence the very 
slim Chinese silhouette, 
shown here in a white din- 
ner dress by Dior, worn with 
black shoes and black chif- 


fon gloves. 


he 
5 


Long toe line, draped vamp, 
square buckle effect, inter- 
esting style features. Charles 
Jordan for Desses. 


Sort, easy-fitting coats and jackets, suits and dresses, 


this is the strong trend in silhouettes from the Paris 


spring collections. You can see it in Dior’s easy middy 
waistline and wide sailor neckline; in Chanel’s unfitted 
Givenchy’s wide 


the “Liberty 


jackets and “push-up” sleeves; in 


sleeves. But with all this freedom of fit 
Line” Dior calls his—clothes do not hang like sacks on 
the wearer as they did in the 1920's. Instead, there is a 
feeling of molding to the body under the looser, less 
defined waistline. Skirts are of many lengths, still short 
for daytime; short balloon skirts for dancing. 

A large part of this feeling of softness and ease is 
due to the materials being used; to the crepes, both 
smooth and rough-textured; the soft basket weaves in 
woolens: the jerseys, the chiffons, laces, organdies and 
other sheers. These fabrics fall or cling softly, or float 
freely. The clothes look very new because of the sil- 
houettes and the kinds and uses of the materials. Very 
little of this fresh look is due to trimming details. It 
is the art of the Paris dressmaker to cut and drape in 
such ways that no one quite knows how the effect is 
achieved. But achieved it certainly is with finesse and 


charm. 


by ELEANOR M. RUTTY 


Our own American shoe designers and makers have 
been showing that they, too, know this art. Our shoes 
today—-and we are thinking especially about women’s 
style shoes, of course depend on silhouette and mate- 


rials much more than on trimmings. French shoes, 
illustrated here, point to the same trend. The pointed 
toe is the accepted style. Newest is the long last 
squared-off at the tip as though someone had taken 
scissors and just snipped the extreme tip of a pointed 
toe. Very wide throatlines are strong and suggest the 
same feeling as in the easy, wide necklines of many new 
Paris dresses. Little square bows or buckle effects are 
popular. The high tongue with buckle and a high front 
mule are “Watteau”’ Very 


shoe shown with the Chanel collection. 


styles. interesting Is a new 


Phe 


vestee is a pale beige to match the stocking and ce 


‘“vestee” 
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Typical Chanel suit with un 
fitted, single-buttoned jacket 
modified shoulder 5 
three-quarters and 
blouse matched to lining 


square 


sleer Ss 


Wide throat, square toe and 
little 
style 


how, umportant neu 


Marcel d’ Aya. 


trends, 





Western Boots: 


+ FT 
sO Lf 
ma 


at Losoya and Crockett, just a 
{lamo Plaza in San Antonio. This 
complete repair and shoe alteration 
Those windows get a fresh 
Multiple entrances invite traffic 


lhe Central building today, 
few steps from downtown 
houses a modern store, 
plant, offices and stock 
hange at least once a week 


rooms. 


building down- 


behind counter, a favorite 


Central Boot Co 
president, 
haunt of his while he 


liew of store in’ main 
own, Sam Gorelnick, 


observes customer traffic 


To tell about boot merchandising, Ill have to talk to 
than 40 


Texas. 


you from my own experience, covering more 
years of selling Cowboy and Western boots in 
boots in the 


Many of our customers are wearing these 


lar corners of the globe—everywhere in the world 
today. 

We started 
and repair shop across the 
\lamo. 
Alamo 
from out 


\lamo. In 


the growing areas of the city. 


} ° 
snoe shine 


little 


from the 


business in 1913 
historical 
block 


just a few 


Plaza 


Today. we OCCUPY an entire building, 


from Plaza. and a modern store. 


doors original location across from. the 


two suburban stores in 
They all 
boots and shoe repall 
Western 
Still. 


addition, we have 


vrew from the 


keystone of our merchandising 


ing. Today, of course, they are complete 


stores, with clothing. soft goods and variety. even 


today, the heart of our merchandising volume is the 


hoot department and the shoe repair and alteration 


department, 
So much for our background, so that you can under 


stand what boot merchandising means to our opera- 


tion, 
markets for West 
Is the 


As we see it. there are today three 
boots: (1) The 


rancher. Or the 


real cowboy. He working 


ow hand members of his family. 


) 


who need boots for their occupation (2) Sportsmen 


ind women. They buy boots for the appeal as they buy 




















Three Markets in One... 


“The Largest Retailer of Boots in Texas” Takes 
aGood Look at the Boot Market and Offers Some 
Seasoned Advice Based on Over 40 Years of 
Boot Retailing. His Operation, Begun as a Shoe 
Repair Shop in 1913, Now Has Customers 
Around the World. 


by SAM GORELNICK 
President, Central Boot Company 


San Antonio, Texas 





other sporting goods. Also, in this broad category, are 


the “Drug Store Cowboys” and other youths and adults Sam Gorelnich, president, Central Boot Co., San Antonio. He 
founded the business, has run it continuously, and runs it 
today. Vore people ride or walk in i estern boots sold 
The kids. This market, we believe. is probably one of through his stores than have ever been sold at retail in the 


who like to sport Western boots at certain times. (3) 

the most important It grows into one of the other entire Southwest. He's been selling boots for over 42 years 
« . r bs 

markets, then a new crop of kids appears, starting the 

cycle all over again. 


So, as a suggestion: Take a look at your market o1 


markets first. Take a vood long look. Then, keep look- When you walk into the Central Boot “Corral” store, oppo 
, SS : site the famed Alamo, you are in a Western world. Boots 
' TURN TO PAGE 6/, PLEASE } boots, boots—for kids, women, men and cowboys 
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Western Boots 


men’s 
two by 

{come 
and C. H 


Sons 


thove, four typical 
Left to right 
1. Frye Shoe Co. 


Mie. Co. 
Hyer & 


hoots 
John 


Boot 


The Highlander offers a 
modern  stitched-plaid  de- 
sign. In red, green, yellow, 
blue, for women and 
children Boot Co. 


men, 
Justin 


Belou 
and V-top 
Boot Co.., 


Five 


boots. 


men’s 
Left to 


styles, 


stove 


right: 


C. H. Hyer & Sons, Inc., 


M ANY retailers throughout the country have a 
soft spot in their hearts for Hopalong Cassidy. 
Thanks to him and a dozen or more other West 
ae 


snug profit every year over and 


ern movie and stars. they are making a 


above 


the profit 
from the regular lines in their kids’ boot depart 


ment. Another neat little piece of annual income 


accrues from dude or suburban adult customers. 


The market for cowboy boots is growing and 


knows no geographic limitations. For the past 


ing Boots, Inc., Nocona Boot Co. and 
Quinn & Delbert Boot & Shoe Mfg. Co. 
Votice Hyer Boot. 


pipe 
1 exas 
God- toe 


moccasin on 








to Suit Them All . . 


Romance and Legend Set the Stage for Cowboy Boots 
1957 Versions Cover a Broad Style, Pattern and Color Base. 


few years, each season has seen leading lines 
fbove: For the ladies, left 


expanding in number of styles and variety of 49 right: Acme Boot Mfg. 

color. Co., Goding Boots, Ince., 
: : ee ; another Acme Boot style and 
From the highly specialized business of pro- ~ coed —eeetiae 


viding boots for the working wrangler, the West- 


ern and cowboy boot business has grown stead- 
{ pair of strongly construct- 


Importance, Today it 1s pro- ed V-top men’s boots with 


ily in size and 
inlay. Acme Boot Co. 
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Juvenile boots. Left to right: Texas Boot another Quinn & Delbert style, Acme 
Co., Quinn & Delbert Boot & Shoe Mfg. Boot Mfxg. Co., Goding Boots, Inc., and 
Co., Inc., John A. Frye Shoe Co., Ine., Nocona Boot Co. 
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Applied Shoe Fitting 


This Third in a Series of Sales Training Articles Discusses Commonly Used Fitting 

Devices with Specific Reference to the Fitting of Men’s Shoes. The Next Article Will 

Discuss the Fitting of Women’s and Children’s Shoes. This Series Will Embrace All 
Phases of Retail Shoe Selling and Store Management. 


SELLING shoes may be one way of earning a living, by SEYMOUR HELFANT, B.S., MLS., L.L.B. 


but it can contribute to the increase of foot ailments 
in adults. According to extensive research by the 
National Foot Health Council, it has been determined 
that 80 per cent of adults at the age of 20 have some 
sort of foot difficulties. At 50, 90 per cent of the adult 
population are complaining about their feet. These 
troubles were caused by improper fitting and incorrect 
types of footwear. 

Of course, we find situations where customers insist 
on the improper shoe even though they know that it 
will have undesirable after effects. If the salesman 
was well trained, he could show the customer the error 
of his or her ways and recommend the proper shoe, 
thus cementing a good salesman-customer relation- 
ship. Greater confidence would be established, and the 
store would enjoy the fruits of better business. There 
is no problem in establishing the proper know how, 
enthusiasm and confidence. 

In measuring feet, one of the greatest assets that a 
salesman possesses is his ability to judge the foot and 
act accordingly in his selection of patterns, styles and 
sizes. His conscience and honesty also play a large 
role in this selection. Since the choice of proper foot- 
gear affects the health of the customer, we might say 
that the salesperson is on a professional level. 

Many devices have been used in measuring feet, 
hut we might safely say they are not the last word in 
determining what size a customer will need in any kind 
of shoe. The measuring device only gives an indica- 
tion as to the size the salesman must start with when 
selecting a style or pattern. A quick decision must be 
made as to whether the customer has a long bony or 
short stubby foot, high or low instep, abnormally wide 
forepart in relation to the heel or vice versa, regardless 
of what measurement is indicated on the mechanical 
device. That is where a good salesman will not argue 
that a customer MUST wear the 6B because that is 
what she measures, in spite of the fact that the 6B’s 
are “killing her.” He must consider why the 6B is not 
her size in that particular shoe and then try to corre- 


late the measurement with the proper size. 


50 


Sales, Marketing and Personnel Training Con- 

sultant, Coordinator of Courses in Shoe Fitting 

and Shoe Therapy, City College of New York, 

Lecturer in Business and Merchandising, Brook- 
lyn College. 


The fact that the first pair of shoes tried on does 
not fit does not imply that the salesperson does not 
know his business. If he is conscientious and has the 
customer’s welfare at heart, he will try his best with 
subsequent shoes to make sure that the shape of the 
shoe conforms with the shape of the foot. How many 
times have you heard the customer’s complaint that he 
can’t wear Brand X because they are always uncom- 
fortable? Of course, in most cases, it has nothing to 
do with Brand X at all. It was the incorrect last for 


that particular foot. 


First Impressions Are Important 


Always remember, a shoeman should be a showman. 
first impressions are very important. If the salesman 
gets off on the right foot, half the battle is won. It is 
a means by which the customer can get the confidence 
that is so important. This showmanship can manifest 
itself in the actual measuring of the feet and the deter- 
mination of the proper shoe. If the salesman makes a 
good impression from the start, he will always have the 
upper hand. If a poor impression is made at the 
beginning because of inability to handle the customer 
properly, then the potential sale becomes a struggle 
and a possible walk out. 

One of the devices used extensively in fitting is the 
X-ray machine which has been outlawed in some 
states and under very strict supervision in others. 
Caution in the use of the machine must be the byword, 
for the sake of the salesman just as much as the cus- 
tomer. The effects of overexposure can be devastating. 
Great care must be exercised in the control of the 
voltage, timing and insulation. The older machines 
are the most dangerous. Therefore, if you are using a 
machine, | would advise having it checked by the 
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proper authorities to determine the possibilities of its 
harmful effects. 

There are numerous measuring devices on the mar- 
ket. Some shoe manufacturers have calibrated their 
sizings to the measurements of certain of these ma- 
chines. It is up to the management of the store to 
determine which device is most desirable in relation 
to the shoes carried, and which, in their opinion, is 
the most accurate. 

We intend to discuss fitting very thoroughly rathe: 
than on a general basis as has been done heretofore. 
We shall break the subject into three parts: First the 
applied fitting of men’s footwear and subsequently, 


women’s and children’s fitting. 


STEPS IN MEASURING AND FITTING 
MEN’S SHOES 

1. Seat the customer with an appropriate greeting 
and remove both shoes, using care in handling the old 
shoes. Remember, they may not be ready to be thrown 
out yet and it may cause resentment in the customer 
if they are not handled with care. When removing the 
old shoes, try to avoid any irritation to the foot as 
there may be corns as well as some other sensitive 


spots on the foot. 


2. Check the old shoes for wear. You will thus be 


alerted to any difficulties of fit or any other abnor- 
malities. If the tread and wear are all right then you 

may assume that they were fitted properly. 
3. Make sure the hose is not too short. There must 
[TURN TO PAGE 65, PLEASE} 
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How To Use The 


Better Known Fitting Devices 


N using the various measuring devices, it is wise to 
consider that there is a great variation of lasts in the 
different types of shoes. Some shoes may run fuller 
than others, Patterns, styles and shapes also play an 
important part in the fit. Consequently, there may be 
variations in the ways that feet will be measured and 
fitted even though they call for certain sizes. The 
judgment of the salesperson as well as his knowledge 
of his stock and the different types of feet becomes 


all important. 


Brannockh Device 


When used while the customer is seated and a fitting 
stool is present, the device should be put on the stool 
and the foot should rest in the device, which should 
form a right angle with the foot. If no stool is used, 
place foot on floor with device forming a right angle 
to the leg and foot. 

1. Place foot, as per instruction, firmly against 
heel cup. 

2. Measure arch length (heel to ball). 

3. Move indicator to ball joint. (Pointer will give 
proper reading.) 

4. Measure heel to toe length. (When arch length and 
toe length differ, use the longest reading. ) 


5. Measure width. (Push width bar to edge of foot 


[TURN TO PAGE 65, PLEASE | 


5 | 


iN 








Massive Displays Build 





Left to right, Don Berman, manager of the men’s clothing department, Harry, 


shoe department manager, and Jere, manager of the boy’s department. 
Jacob, supervises the entire operation. 


father 


A DOWN-AT-THE-HEELS, out-at- 
the-toe centipede would be 
fella Clarksburg’s 
Workingman’s Store! 
Coming in with pairs of 
legs, he make Jacob 
man family happy, too, since with legs 
feet feet And 
the Workingman’s 


a happy 
indeed at unique 
his 


the 


100 
would Ber- 


come and on vo shoes. 


shoes are what 
Store has 

“The Store With More” 
like a 


but it is an apt slogan for a store that 


DOES have more 


sounds very 


much press agent’s catch line 


Just how much more is this? 


Work oxfords, 14 styles, widths AA 
to G, sizes 5 to 15. 

Work shoes, 113 styles, AA to H. 
Lto 14 

Flight boots, 7 styles, B to E, 6 to 13 

Safety shoes and boots, 37. styles, 
AA to H, 5 to 14. 


Insulated boots, 12 styles, B to EEF, 
» to 13. 
Hi-tops, 31 styles, AA to H, 6 to 12. 


l6-ineh hi Lops, 6 stvles. C to EE. 


Oo to 12 
Hunt boots, 10 styles, AA to EEF, 
L to 13. 


kngineer boots, 12 styles, B to EF, 


»> to 13 


Brands are Chippewa, Thorogood, 


Their 


Peters Diamond Brand, Ranger, H. H 


. , 
Brown (stores 


own Mountaineer 

brand), Pair-A- Trooper, Hy - Test, 

Wolverine, Dragon, Hood, Ball Band, 
Bata, Tingley and Servus. 

While these will keep your feet 


warm, the following will keep them 
dry 

The rubber inventory, 10 styles of 
mine boots, 13° styles of aretics. six 


The women’s 
tag. 





knee 


hip boots, six styles of insulated boots, 


styles of boots. seven stvles of 
nine styles of hunt boots and seven 
styles of work rubbers. 

In addition to the work and sports 
shoes, the 


for the rest of the family. Robin Hood 


store also carries shoes 
for the boys and girls as well as some 
cheaper ($2.95 to $4.95), and Brooks, 
Endicott-Johnson and Foot King for 
the Peters, Pair -A- 


Trooper and Endicott-Johnson work- 


larger boys. 
style boots and shoes also are available 
for this age buyer. 

added just to 
shod, but the 
included only 
with some misgivings. The Bermans 
did think their Workingman’s 


Store would be conducive of bringing 


Ladies’ shoes 


keep the family 


were 
well 


women and girls were 
not 


in many females. The first lines were 
conservative, but now they have been 
broadened to sports and dress shoes 
($2.95 to $4.95). The store now stocks 
widths A through EEK—37 
KEE alone! 

And if the customer still isn’t satis- 
Ber 
man, shoe department manager and 
Jacob 


made 


stvles in 


fied with what’s available, Harry 


one of the three sons of owner 


Berman. promises: “If they are 


side of the entrance shows 500 pairs of shoes, each with a price 
The store does a large volume in women’s and children’s shoes. 


Volume in Work Shoes... 


we will get them. If they aren’t made 
we will make them up.” 

Best example of this is the “buckle 
buck,” the buck with the ivy league 
buckle in the back. This shoe is popu- 
lar with the high school trade and had 
its origin in the fertile Berman mind. 
Now the manufacturer has added it to 
his shoe line. 

These sidelines to the store’s chief 
work and sports shoe trade account 
for only 27 per cent of total business, 
however. 

The store is almost entirely on a 
cash and carry basis. The nearest ap- 
proach to credit is charge accounts 
with accredited businesses in the area. 
Factories, industrial plants and_ ser- 
vice stations maintain exhibits of in- 
dustrial shoes from Workingman’s. 
Payroll deduction plans are available 
at seven plants where the management 
promotes safety or other types of spe- 


cial shoes. The store offers a discount 





on this type of business. 


This “mile-long” shoe selling area is actually only 207 feet long. The shoe 
department stocks shoes for the entire family. Boxes go to the ceiling and 
exhibits are on boxes and racks. Women’s and girls’ shoes are up front 


ry. 
| he Largest Store of Its Kind in West Virginia Leaves Nothing 
to the Customer’s Imagination in Its Window and Store Displays. 


There are 300 pairs of shoes in this window, each with a price tag. 100 of y TIN 
these are working shoes. The prospective customer gets a good idea of what by JOHN H. MARTI 
is available by shopping the window, 


What maintains this flow of busi 
ness? The store is in Clarksburg, 
W. Va. (32,000) a county-seat city of 
Harrison County (85,000) which is 
the center of an 18-county shopping 
area of upwards of half a million per 
sons. They are farmers, miners, in 
dustrial workers, coal strippers, fa 
tory workers, fishermen, hunters and 
conservation workers. They bring 
their wives and children and shoe the 
entire family at one stop! 

The store is willing to give all kinds 
of services. In the disastrous flood 
which hit Northern West Virginia the 
weekend of February 9-10, the rain 
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the bright new 
& 





What woman can pass up fashion and quality 


when she has the price in her purse? 


The new Capri, designed by Tyer, is ultra-smart, beautifully made 
asy to slip on and off. 


ind rie cle rate ly priec d It’s completely wale rproof 
It’s made of a new elasticized 


There are no fasteners 
stretchable fabric that is especially light and long-wearing 
* too. 





Tyer s Starlet is fashionable and comfortable 
i 4 on loop fastener. 


Fullyslimed, it has a shawl wrap with simple button 
The ‘Tiara is similar with a grey cuff. 


Be sur: to carry an adequate stock of these fashion vaiters 
they sell fast and the profits are attractive. 


TY E Ra Gmpay 


MASSA ( 


; 
’ 


AND OV 





-= we - ee eee em ee eee eee eee eee eeeeeeoooeoweon a - 
rYER RUBBER COMPANY Footwear Division, Andover, Massachusetts BS 
Gentleme Please send me the latest Tyer Price List on Rubber and Canvas Footw 
STREET 
ZONE TATE 


NAMI 
cITy 
wee ee eect:  — acaaaanaae 


Boot and Shoe Recorder 


MAY Weather Forecast 


Colder in the Midwest and Southeast; Warmer in the Northeast and West Is Predicted. 
Wet Along the Atlantic Coast, in the Central States and in Part of the Northwest. 


May will be colder than normal 
throughout the Midwest and South- 


east sections of the country and 


warmer than normal in the extreme 


Northeast and throughout most of the 


fore- 


Wet areas are 


Seaboard, as 


Western 


cast along the Atlantic 


States, 


far south as the Carolinas, in the Cen- 
tral States, from Minnesota to Texas, 
and in a relatively small area, east of 
the Cascade Mountains, in the North- 
The Lakes 


Southwest and much of the Southeast 


west. Great region, the 


will be relatively dry. The following 
by region 


1957: 


is a more detailed forecast 


of weather conditions for May 


Area I: Northeast 
Northern New 


stations along the Atlantic Coast will 


England and most 


be wetter than normal in May while 
New York 


Pennsylvania will be relatively 


western sections of and 


dry. 
This forecast is in reverse of last May’s 
Temperatures — will 


rainfall pattern. 





GREAT Paisg 


mush ciry 


OF AHRENHE!T 
ESTIMATED DEVIATION FROM 
NORMAL MONTHLY TEMPERATURE 





snownavit 








\/ 
Yonameston 
/ f 4 











average within one or two degrees of 


normal and than 


last 


generally warmer 


year, 





a 
abuine 


fa 


PRECIPITATION 
ESTIMATED PERCENT DEVIATION FROM 
NORMAL MONTHLY PRECIPITATION 
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Area If: Great Lakes 

Drier 
most sections of the Great Lakes-Mid 
Last 


than normal is forecast for 
these 
areas Michigan 


and Wisconsin will be slightly colder 


west region, year, same 


were unusually wet. 


than normal—about the same as last 
May. Kentucky and southern parts of 
Ohio 


normal 


Indiana and will average four 


degrees below and as much 


as eight degrees below last year, 


Area Ill: Southeast 


Drier 
for the Southeast in 
local 


scattering of 


forecast 
Although 


produce a 


normal is the 
May 


will 


spots,” 


than 


heavy storms 


“wet statewide 


rainfall should average well below 


normal throughout this region. Tem 
two to five de 


May 1956 


dy ler 


peratures will range 


grees cooler than usual. 


was milder and generally than 


normal with occasional wet areas. 
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Accessories and Findings 


M ost of the Retailers in the Recorder's Panel Believe That Accessories 


and Findings Are Very Important in Shoe Store Operation But That 


They Are Not Getting the Most Out of Them in Sales. 


Wii AT role do accessories and findings play in retail 
shoe business? This theme was posed before the Boot 

Here, in 
that 


AND Suore Recorper’s Shoe Retailers Panel. 


urmmary are some of the things were 


found 


major 


(1) Shoe chains usually expect and do a larger share 


f their total volume on accessories and findings than 


do family shoe stores. 

(2) In stores where they’re stocked handbags account 
for the largest single accessory volume, followed by 
hosiery. 

(3} Most shoe stores don’t think they do a good job 
of getting maximum sales volume from their acces 
sories and findings inventory. 

(4) Most stores have some policy or plan for their 
salespeople in selling accessories or findings —but less 


than half think that salespeople fully live up to the 


policy. 

(5) Most retailers think they give ample display 
pace to accessories and findings. 

(6) Almost all retailers think they carry enough 


inventory of accessories and findings to do the required 
sales job, 

(7) Few shoe stores do any special promoting of 
accessories and findings. 

(8) A large share of shoe stores believe that low 
the 


people don’t push accessory and findings sales. 


commission returns are main reason why sales- 


A More Detailed Look 

Now, let’s take a more detailed look at the replies 
to the questions posed before the Panel. 

(Juestion 1: /n your shoe store or stores, what per- 
centage of your business consists of accessories and 
findings (hosiery, handbags, polishes, foot-aids, etc.) ? 

The answers fell into a wide range—from two to 25 
per cent. For family shoe stores the range was between 
five and seven per cent. For specialty shoe stores 
(men’s, women’s), it was between seven and 10 pet 
cent. For shoe chain stores it was between eight and 


12 per cent. 





A report on what manufacturers and wholesalers 
of accessories and findings think about the sales 
job being done on their products by retail stores 
will appear in the issue of April 15. 


56 


These were over-all averages, of course. On an indi 
vidual store basis, some family shoe stores did much 
better than some shoe chain stores. As to shoe depart- 
ments in department stores, many cited that such items 
as handbags and hosiery were carried in other depart- 
ments. 

(Juestion 2: In terms of dollar volume rating, hou 
would you rate the accessory and findings items in your 


store in order of unportance 7 


Handbags First 
Handbags were a runaway first in practically all 
stores where handbags are stocked. Second most im- 
portant dollar volume item is hose and hosiery. Third 
is shoe polishes, creams, etc. Fourth place went to 
The remainder (shoe trees, laces, bows 


kits 


foot-aid items. 


and ornaments, shine and brushes, etc.) were 
pretty evenly divided. 

The “rating” of items depends upon the type of store. 
For example, handbags get top rating in many of the 
chains and almost all better grade women’s shoe stores, 
but get a low rating in most family shoe stores. Shoe 
stores dealing in basic or comfort footwear give a top 
rating to foot-aid items. In men’s shoe stores, hose 
and smaller findings rate up front. 

(Juestion 3: Do you feel that your shoe store or stores 
do a good job of getting the maximum sales volume 
from your accessories and findings? 

The replies: 73 per cent say no, 27 per cent say yes. 

What percentage of their sales potential do the Panel 
members think they’re now reaching? It varies greatly 
from store to store—from a low of 10 per cent to a 
of 80 per cent among the group which thinks it 
The 


average is in the 50-65 per cent range. That is, the 


high 


isn’t getting the most out of its sales potential. 
majority of those thinking they’re falling short on 
accessory and findings sales, think they’re reaching 
only about 50.65 per cent of the sales potential. 
Question 4: What do you think should be the right 
percentage of sales or dollar volume for accessories and 
findings, as against shoes, in the average shoe store? 
Surprisingly, there’s a wide range of opinion on this, 
varying from a low of three per cent to a high of 25 
[TURN TO PAGE 
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Look for a reversal of the “trading up” theme 
and a swing toward “trading down.” Recall our 
Trade Trends in the February 1 issue ... that 
1957 was going to be the battle-of-prices year, 
and lots of not-awake-enough merchants and 
manufacturers were going to get caught in the 
middle. Well, it’s already off to a start. General 
Electric launched the kickoff late last year with 
its sweeping price reductions on small appli- 
ances. The objective: lower margins but higher 
volume. Others are now following suit. Hoover 
Co. on small appliances and vacuum cleaners; 
Schick and Remington Rand on electric shavers; 
Dormeyer on appliances. Plenty of others in a 
wide variety of fields and products. 
cown-trading, some price-cutting. 


some 


Note Dun & Bradstreet’s latest survey of busi- 
nessmen’s expectations for 1957. Most think 
profit margins are due for further whittling. 
This the result of trading down as business con- 
ditions continue to tighten. Enlarged plant, pro- 
duction facilities and skilled work force must be 
sustained. So producers see best way as through 
high volume, even if it means price-cutting or 
the more preferred trading down (more empha- 
sis on lower-priced lines.) 


What about shoe business in this trend? Too 
early yet to tell. But observers say most prod- 
ucts, shoes included, will be forced to make some 
concessions to down-trading. Even if it does 
nothing but forestall further price increases 
(despite many manufactures and retailers need- 
ing them), it will reflect the influence of down- 
trading. 


Certainly there'll be continued strong demand 
for quality and better-priced footwear. But feel- 
ing is that if down-trading grows, lower priced 
footwear will get even stronger play. Keep in 
mind factor of “psychological contagion.” The 
more talk and activity getting around regarding 
down-trading and lower pricing, the more con- 
sumers become price-conscious, figuring that 
“bargains” are to be had everywhere. This con- 
sumer state of mind tends to influence all prod- 
ucts, shoes included. 


The whole thing will simmer down to profits. 
Price increases of ’56 helped many manufac- 
turers and retailers to squeeze out of uncom- 
fortable margin vice. number of shoe 
manufacturers in 1956 showed profit increases of 
10 to 25 per cent over previous year. Net profit 


Good 
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was a little above three per cent, a rise over the 
below-three per cent average of 1955. But 1957 
will likely be another story, with good chance 
of net falling under three per cent again. The 
reason: small chance of upped prices to counter- 
balance upped costs. So slice must come out of 
profits. Same principle applies to retailers. 
000 

Is mammoth A & P food chain ready to launch 
into shoe business? Inside reports (but no con- 
firmation) yes say some specialized 
shoe lines under consideration. One important 
cue is confirmed plans of A & P (several thou 
sand stores across country) to stock non-food 


say 


items on large scale. Already have line of soft 
goods in stores: towels, men’s and children’s T 
shirts, women’s hosiery. And more being added. 


Other important food chains, until recently 
shying from non-food items, now taking on such 
lines on important scale. Reason is obvious: food 
is low-margin commodity. Amid fierce competi- 
tion no room left to cut margins further. So 
the effort to add non-food lines with better profit 
margins. 


This is a trend to really watch. Consider an 
important fact: only about 52 per cent of all 
shoes are sold through shoe stores. Shoe depart- 
ments in department stores add another 16 per 
cent for a total of 68 per cent. That leaves 32 
per cent sold through many other non-shoe out- 
lets apparel and clothing stores, variety 


stores, general merchandise and dry goods 


stores, mail order, etc. 

But an increasing number of “fringe” outlets 
getting into get... discount 
houses, gas stations, drug stores, food stores, 
specialty shops, etc. Same idea: aim to diversify. 
They figure this way: they’ve got traffic coming 
their way, anyhow, so why not cash in on it? 


shoe-business 


000 
Here’s an idea that some merchants outside the 
shoe field (handbags, dresses, coats, gloves, mil- 
linery, costume jewelry) are using to profitable 
advantage on a local basis. Many cities and towns 
have or several morning TV shows for 
women, and lots of emphasis on what’s new in 
fashion. Often a local merchant can tie in with 
these shows (excellent publicity and follow-up 


one 


business) on a cost-free basis. 


For example, a shoe merchant presents a “show- 


, 


of the new spring shoes. He furnishes the 
[TURN TO PAGE 78, PLEASE} 
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10% entern profit 


over and above Esquire’s usual big, big mark-up. 


ESQUIRE 
BONUS PACK DEAL 


If you were one of the thousands of retailers who took advantage of this sensational LANOL-WHITE 
Bonus Pack Deal last year, you know what a terrific profit-maker it was. If you failed to act on it, you 
know now what a sensational opportunity you passed up! 
Because it GIVES YOU AN EXTRA DOLLAR PROFIT ON EVERY BONUS PACK OF ESQUIRE LANOL- 
WHITE . . . America’s fastest selling white shoe polish! 
With every indication that this will be another big white season, 
here’s your chance to get in at the very start and make the most of 
the steadily increasing year-round demand for Lanol-White. 


onli T H i Ay Remember, ESQUIRE continues to back you up with the biggest 
€ < 0 F Advertising Campaign ever put behind any shoe polish: Coast-to- 
+ FER Coast Nighttime TV... “CAESAR’S HOUR” . . . NBC, Saturdays 
v END 9-10 P.M., E.S.T., plus a powerful barrage of 4-COLOR ADS in Mag- 
5 azines, and Sunday Newspaper Supplements and Daily Newspapers. 


Ap RI l So, make sales while the sun shines! Get your order in now and be 
3 0 th sure to specify “LANOL-WHITE BONUS PACKS.” | 


Product of Knomark Manufacturing Co., Inc., Brooklyn 11, N. Y. 
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Tapers and Textures 
Lead in Miami Stores 


BRIEFLY, the news from Miami cen- 
ters around elegant tapered heels, 
extreme tapered toes and textures 
patent, calf and silk. Imported straw 
becomes stronger daily. Both gray and 
white are important colors. 

White accessories with spring en- 
sembles have affected the white shoe 
picture—white shoes touched with black 
such as black patent mudguards. White 
may be important, too, in men’s shoes 
this summer to offset the latest vivid 
hues in shirts. 

For women, an important color note 
is gray, in outfits and in shoes. White 
or black accessories are used for con- 
trast. The pointed toe is still very 
big in Miami but shoemen expect the 
open-toe to replace it during the sum- 
mer. Right now, there is still a high 
volume demand for bare, easy-to-wear 
sandals and for casual shoes. 

Textured silk is a favorite at the 
moment in both slings and pumps. Gray 
taupe, al] pastels, black and white are 
in the picture. Blue is very strong 
particularly a brilliant sea color called 
Biscayne Blue. Open mesh is another 
favorite, offered in some of the more 
exclusive makes. Reptiles are dormant; 
the usual spring spurt of sales has not 
materialized so far. 

An interesting note: there has been 
a heavy run on stockings recently. 
Women are choosing shades that will 
blend with their shoes. Gray is one 
of the most important because it can 
be worn with blue, black and other 
colors. 


Pointed Toe, Blue Calf 
Move Up in Chicago 

Mitp March weather gave Chicago 
sales the needed push for the last few 
pre-Easter weeks. Pointed toes con- 
tinue to gain favor. Patent’s lead over 
blue has diminished. Patterned pumps 
give way to sandals and Spring-o- 
lators. Casuals are selling. Textured 
leathers, in reds, grays and browns, 
are active along with some reptile. 

Spotty retail reports persisted up 
to mid-March. Promotions featuring 
slight reductions drew crowds. Then, 
a good stretch of unusually warm 
weather stimulated sales and spurred 
retailers to predict excellent Easter 
business, 

The lead of patent over blue has 
just about disappeared. Some brown 
tones have been selling in strength. 
Gray is coming up along with red. 
Alligator is creating some interest. 

Pointed continue to catch on, 
far in excess of most expectations. 
Almost all sold in closed shoes, 
chiefly pumps, although some ties are 
moving. Now opened-up types have 
begun to move and should accelerate 
from This includes Spring-o- 
lators, and _ sling-backs. In- 
terest in textures focuses on celtic and 
broadtail calf. These are particularly 


toes 


are 


now on. 


sandals 
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profitable since they usually bring a 
handbag sale also. 

Casual departments have been one of 
the brightest signs on the local retail 
horizon. Business has held up all win 
ter and has taken off early on fabrics 
and straws. Little Louis heels, flats 
and tennis oxfords have done especially 
well. Naturals, whites and black are 
favored in straws. 

A number of stores expect to break 
with light sand summer-type shoes 
right after Easter. Others plan to hold 
off until May 1. 


. * * 
St. Louis Sales Top 
1956 by Five Per Cent 


figures for March 
year by about five 


shoe 
last 


Str. Louis 


are ahead of 





the town 
4 
look eee 


and tatlored 


heels, from the 


h avenue salon 


= 


redo bee 


10% 


Long lines pull the eye downward. Low- 
est shoe serves to underscore message. 
Coquettes, New York (three cols.). 


retailers predicted, the 
pace of shoe in St. Louis 
pepped up beginning March 10. The 
closed black patent pump with tapered 
toe and needle hee! is the leading style, 
with a girl’s plaid saddle and 
patent decorated 


per cent. As 
selling 


along 
little 
pump. 

Best activity in the last weeks 
has been in children’s Black 
and white saddles with red rubber soles 
sold y along with white buck 
oxfords. The plaid-saddle oxford in 
two or three color combinations is being 
sold more and more. Red_ brushed 
leather penny and vicuna pig 
slipons were also popular. With boys, 
the penny loafer was leading the tas 
seled moc slipon. 

The black patent pump is the leading 
item in women’s fashions. 
vanilla calf closed pumps, 
broadtail and calf combinations, red 
slings and black calf or patent mule 
types. Vamp trims featured on 
more than half of the pumps sold. 

Men’s business has been quite slow 
March was better than February but 
no volume has appeared yet. The most 
popular item is the three-eyelet mocca 
sin vamp lightweight oxford in black. 

In general, inventories in the St 
Louis area are in March figures 
run about five higher than 
last year. 

To insure acceptance of the pointed 
toe, extensive promotion has been em 
ployed. Famous-Bar1 full page 
how fashion “comes to the 
point” in top brand patterns. Pointed 
toe footwear was displayed in the shoe 
department right on the floor to cause 
look down at the silhou 
ette rather than at eye level. 

Bert Geller of Andrew Geller Shoes 
spent two days showing his dramatic 
Stix, Baer & Fuller, fol 
lowed the next week by Miss Caroline 
Sachs, Mademoiselle’s fa 
Geller and Mademoiselle pumps re 
ceived much attention at the Stix Fash 
ion show at the Missouri Athletic Club 
Some interesting 
were; “neutral” shoes with every cclor; 


girls vamp 


two 
hoes 


heavily 


loafers 


Others were 
oatmeal! 


are 


line. 


per cent 


used a 
to show 


customers to 


patterns at 
hion director 
trends discussed 
extensive 


hats; 
handbags 


featuring of helmet-type 


non-coordinating footwear and 


New York Retailers 


Employ Heavy Promotions 


New YorK shoe not 
holding back on promotions of 
and Easter shoe I) 


prior to 


retailers are 
spring 
the important 
weeks just Easter, they are 
newspapers 
talk up the new 


The weather, for the most part, 


using extensive lineage in 


and other media to 


hoe 
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good as can be expected” 


stores has been sat- 


nas been 
and traffic 
factory 
The emphasis in 


in most 
women’s shoes has 
heen, quite naturally, on the pointed 
toe, with copy indicating the varying 


degrees of the taper. One retailer men 
tioned: “The quietest revolution in 
fashion is Forecast—our new shoe. In- 
deed, so gentle are the changes, there 


no shout for attention nor shock to 
yet what is so peacefully 
accomplished is the complete new tri 
imph of proportion and grace. We can 
tell you the lovely ovalling of 
the toe; how the heel is balanced to a 
hair’s breadth; that the fit the 
foot is soft and thin as silk.” Another 
tressed: “Sole only where sole is in 
dispensable—the 
beautiful wrapping.” 

Most of the promotions 
first—in patent, kid, calf. Then come 
the other colors such as gray, flax, 
Primavera, Wedgwood blue, green, oat 
meal, ash blonde, blue, red. Retailers 


t} ve 
e eye 


about 


across 


covered pump in one 


put black 


ay you never can tell about consum- 
e! You never know exactly what it is 
that will really clinch the sale. Often 
it is the color, or the trim, the orna- 


mentation or the height of the heel. 

In children’s there is a notice- 
able pick up in selling. For girls the 
black patent 
strap pumps, 
with elasticized top 
and trap pumps. 
White, red, light or navy blue and pink 


shoes 


emphasis has been on 


leather in convertible 


weater pump 


line single shel] 


are some of the other colors that are 
getting good response 

The general feeling is that business 
is fairly good. Consumers are coming 


into the stores to shop and buy and ex 


pectations are that retail selling will 


accelerate 
* + * 


Women’s Shoes Lead 1956 
Ten Per Cent In Boston 


have 
per 


POINTED toes and a late Easte) 
hoosted 


over 


women’s sales a good ten 
1956 in Boston while 
are just coming to life this month. Chil 
spotty. With 
tinued good weather, a spring sales rec- 
set 

Ki veryone talks of the pointed toe. In 
getting lighter and refill 
orders are rushed, Merchants may have 
hesitated long this new 
and if rush orders are late, volume will 
uffer. One store reports that the 


mens 


cent 


dren’ hoes are con 
ord may be 
ventories are 
over 


too 


now 


60 


toe 


pointed toe accounts for a remarkable 
70 per cent of volume. Patent is well 
out in front. Beiges and navy calf are 
moving up as Easter nears. 

Children’s sales have become firmer, 
par with last year but could be 
better. Patent in pumps for girls moves 
interest in flats and 
Boys’ sales 


on a 


well and there is 
casuals in the new 
are sound asleep, although there is some 
action in black and white saddles. 


colors. 


Men’s sales have begun to spurt after 
declining sharply in February. Slip- 
ons in smooth and brushed leathers 


broke up the log jam and now dress 
shoes have begun to move—lightweight 
medium-tops in two or three eyelets. 
Black and brown battle for first place. 
Good Weather Keeps 
Sales Up in Los Angeles 


Goop weather during March kept re- 


tail sales high. Interest in textured 
leathers remains strong; the very 
pointed toe appears in all the high 
fashion lines but is much modified by 
the time it reaches the volume class. 
Whites and whites with vinyl insert 
will be the strong ones this spring. 
Hopes surge forever in a_ retailer’s 
breast; most of them feel the late 
Easter will be their biggest break in 
years. 

The cleverer and more imaginative 
retailers are the ones wrapping the 
largest number of pairs. One local 


tore, specializing in men’s and boy’s, 
noticed that the kids were most strongly 
attracted to shoes which were “just like 


Dad’s.” He capitalized on it simply; 
arranged a floor display with pairs 
from the men’s department (in the 


larger sizes) and alongside placed their 


young men’s counterparts. Sales 
boomed and anything not shown proved 
hard to get rid of. He was clever 
enough to choose the highest priced 


tuff to display; the small fry black- 
jacked mothers into buying. 


The ladies are buying in the two ex- 


tremes; black patent pumps and luster 
whites. One very popular style is a 
pointed-toe pump in white luster calf, 
with a triangular clear vinyl insert 


over the toe. Bare-back heels, though 


not as strong as last year, are still im- 
portant, especially when made _ with 
Spring-o-lator arch and_ elongated 


vamp 


Confidence And Patents 
Prevail In Detroit 

THE first mild days in Detroit raised 
sales up to last year’s level. Patent 
tells the usual spring story. Confidence 
is prevalent although sales are expected 
to be quiet for a few more weeks. 
Spring comes late to Detroit and this 
year Easter will be late. 

The women’s style story: closed 
pumps and patent leather. Pebble 
patent, in black and gunmetal, is mov- 
ing well. The taper toe and needle heel 
sell in all All styles 
show decorative accents, tailored bows, 
buttons and such. 

Two beige shades, flax and vanilla, 
make up second color choice, both in 
Vanilla broad- 
of stores. 


price brackets. 


casual and dress styles. 
tail is featured in a number 

Brown is most popular in boys’ styles 
in the usual wing tips and moc-toe ox- 
fords. Black is second choice. 

Patent also enjoys its strong spring 
girls’ lines in pumps and 
the latter in the smaller 
White is still confined to 
outfits. 


position in 
swivel straps 
sizes mainly. 
confirmation 


Baltimore Volume Ties 
1956; Patent Leads 

BALTIMORE sales during March equal- 
led last year’s, in spite of some sloppy 
weather. Patent and pointed toes con- 
tinue to lead the style parade. 

The big news of course is the tapered 
All stores feature 
who hesitated 
Mainly, 
the toe” and _ the 
blunter “tapered toe” are deferring in 
volume to the middle style, the ‘point- 
ed toe,” which is strongly promoted. 

Women’s black and the 
beiges. Patent for as much 
as 60 per cent of volume in some stores. 
Two sleeper colors that will bear watch- 


toe and needle heel. 
the merchant 
may now be lost. 
extreme ‘needle 


them and 


last winter 


colors are 


accounts 


ing are gray and red, while buyers are 
talking of a good season in blue calf. 
Jusiness has moved well during the 


past month and will reach a crescendo 
this month if all goes well. It con- 
tinues to stay even with 1956. Mer- 


chants are now engrossed with the sum- 
mer season ahead. Their buying shows 
more pointed toes as a result of spring 
sales showing. 








new elegance 


edwardian Cape#io 4 .~ sore. « 


tapering tee ond satin bow-tie express Edwardian formality. | 


The curving ? hee! is placed silig 


n bleck potent 


hily forward for «@ dancer's stance, the 


FROST BROS. 


8.95, Shoe Salen, third 


Dramatic use of white space is the key to this ad. Black, the traditional hue of 
high fashion, couples with the classic lines of the Edwardian pump. Copy is short, 
two lines. Capezio. Frost Bros., San Antonio (six cols.). 
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cuts wrapping 
time to 6 seconds 
and 

costs less than /2¢! 
(less than string) 





cuts 
and here: , yy aN delivery costs! 


a sealed 
bag or package 


and here: 3 TK »|\ discourages 
: L P , shoplifting ! 


. and best of all, there’s no investment 
in equipment. Carry-Pack loans dispensers 
at no ¢ harge! {FREE TRIAL will convince 
you. Use this handy coupon NOW! No 











obligation, o} course, 


CARRY-PACK COMPANY, LTD. 


j / : SCHILLER PARK, ILLINOIS BSR-4 
CARRY-PACK ‘%, : CANADIAN LICENSEE: Top Paper Products Limited, Guelph, Ont. 


HANDLES 2 ba / 4 : Gentlemen: Please send me, for FREE 10 day trial; rolls of Carry-Pack 
SEAL / ; 
PACKAGES! tis . i NAME 


handles, with dispenser. My color choice for handles is sii 


TITLE .... 
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Preserved Beauty 


of one. 


Toe Contour ~ 





For toe comfort and that “showroom” look 
in the toe area... rely on ‘‘Celastic.”’ 

Use “Celastic” for firm box toes, “Soft Box Celastic’’ for supple 
but resilient toe area support. Either material can be 





depended on for faithful performance and good looks. 


There’s a “Celastic” for unlined footwear, too. Ceterts i © segietores wademert of the Catoute Comp 
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New York 


New YORK shoe manufacturers are in pretty good shape. 
The majority of them indicate that their production is at 
capacity or near capacity. Some of the comments we 
heard were: “They tell us our line is the best yet.” “We’ve 
been very busy.” Another one stated: “At this particular 
moment, we could be operating at 120 per cent of produc- 
tion in order to fill all scheduled deliveries on time.” 

If the weather is good and resources send their size-ups 
and fill-ins through in orderly fashion, expectations are 
Sales 


are on the road right now, going as far west 


for good business to continue. representatives, in 


many Cases, 
as California. They are showing the new shoes and getting 
these shoes 


good response. Scheduled deliveries call for 


to be in the stores starting early next month and continuing 
through June. 

In women’s shoes, manufacturers report that the major 
portion of their orders call for closed pumps but they are 
also making regular pumps with open toes, as well as some 
opened up sandal, Spring-o-later, sling types. Generally, 
such lines are identified as the Chanel, Spanish, Newport, 
Glove “look.” 

Black is the important color .. . for street in calf or kid 
Patent 


dyeables 


and for after five in satins, silks and kid suedes. 
leather, white kid, white calf, lots of 
continue to show good activity. Grays, beiges, navy blues 


luster 


have been good. For early summer, shoes are being made 
up in prints and textured leathers, some Roman stripes, 
Italian silks, linens. 

Production in children’s shoes is most satisfactory. Man- 
ufacturers are making for instock as well as customers’ 
orders and figures are as good and better than for the same 
period last year. A lot of black oxfords are going through 
for boys. For girls, the emphasis is on black patent leather 
for the younger ones and blues, reds, whites for the grow- 
ing girls. White buck bals with red crepe soles are con- 
tinuing to be popular. 

The general feeling is that business is good. Cutting is 
ample. Production is accelerating and orders are coming 
rate. It all 
picture for the shoe manufacturers in New York. 


in at a satisfactory adds up to a favorable 


Chicago 


Drsicns of fall shoes are off the drafting boards and in 
pull-overs or samples. Some have been shown to the trade 
and a good number will be in salesmen’s cases in the next 
Everything is aimed at the St. Louis and 


two weeks 


Popular Price shows. 
Pointed toes are expected to be even more important in 


the fall. 


second orders, even from retailers who never ventured with 


Sizable quantities of them were included in most 
them before. Slow delivery of the new lasts is expected 
to cause problems for some time to come. Retail deliveries 
are thus occasionally late 

Textured leathers are expected to be strong. 
suede effects with the look of faille continues. 
is predicted for suede-calf combinations while ornaments 


Textured 
A big year 


1957 
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{ videne ec 


may be more in 

Follow up orders for summer indicate that white will 
have a record year. For tailored and spectator sport cos 
tumes, spectators with the modified tapered toe will give 
relief from too-much white. 

Shantung and silk combinations in men’s shoes have 


had ready acceptance. This is in keeping with the current 


ready-to-wear trend. 


Los Angeles 


Propt CTION locally seems to be better than last yea 
this time. It seems almost certain that some of the ladies 


will have to buy order to have new shoes for 


Easter. 


again, in 


The extremely extremely thin heel is gaining in 


popularity. Splitting has been a headache, especially in 


high, 


the lower-priced lines. One manufacturer solved it by add 
ing a small metal band to the exterior, just above the tap 
li provided good decoration; was also functional. 
Greatest activity, as always, seems to be among the man 
ufacturers of casuals. Broadway Department Stores report 


tremendous activity with a line called “Foot Gloves”; pro 


duced by the local firm of Fashion Art Footwear, it is a 
very soft shoe made of thin top grain cowhide. Sole is 
stitched, also of leather, and stylings run from very con 
servative and plain models through heavily decorated 
types. A $2.98-$3.98 seller, the factory reports huge vol 


umes have been reached in many types of outlets. 
As might be expected, the manufacturers reporting the 
greatest degree of activity are the ones doing the most 


enlightened job of promotion. Prominent among these 


would be Mr. Stanley, eastern high-end manufacturer who 
has just completed his tour of the west. In a series of 
“press previews” in each of the J. W 


fashion writers of the dailies were given the 


Robinson’s depart 


ment stores, 


V. I. P. treatment. Result was many inches of space in 
the women’s sections of the newspapers feature stories 
that couldn’t have been bought for many thousands of 


dollars. 

Labor remains a big headache in this area. The rumble 
is that wages may have to go higher, even though they are 
already said to be higher than in other shoe producing 
areas. Yong people aren't attracted to the manufacturing 


end of the work 


St. Louis 


SHOE production continues at a healthy rate for St. Louis 


manufacturers, Overtime is noted in some plants, and 
pokesmen for the companies say that the overtime will in 
all likelihood continue until the end of April. 

Volume of sales for spring and summer is 
better last although the 


with retailers hold 


exper ted to 


equal or years figures year 
chugged off to a worrisome slow start 
ind stepping down the volume of 
they did 


some producers say they will 


ing back on ordering 


their commitments when order. Because of the 


spread out selling pattern 
have no trouble in meeting delivery schedules, while others 


foresee lags and delays 
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Mant 


Local manufacturers’ center of attention is shifting cur- 





rently from sales figures on spring and summer shoes to 
the planning and execution of next fall’s patterns. General 
line houses devoted a mid-week in March to pricing fall 
lines. In the overall picture, no important price increases 
are anticipated here. 

The stepping up of apparel sales at the retail level has 
increased footwear sales along with it, so that producers 
are less concerned with inventory problems than they were 
a month ago. The later Easter improves retailer opportu- 
nities to clear the decks completely in time for the spring 
push 

Plans for the Eleventh Annual Fall Showing, to be held 
in St. Louis, April 27-30, are taking final shape. A spirited 
feeling of expectancy pervades shoe manufacturing circles 
he re 


Milwaukee 


Mitw AUKEE manufacturers report that the late Easter 


has not been a major factor in their sales picture. And, 


while reorders are coming in at a gratifying rate, they 
noted that the pointed toe is not moving as well as antici- 
pated, Prices will hold firm for the next few months. 

Phe late Easter 


facturers 


has been a boon in one way to manu 
they now have a breathing spell to catch up on 
their work. They all see a good spring and summer ahead 


and are glad now for the time to plan for post-Easter 
activity. Reorders are coming in heavily and plants note a 


good boost in production 


Women’s shoe producers state that orders are for the 
“safe selling colors” in the beige and brown family. Orders 
from rural areas and small towns shun the pointed toe. 
Hence, Milwaukee generally is still manufacturing con- 
servative styles for women. 

Children’s spring sales are well ahead of last year and 
are expected to continue for the next few months. Rush 
orders indicate either thin inventories or heavy retail sell- 
ing. Black in boys’ shoes is a very strong color surprisingly. 
Reds and blues for girls are very popular with plaid trims. 


New England 


THe pace has been terrific the last few weeks for New 
England manufacturers; factories are at peak production. 
And now, interest in whites, meshes and silks indicates that 
many stores are going to push spring merchandising be- 
yond Easter. The pointed toe, meantime, is enjoying phe- 
nomenal sales. 

There is little doubt that the success of 1957 in shoes 
depends on continued public acceptance of the narrow 
silhouette. As expected, only the expensive style houses 
are concentrating on the sharply pointed toe. For all, 
black and lead by far 
multicolor fabrics are coming into evidence. 


however, patent navy calf while 

Fall planning has caused women’s manufacturers to set 
up in-stock departments or to expand existing ones. In 
either case, the pointed toe is the primary style. 


Men’s 


good, could be better. Men’s factories are working on sum- 


and children’s production demands, although 


mer styles, mainly meshes, straws and silks. For children’s 


shoes, April might be busier than last year and bring final 
business close to the 1956 level. 





Survey Shows Merchandising Gaps 

Los ANGeLes—A recent survey conducted among retail 
establishments in this area by a Boot AND SHOE RECORDER 
staff member showed some startling gaps in merchandising 
policy. Conducted during a general sales and clearance 
period, lead ads from a number of daily newspapers were 
clipped and the stores were shopped. Retail establishments 
covered ranged from class department stores to family shoe 
stores 

In exactly nine out of 10 cases, the salesperson ap- 
proached by the shopper was not aware of the ad and 
didn’t know what was being advertised. It was necessary 
for the staff reporter to describe in detail what was wanted. 
this, 10 clerks failed to identify 


the merchandise correctly 


Even after seven out of 


The second point checked was display follow-up. In five 
out of 10 cases, the store did not have a display that car- 
ried through with the ad, nor were the shoes featured in- 
side the store. It was almost as if the advertising depart- 
ment were keeping it a secret from the sales manager. 

In only one of the 10 stores visited did the salesperson 
ittempt to follow-up with another item, or make an addi- 
tional selling suggestion. In none of the 10 was any at- 
tempt made to trade-up, or to encourage the shopper to 
buy a higher-quality item. 

In some of the ads clipped to be used in this survey, loss 
leaders were featured, special merchandise offered to get 
people into the store. The store operator had gone to 
heavy expense to advertise these items. Some of them were 
clearances and mark-downs; some were special purchase 
pairage. Yet in only two cases was any attempt made to 
follow up with a sale of other merchandise. 

Floor personnel’s handling of other customers was care 
fully noted. In eight of the 10 stores, customers were per 
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mitted to make the loss-leader purchase and walk out with- 
out being offered a_ profit-making follow-up suggestion. 
This was perhaps the most startling fact disclosed by the 
short survey: that customers were permitted to take the 
bait without the salesperson setting the hook. 

In no store did anyone discuss fashion, or point out a 
tie-in between the late styles offered and the type of cloth- 
Shoes 
other 


ing that would be worn this spring. were treated 


as a separate entity, unrelated to any garment. 
Clerks were uniformly polite and courteous; just somewhat 
disinterested. 

It was noticed that in all cases a sincere eflort was made 
with customers to give them a good fit. This occurred, 
however, only after the customer had sold herself on what 
was wanted. Nothing additional was suggested. 
Obviously, such a short survey covering only 10 stores 


Many fac- 


tors, including the fact that these stores might not provide 


cannot be called conclusive, nor even typical. 
a true cross-section, must be taken into account. However, 
they do indicate failings in merchandising policy and show 
They 
also point up a lack of liaison between ad departments 
and shoe fitters. 


a lack of sales personnel training to some extent. 


It is quite possible that Cinderella really wore a shoe 
made of fur instead of glass, for a very good reason: The 
fairy tale about her, which was written by the French 
author Charles Perrault in the 1600s, as one of the stories 
in his “Tales of Mother Goose,” 
languages. Later writers contended that his original de- 
scription of the slipper was one that was made of “Vair,” 
the French for “fur,” not “verre,” 
In other words, somebody somewhere slipped up some 
place in regard to the translation into other tongues. 


was translated into many 


which means “glass.” 
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Applied Shoe Fitting 


(CONTINUED FROM PAGE 51) 


be enough room in the hose for com- 
plete freedom of the toes. 

4. Measure both feet. If you carry 
a complete range of widths, such as 
from AA to EEE, it is wise to measure 
the foot as the person stands. How- 
ever, since the majority of stores do 
not carry this complete selection of 
widths, and only carry the wider shoes, 
then other methods must be used. 

Again, regardless of which method 
is used, make sure that the heel of the 
foot is back as far as possible on the 
device before any attempt is made to 
take a reading. Also, first measure the 
foot while the customer is seated and 
then compare it to the reading that is 
obtained when the customer stands so 
that you can observe any change in 
size that may occur on weight bearing. 
If there is a great noticeable change, 
then you are alerted that this custom- 
er’s foot elongates on weight bearing 
and special consideration will have to 
be given when trying for the proper 
shoe and size. Always fit the longer 
foot. Besides measuring length from 
hee] to toe on the stick, it is advisable 
to measure width. 

On the Brannock device, besides ob- 
taining a heel to toe measurement, it is 
also possible to obtain a reading from 
heel to ball and width at the same time. 
Of course, this is not always the final 
word as another problem could arise. 
The man might have a very heavy big 
toe and could require a shoe with a 
great deal of height in that region 
which might be known as the 3rd di- 
mension. Even though you might deter- 
mine a man’s size in length and width, 
and heel to ball measurement, you 
might require a last with a good deal 
of height over the region of the big 
toe. In spite of the fact that you have 
the proper size by normal fitting, you 
will lose the sale if you do not have the 
proper last. 

If there is a difference in heel to toe 
and heel to ball measurements, it is 
wiser to use the longer readings. 

When only wider widths are carried 
in a store, it has been the custom of 
the salesman to scale down the size by 
taking the reading on the measuring 
device while the customer is seated. 
For example, if a man measured a size 
10B while standing, he could probably 
wear a 9D if his measurement were 
obtained while seated. Both shoes have 
identically the same amount of room 
on the inside. Since a man’s shoe runs 
large as compared to a woman’s in the 
same size, it has been possible to fit 
men shorter than they actually measure 
due to this diagonal fitting. 

Of course, there will be many pros 
and cons as to this method, but it has 
proved very successful in merchandis- 
ing some of the lower priced men’s 
footwear, where only the wider widths 
were available. 

5. Observe the type and shape of the 
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foot. You might be fitting a man with 

a long bony or short stubby foot, high 

instep, low instep, bulky first toe, ete. 

Select a shoe that will accommodate 

this particular type of foot. 

6. Determine the type of person and 
his physical characteristics. A heavy 
individual will require a sturdy shoe 
and may need other features. Abnor- 
mal feet require specific attention and 
it is the duty of the shoeman to present 
the proper shoe or refer the customer 
to a doctor or podiatrist. 

7. Try on both shoes. Make sure that 
they are unlaced to give a fresh ap 
pearance. Nobody wants to try on a 
shoe that has been discarded by another 
customer. For psychological reasons, 
many sales are lost because the sales- 
man is too lazy to unlace the shoes that 
have been tried on a previous customer. 

Use care in putting the shoes on so 
that no part of the foot will be irri- 
tated because of the presence of corns, 
callouses or any other sensitive spots. 

8. Check both shoes while standing 
and walking to insure proper fit and 
allow for proper weight distribution. 
A. Ball of the foot, or the widest part 

of the foot, should set at the widest 
part of the shoe and should fit 
snugly at the curve of the sole in 
this region. In some shoes the man- 
ufacturer suggests that you feel for 
the small toe rather than the ball 
because of the special type of last 
involved. 

. Check the arch. The foot should fit 
snugly along the inner border at the 
arch and ball of the foot. If the 
shoe creases lengthwise at the ball, 
it is a sign that the ball of the foot 

far forward, thus pulling 
the vamp in this region. Before you 
conclude that this shoe is too short, 
you must determine if you are deal- 
ing with a flat foot, which also has 
the same effect in this region of the 
shoe. 

Determine the width by 
your thumb across the vamp. The 
shoe should have a little give—not 
enough to feel that it is too wide 
and still not tight enough to feel 
that the shoe is too narrow. 
Uppers should not run over the 
soles on either side. If this happens 
then we have a tight shoe or abnor 
mal foot. 

E. Check for proper length, especially 
in a shoe with a hard toebox, by 
determining that the ball of the foot 
is in the correct spot at the widest 
part of the shoe. If the customer 
feels the end of the shoe, it is not 
necessarily short may 
not actually be hitting the tip of 
the shoe, but may be hitting the top 
of the shoe. This indication 
that he may be suffering from meta 
tarsalgia and should be fitted in a 
shoe with a high toebox. 


is too 


running 


because he 


is an 


As far as size goes, many foreign 
born men like to be fitted short. 

. Check the openings at the lacestay. 

If the shoe is too loose in this re- 

gion, try another last, if possible. 


How to Use the Better 
Known Fitting Devices 
(CONTINUED FROM PAGE 51) 


firmly, selecting number on width bar 
to be identical with length size of heel 
to toe. Take reading at widest part of 
the foot. (A fleshy foot or high instep 
may require a wider shoe than indicator 
will show.) 

6. Turn device around and 
other foot. 


measure 


Dr. Scholl’s Measuring Device 

A) TO OBTAIN CORRECT LENGTH 
1. Place customer’s foot on stick with 

heel tight against heel stop. 

2. Hold big toe down on stick 
end slide against 
3. Remove foot and read scale 
across under numerals gives full 
short line indicates half 


B) TO OBTAIN CORRECT WIDTH: 

1. Place ball of foot at 
to length of stick. 

2. Push slide against 
(If foot is thick on 
firmly.) 

3. Remove foot. 

4. Notice number on 


push 

big toe. 

( Line 
31Ze, 

31Ze8 


right angle 


big toe joint 


developed press 


( ale 
ide of 


width 


5. Turn to chart on undet 
stick. 

6. Find 
ing length 


then show correct width 
Dr. Scholls Pedigraph 
Furnishes a shoe 
a check on the 
shape of the foot as it appear 
print helps determine the most suitable 
shoe last to fit. It points out the vari 
ous shaped feet, types of toes and any 
other outlines that might be of help in 
fitting a pair of shoes. This device also 
reveals the height of the arch as well 
as certain foot conditions that 
warrant special attention 


Ritz Stick 
Used exactly the same way as the 
Scholl stick. 


contain 
will 


column 
which 


number in 
measurement, 


size scale which 1} 
The 


on the 


customer's size 


might 





Otherwise the use of a tongue pad 
might be effective. 

;. Check the fit at the heel. The shoe 
should fit snugly in this region. In 
variably, the shoes will slip at the 
heel when they are first tried on 
This is primarily due to a heavy 
outersole which may be rigid and 
therefore unable to flex 
To insure a more perfect fit at the 
heel, flex the sole before trying on 
the shoe and run the 
the upper eyelet twice, when it is 
tried on. This anchors the 
the foot and prevents unnecessary 
slipping. 

. Provision should be made at the 
hbase of the heel of the shoe, at the 
inside, to accommodate the base of 
the foot so that it will fit 
fortably. This will prevent unneces 
sary turning at the heel and dis 
tortion of the counters. 

The vamp should 
straight across the 


properly 


lace through 


shoe on 


com 


crease properly 


shoe, 








Washington 
Newsreel 


(CONTINUED FROM PAGE 36) 
$6.7 million were approved, 
In all, 3,337 applications for busi- 


ne loans of all types were received 
by the agency in the final half of 1956, 
more than twice as many as in the same 
period in 1955 

Strong 


pressure is building up in 


Congre for tax cuts for small busi- 
ne The lawmaker could decide 
either way 

Some 42 senators (of the total of 
06) are sponsoring a single tax cut 


proposal, It would reduce the corporate 
tax rate from 30 to 22 the 
first $25,000 of The 


total tax on earnings above that would 


per cent on 


annual profits, 


remain at about 52 per cent. 
Opposition to tax cuts now is based 
on the belief that reductions for in 
dividuals should come first, and also 
that a method should be found to give 


equal help to unincorporated firms. 


Excise tax cuts this year have been 
virtually ruled out Can’t afford the 
oO of revenue 

President Eisenhower's new military 


budget is headed for rough going at the 
hands of congressional Democrats. Both 
n the Senate and in the House, cries of 


“not enough money” are already being 
heard, Full-dress public hearings are 
being readied. You'll hear much loose 
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about “excessive cut-backs in the 
Air Force,” and “dangerous penny- 
pinching.” Don’t fall for it. 

The Air Force, although it is due to 
receive the largest share ($17.4 billion 

nearly half) of the new $38 billion 
military budget, is dissatisfied. It 
wants much more money, even though 
President Eisenhower calls for a fat- 
tening up of the Air Force spending 
purse from $16.8 billion to $17.4 billion. 

Air Force generals argue that the 
higher costs of weapons and planes will 
the increase, leaving no 
expansion. Some key Demo- 
crats, anxious to embarrass the 
Eisenhower Administration, giee- 
fully repeating this charge. 

Says Treasury Secretary George M. 
Humphrey on this subject: “We are 
taking too much money out of the econ- 
omy in the form of taxes. This money 
should go instead to create new jobs, 
to expand industry, and to improve out 
Military spending should be 


talk 


“eat up” all 
for 


ever 


room 


are 


economy 
cut / 
Longest Shoe 
Window in America 
(CONTINUED FROM PAGE 

wherever the child goes. 

For the pre-teen and the bobby soxer, 
there are more fitting stools 
and chairs. 

A firm store policy requires a doc- 
tor’s prescription for all orthopedic 
shoes 


43) 


sedate 





The store design points up the grow- 
ing trend in retail shops to make the 
children’s department as much like an 


amusement center as possible. The 
thesis is that an increase of traffic will 
bring about an increase of shoe 
volume, 


The “Bootery” is a separate division 
of Grone’s Shoe Store. The manager, 
Clarence Turner, formerly owned and 
operated his own shoe store in Wash- 
ington, D. C. 


Buys Shoe Store 


DELPHI, IND.—Bud Darby has bought 
the Denk Shoe Store from Albert Denk, 
and has taken personal management of 
the business. A “Change of Owner- 
ship” clearance was held. 


Correction 


In an article about the Caribe Shoe 
Corporation of Puerto Rico, which ap- 
peared in the February 15 issue of the 
RECORDER, the following sentence ap- 
peared, “Profits are also higher in 
Puerto Rico than in the States—11 per 
cent of net sales.” This sentence re- 
fers to the shoe and leather industries 
of Puerto Rico as a whole and should 
have read, “Profits for Puerto Rico’s 
U. S. affiliated shoe and leather indus- 
tries are much higher than in the States 

11 per cent of net sales in Puerto 


Rico compared to two per cent in the 
oo 
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Western Boots: Three 
Markets in One 


(CONTINUED FROM PAGE 47) 
ing all the time. We sell all three 
Each one has its own problems and 
approaches and this determines our 
investment, our store space and win 
dows, our pricing and our advertising. 
For example, take that first market, 
the real cowboy. When he looks at a 
pair of boots, he is like an art critic 
judging a fine piece of work. Uppermost 
in his mind may be price and value for 
every penny, but that boot also has to 
meet his critical requirements—proper 
fit, comfort, good looks that will excite 
the admiration of his associates and 
friends. He will examine the stitching 
on a boot with the same quiet appraisal 
as a diamond expert looking at a gem. 
He knows boots, he knows craftsman- 
ship, he knows leather, and if the boot 
designer and maker has done the job 
well, he will plunk down his money with 
a quiet smile of satisfaction. Over the 
years, this working cowpoke has been a 
mainstay of the boot business in the 
Southwest. But, in latter years, with 
the general drouth, fewer small ranches 
and the movement to the cities, a lot of 
his breed have become part-time or 
weekend cowboys. Still, he needs boots 
and he buys boots. If you give him what 
he wants, he’ll buy new boots, otherwise, 
he’ll keep on repairing his old ones. 
Obviously, this market takes its own 
kind of its own kind of 


merchandise, 


WITH 





27 SPRUCE STREET 


advertising, its own kind of salesman. 
That salesman of yours had better know 
cowboy boots when trying to talk to a 
cowboy. We have some men who have 
been with us for nearly 35 years, and 
have grown up with this kind of a mar 
ket. 
How big market is 

and the 
anyone’s 


that second 
sportsmen and sportswomen 
Western sports appeal—is 
guess. It’s growing all the time. Who 
knows how far an item will go when it 
struck the right of the 
public fancy? Like any other style ap 


has segment 
peal, we see certain boots take an un- 
expected jump and their sales are off 
and running like wildfire. 

But, that third market, the kids, bless 
"em, can be a complete boot business on 
its own. Again, this market takes its 
own approach. Any good shoe depart- 
ment for children is a good example. 
Careful fitting goes without saying. But, 
remember, you have to sell the parents, 
You’ll know what we 
you see that gleam in a fond parent’ 
eye as he gazes on his little precious in 
those new cowboy boots. We feel that 
we haven’t even begun to approach this 
market on the same level as other mer- 
chandisers who sell to kids. 


too. mean when 


We try to keep our advertising ap 
peals slanted at our different markets 
We talk different ways to our different 
customers in our ad copy. Incidentally, 
we have been consistent newspaper ad 
vertisers ever since we began in busi 
We run on 


a consistent, regular 


ness. 








WEAR, 


of several 
each week in both San Antonio papers. 
We tie-in with manufacturer’s national 
advertising whenever possible. And, we 
make our windows and store displays 
a Western world every day. We trans 
port, not only the kids, but the grown 
ups, into a mood of the glorious West 
every time they 
walk through our stores. set 


weekly schedule insertions 


windows or! 
the 
that’s important 
to important 
merchandising 


pass our 
scene 
and create the mood 

And now, we 
foundation in 


come an 
boots: 
From my 
found 


having a manufacturer “partner” 


your manufacturer resources. 


own we have 
that 


in our boot business is a basic must. We 


experience again, 


happen to have worked very closely for 
many years with Acme Boot Company 
We supply 
them with ideas and reports at the retail 
level what 
be in demand, etc. They, in turn, cooper 


as one of our key resources. 


what’s in demand, might 


ate very closely with us to supply what 


we need for fast turnover 
Here’s what we feel a good manufac 
turer resource “partner” can do for 


you: 1) He supplies the right product 
the right tyle and 
structure—for the 


mand. This means your resource ha 


appeal and 
de 
to 
be on his toes to keep up with changing 


with 


price current 


demands—and has to plan way ahead 


to supply what you are going to be able 


to sell that season. 2) He has to offer 
you a reliable Factory-Stock service 
You can’t stock in your store the way 


[TURN TO PAGE 78, PLEASE | 


SHOES on the shelf 
become cash in the reg- 


ister when “SUPERSOLE” com- 
pletes the sales picture! No other sole 
on the market today can match it for LONG 
LIGHT WEIGHT, 


GREATER FLEXIBILTY, 


WATER-and-PUNCTURE RESISTANCE. And ALL of these 


desirable selling features are tanned right in without sacrificing 





genuine leather’s natural “breathing” characteristics. 
Once a “SUPERSOLE” customer, ALWAYS a “SUPERSOLE” 
booster! Solve YOUR sales puzzle by making “SUPERSOLE” 


part of the picture! 


VIRGINIA OAK TANNERY 


SALES CORPORATION 


NEW YORK, N. Y. 








Chain Stores 








LOUIS FRIED, president of National 
Shoes, Inc., forecasts new high in shoe 
sales this year, with his own com- 
pany ahead of the industry average 
New York-——National Shoes Inc. held 
iis anuual store managers’ meeting at 


Hotel on Tuesday 


than 


the Waldorf-Astoria 
March 12. Ih 
pel together ol 


was more the usual 


management and store 


personnel, If was an opportunity to ai: 


and discuss problems and exchange 


views 

kor months, prior to this meeting, buy 
ers, merchandise managers and top man 
agement planned, researched, charted 
ind integrated facts and figures so that 
attended 


a more comprehensive understand 


those who would come away 


with 


ing of the aims and purposes of the Na 


tional Shoe operation 
Managers of the company’s 133 stores 
district managers, buyers and executive 


personnel participated in four workshop 
essions, each covering a separate phase 


of operation. The general theme of the 


meeting was P. S. which, in National 
Shoe’s lexicon, stands for more than post- 
cript. It stands for Plus Sales, Publi 
Service, Prompt Service and numerous 


other combinations of profitable selling 
ind service to the public 
The 


-roups 


nanagers were divided into four 


according lo the sales volume ol 


their particular stores and attended, in 


turn, 45-minute four clinics 
that is (1) 


Merchandise displays and _ fitting 


Handbags and _ hosiery, 


(3) Women’s and debbies’ shoes and 
(4) Children’s and men’s shoes. The 
discussions, in each case, were on spe 


cific problems of stock, fill-ins, transfers, 


inventory, presentation of merchandise 


t point-of-sale to achieve the maximum 


P. S.—Plus Sales. The ringing of the 
familiar National Shoes bell signalled 
the end of each session 

At the first session, Anne Camino 
68 





National Shoes 
Store Managers Meet 


Managers, District Managers, Buyers and Executive Personnel 
Take Part in Workshop Sessions. Twenty Five Year Veterans 
Receive Plaques and Watches. 





CLINIC 4 





CHILDRENS. ENS 
SUBSIDIARY DEPTS 


F 








Clinic on children’s, men’s and subsidiary departments. 

Panel, l. to r.: Morton Dix, children’s merchandise distri- 

utor; David Sag, assistant children’s shoe buyer; Henry 

Berman, children’s shoe buyer; Jerry Richter, men’s and 

boys’ merchandise distributor, and Ronald Morris, slippers 
merchandise distributor. 


the line 
of handbags, ranging from small to over- 
that available for 
Easter selling and highlighted some of 
the special selling features. She 
that black leather, 
navy, pastels and red would be the lead 
She indicated, too, that she 


handbag buyer, discussed new 


size totes, would be 


men- 


tioned patent white, 


ing ¢ olor Ss. 


was working with the women’s shoe 
buyer to coordinate some of the hand- 
bags with the shoes Her — selling 


clincher: “Customers are not looking for 
price alone. They are looking for fash 
ion and are willing to pay more to get it.” 

Al Elkin, the hosiery buyer, reported 
that all had 


four distinct brands and each given an 


hosiery been divided into 


identification or brand name of its own. 


He also made the point that “The big- 
vest retail business is the one that goes 


{ 
t 


out of any store, every day, unsold. 


Every customer who buys a pair of shoes 
is a potential customer for hosiery if 
she is properly handled by the salesman 
You've 


got her in your store, in a buying mood 


and then the hosiery sales girl. 


a receptive customer. If you promote 


your merchandise properly, she will buy. 


Get your salesmen to mention hose to 
every customer and to recommend the 
right hose for the right shoe. By test, 


women have proved that they actually 
don’t want to buy one pair of hose at a 
time because they know it is to their 
advantage to buy at least two pairs of 
a color. The P. S. in this case is to put 
across the idea that ‘two wear like three, 
three wear like five, etc.” 

At the next clinic devoted to display, 
Abe Markowitz, display manager, said, 


blood of 


samples are the 


“Displays are the life your 


business and window 


eves of your business. Window samples 
must be carefully selected and should be 
conversation pieces that are irresistible 
to the shopper. Don’t compromise with 
samples. Don’t display them if they are 


not up to standard. Display new arrivals 


at once. Most shoppers have photo 
graphic minds and they can spot new 
styles immediately. No shopper goes 
into your store without looking at your 
windows first. Therefore, the crisp 

TURN TO PAGE 110, PLEASE] 
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a sensational NEW seller 


Fbusive 30) DEGREE ANGLE 


Allows Feet and Legs to Rest Naturally, Comfortably, WHILE USER RELAXES 
and Enjoys Highly Beneficial Professional-Like Massage at Home! 


D’ Scholls 
Mochrie 
FOOT MASSAGER 


Recommended by Physicians, 
Orthopedists and Chiropodists 





INCREASES CIRCULATION TO HELP 
DISPEL FATIGUE POISONS 


SPEEDILY RELIEVES 
TIRED, ACHING FEET 
AND SORE MUSCLES 


SOOTHES RASPED 
NERVES IN FEET DUE 
™ TO EXERTION 


‘ ae RESTS, RELAXES, 
Ww A ay REFRESHES, 


& vy REVITALIZES 
— 


THE FEET 


MODEL 
—— NO. 409 
x ; 
@ er \ g 7 
Y= - V 
Dual Massager, Retail$16.95 SingleMassager,Retail,$8.95 
HOME jou Wholesale, doz. $135.60 Wholesale, doz. $71.40 
ure YOUR PROFIT $67.80 YOUR PROFIT $36.00 
quis WEEK 
Individually packed in 4-color display container. Six to a 
shipping carton, including two each Pink, Green and Ivory 
Approved by NATIONAL FOOT White. Beautiful soft pastel colors. To display them is to sell 
HEALTH COUNCIL and U.L. them. Order from your Wholesaler NOW! 


THE SCHOLL MFG. CO., Inc. . 213 W. Schiller St., Chicago - 62 W. 14th St., N.Y. - 3223 East 46th St., Los Angeles 
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The Retailer Speaks... 


Tuer is no question that the pump 
Mr. 


fashion Cons 1ous 


is today’s leading style. sul, as 


Gershen points out, 
women want a pump that is fresh and 
different. They want a pump that has 


distinctive features setting it apart 


from the pumps they have been wear 


For 78 Years The 
Finest Boots Are 


WY FULL PROFIT MARK-UP 
VW VARIETY OF STYLES 
VW FREE MERCHANDISING AIDS 


VW FAST, DEPENDABLE 
IN-STOCK SERVICE 


Write For Complete Information 


year in and year out. 

A combination of the long pointed 
thin heel makes 
high light 
shoe the 


appeal ance 


toe and magnesium 
the 


this 


this one of leading 


shoes. In particular 
broad collar shortens the 
but the long, slim silhouette 
is still there 


that it is a 


somewhat. 
This has caught on so 
shoe for 


well dominant 


spring and summer, will carry ove 
into fall, and probably continue strong 
for Mr. 
lieves. This particular combination is 
silver stardust kid with black suede. It 
is also selling in blue leather with blue 
silk, black 
and will go into summer in all- 


The sil- 


featured for sum- 


several vears, Gershen  be- 


danse] blue leather with 


patent, 


over red with white piping. 


houette will also be 


mer in all-over white satin, hand em- 
broidered with crystal beads. 
Mr. 


to continue in 


and baby-doll heels. 


Gershen expects this same idea 


acceptance in demi- 


RANGE BOOT 
Style No. 3502 


Voriety 
offers special 


in the Justin line 
Wellington 
styles for work, dress of 


ports 


HUNTING BOOT 
Style No. 9042 
nade ond © 
oderr 


IRVING GERSHEN 

Gershen is in his sixth year 
jor Blum’s Vogue, 
Chicago. Blum’s is probably Chicago’s 
lop women’s specialty store im quality, 
and fashion leadership. 
Women all over the 
here for their original u ard- 
They also buy complete shoe 
wardrobes. Mr. Gershen specializes in 
developing shoes for women who have 
a shoe for every occasion and who 
The store also 


different look. 


Irving 


as shoe huyer 


price, 
from country 
come 


robes. 


occasions. 
with a 


har e 
features 


many 
shoes 


Investigate the PROFIT LINE 
of quality footwear today! 


' RIO GRANDE 
Style No. 2223 


than 35 dis 
cowboy boot 


One of more 
e Justin 


men and women 


LANCER 
Styie Nos. 3300, 3400, 
3401, 3700, 3800 

Matchir 


ond women in smooth 


3 styles for men 
dress 
leathers, Also available in 


scuff-proof work leather. 


P JUSTIN BOOT COMPANY 


. O. BOX 548 


* FORT WORTH 1, TEXAS 
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Massive Displays Build 
Volume in Work Shoes 
(CONTINUED FROM PAGE 53) 


still coming down when a large 
natural gas company routed Berman 
out of bed at midnight. They wanted 
rubber boots to evacuate some company 
personnel. During the rest of that 
night and the following morning, Ber- 
man sold more than 100 pairs of rubber 


hip boots. 


was 


Or take the woeful youth who came 
in and discouragedly inquired if the 
store had shoes to fit him. A wonderful 
basketball prospect, his shoe size was 
16 EEEEE. He left in a new pair of 
shoes. Berman says he had the biggest 
feet he has ever seen. 

Mass fittings, too, are common. Be- 
fore Christmas it is not unusual for 
children from charitable homes to be 
brought in by the dozens for shoes and 
overshoes. Another 60 pairs of insulated 
boots once were moved in a single sale 
when a pipeline company outfitted the 
entire crew working on a winter job. 
The company saved a lot of money by 
providing the boots to keep the men’s 
feet warm—and the men away from 
time-consuming “warming” fires. 

An oddity of the market is the fact 
that in men’s dress shoes, the $4.95 to 
$6.95 lines are by far the best sellers, 
while in work shoes, the volume is in 
the $9.95 to $14.95 range. Work shoe 
prices range to $29.95 while the ceiling 
in the dress line is $10.95. 


,’ 


The tremendous stock in work shoes 
has made the customer very conscious 
of style, Berman says, and he is con- 
stantly designing new shoes for special 
purposes or demands. Make-ups play a 
big part in the men’s business and, of 
course, all carry the store’s own “Moun 
taineer” label. 

How is the shoe traffic maintained? 
The store is a consistent advertiser and 
95 per cent of it done in two daily news- 
papers in Clarksburg which pretty 
thoroughly cover the trading area. 
Workingman’s uses more than 500 
inches of display a month in each paper. 
It is not unusual to have full page ads 
almostly entirely devoted to work shoes. 
Two and three-column ads are common, 
along with novelty and promotional 
layouts. 

The customer can’t miss shoes if he 
approaches the store, located on the 
“man’s” street in town. The 
shoe display is overpowering. More than 
300 pairs are displayed and 100 pairs of 
these are work There are 500 
pairs in the ladies’ and children’s dis 
play window. 


busiest 


shoes. 


Inside, the store display also is a 
mass impression of shoes. The shoe 
department is 207 feet deep and display 
tables run diagonally 150 feet back. The 
rear 50 feet has four rows of six-foot 
shelving and the center is used as an 
open selling display of industrial rub 
ber footwear. Here, too, are shown 
safety shoes and boots, flight and en- 
gineer boots. Up front are the sections 
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for the women, girls and boys. Around 
the floor the special promotional 
racks and floor boxes. The general ef 
fect is all the shoes in the world 
shoes to the ceiling. 

Workingman’s has had a long asso 
ciation with Clarksburg. It was opened 
25 years ago during the worst of the 
1930 depression. A man who was work- 
ing in the early 1930’s was a lucky man, 
the coal in 


are 


for no one seemed to want 
the hills and the glass, pottery and car 
bon products which the area’s plants 
were prepared to produce. 

But Berman’s choice of names caught 
on with his men’s and boys’ trade in 
clothing and shoes. In 1934, he took 
over an adjacent building and added 
sports lines in shoes and apparel. Mrs. 
Berman worked with him side by side 
and day after day. They had three sons, 
Harry, now 37, and Don and Jere, 
twins, and now 29. Harry is a gradu- 
ate of the School of Retailing at New 
York University, and Don and Jere are 
graduates of the Ohio State University 
in business administration. 

After World War II, the elder Ber- 
man was joined by the boys and took 
over another building to become the 
largest shoe store in West Virginia. It 
actually is three stores—the boys’ cloth- 
ing under Jere, the men’s with Don in 
charge, and the shoe department under 
Harry. There are 25 other employes. 

Workingman’s definitely is a family 
operation. The elder Berman has had 
the assistance of his wife over the 
years, and in recent years, the help of 
the boys as they completed their educa 
tion. The twins, still single, live at the 





FIVE HAPPY MEN... 


COLO 
1 a 4 


CAUSE THEY BOUGHT THEIR 


INSULATED BOOTS 
at THE WORKINGMANS STORE! 





Open Open 


Fridoy Friday 
Nite 


TH 8:30 * owe TH 8.30 


Nite 

















The store does 95 per cent of its adver- 

tising in the two local newspapers. 

Novelty and promotional layouts are 
used in addition to the usual copy. 


family home, a 163-acre farm 12 miles 
south of Clarksburg. Harry is married, 
lives in town, 


o'¢ lock 


new 


has three children and 

Every morning by 7 the Ber 
for the day at the 
ure of a busy one. The 


mans 
store. They are 
boys concentrate on their own depart 


arrive 


ments under the practiced eye of thei 
father. Mrs. Berman is in the office and 
keeps the until the 
day’s peak. Then all of the family is 
on the floor with Mrs 
at the 
erally is ringing. 


books business 
Berman generally 


register—and the register gen 


Freedom and Fluidity 
Keynote Paris Styles 


(CONTINUED FROM PAGE 45) 


signed to give a longer look to the leg. 
were shown at the 
with matching 


Many costumes 
Paris 
shoes, sometimes in 
of the dress. 
chiffon short dancing dres 
was worn with 
Another, a 
dress, had white 
embroidery. 
white very 
illustrated, worn with 
black chiffon glove 


dress 


Couture opening 
material 
the pink 
shown here 
pink chiffon 
embroidered 


the exact 
For example, 
matching 
W hite 
with 


shoes. 
hoe the same 
$y contrast, the 
Chinese dinner gown, 
black shoes 
Dior’s 
ewn 
with 
In the Dior showings all the 


there is 
slim 
and 
model in a 
with 


rose 


young 
wore 


evening 


shoes trimmed matching 
rosebuds. 
shoes matched the clothes. Tiny button 


ovals and rose leaves were used a 
trimming 
Style points in the Paris clothes that 
the 
dance 
of other eve 
ning gowns where the front is short and 
the back has a Banded hemline 
also call attention to the 
In their 
the 
pointing general directions: to the im 
softness 


their u 


give emphasis to shoes short, 


kirts on 


balloon young dresses 


and the uneven hemline 


train 
hoes 

style 
are valuable for 


influence on American 
French collections 
portance of silhouette, to and 
ease in materials and 
the of the 
varied, of course, by 
trasts as white with 
uch 


ea; to 
lool 


eon 


Importance one-color 
uch dramatic 


black 
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and 
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nautical; the Japanese and Chinese; the 
Sahara bush jacket; the Watteau lool 
for hoe the tun 
the use of drapery 
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accessories; to 
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Most of Stanley Shoe Chain 
Sold to Wilkerson, St. Louis 


of 10 of the 15 
, Ine 
Olshwanger 
said hi 
company had sold most of the 10 
to the Wilkerson Shoe Company of St 
Louis and had liquidated the other five 
The 
and leased departments in 
Illinois Texa Mr 
aid he intends to represent several 


hoe manufacturer 


ST. Louis rhe sale 
unit chain of Stanley Shoe Store 
was 
president Mr 


reported by Stanley J 
Olshwanger 


tore 


operated store 


Wi consin, 
Olshwanger 


Stanley chain 


and 


and to open a sale 


agency office in St. Loui 











nN METAL FURNITURE i 


\ T's 
: 3 
C 4 SINCE ‘97 


SEATING SATISFIES 
BOTH YOU AND YOUR 
CUSTOMERS 







Model 775-G Royal Chairs-in-Gang 
Flex-Spring Seats, Padded Backs. 
Replaceable Seat Crowns 






Why is Royal such an excellent choice for “heavy 






traffic’ areas? Because this long-wearing, good- 






looking steel furniture stays attractive with mini- 





mum maintenance 





For store, office, stockroom—for executive suite 






or cashier—there are hundreds of well-built Royal 





models to choose from, in colors that rival the 






rainbow 





Durable, wipe-clean upholsteries lustrous 





chrome plating sturdy inner construction 






Phis all adds up toe true comfort, economy—to the 





Royal Look in modern business 





shoe stools, too 


You'll find this Royal Model 774 Shoe 
Stool in many of the nation’s leading shoe 
salons. Padded seat is upholstered in your 
color selection. Always focal points of 


attention, shoe stools become real busi- 





ness-builders when made by Royal metal 


craltsmen 


BEF Se OO iat RY RR Oe Ro Pee aa a a a 


Royal Metal Manufacturing Company 
175 N. Michigan Ave., Chicago 1, Ill., Dept. 23- E 


Please send me free folders on Roya/ Metal Furniture and com- 
plete information on Roya/ Decorator and Design Planning Service 


Individual ai _ 
Company - 
Street ia 


City & State _— 
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May Weather Forecast 


CONTINUED FROM PAGE 55 


Area IV: North Central 

Eastern sections of this expansive area will be wetter 
and slightly cooler than usual while farther west, Montana, 
Wyoming and Colorado will be relatively dry and mild. 
Last year, the Dakotas, Montana and Wyoming were gen- 
erally wetter than usual while other sections were very dry. 
Most states enjoyed milder weather last May 


Area V: South Central] 


Generous rainfall is expected to cover vast areas in the 
South Centra] States. Sub-soil moisture will improve and 
despite occasional dry areas, agricultural prospects should 
be bright. Temperatures will average close to normal in 
the extreme west portions of Texas and Oklahoma, and 
colder than usual in Arkansas and Louisiana. 


Area VI: Northwest 


Coastal areas in the Pacific Northwest will be drier than 
normal while Idaho and inland stations in Washington and 
Oregon will be wetter than usual. A similar rainfall pat- 
tern occurred Jast May. Temperatures will be slightly 
cooler than normal in Washington and Oregon, and 
slightly warmer than usual elsewhere in the Northwest. 


Area VII: Southwest 


Most of the Southwest is expected to be drier and 
warmer than usual this May. Total rainfall will rarely 
exceed 50 per cent of normal while monthly temperatures 
should range from near normal along the coast to four 
or five degrees above normal in most sections of Arizona, 
Nevada and Utah. Last May, California was unusually wet. 


Italian Import Casual 





Italian shoe designs like this casual continue to offer re- 
freshing style touches to the American market. An un- 
usual pleated-leather side treatment combines with a 
stepped topline and a moc-front to create an air of 
elegance and ease. This is further enhanced by the hand 
butted sole. Made over American-sized lasts, this Italian- 
made "“Guanto" is offered by Caprice Imports, New York. 


Sandals that actually had wooden soles that were 
hinged for walking and reinforced with bronze were not 
only worn by the ancient Greeks and Romans but were 
especially popular with them. They were fastened to the 
foot with gilded straps and were known as “Tyrrhenian 
sandals.” They were manufactured by the people who 
lived in the northern islands of the Aegean Sea. 
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The Plush Touch 


Duranco, Coto.—When Preston Nash, owner of the 
A & H Bootery here, completely remodeled his store three 
years ago, he resolved to give customers “a new high in 
seating comfort.” 

As a result, Nash seldom fits a customer who does not 
have some sort of pleased comment to make over the lux- 
urious couches which have replaced standard fitting chairs 
on the left side of the store. 

There are three oversized foam-rubber, ultra-modern 
couches. All are in bright, abstract modern patterns, and 
each couch splits in two down the middle for easy re- 
arrangement into groups or to serve as partitions during 
special sales. Each couch is flanked by equally modern 
stand-type ash trays and magazine racks. 

Eloquent proof that the couches have become the store’s 
best advertising asset, is shown by the fact that almost 
every day a potential customer peers through the door, 
sweeping the store with a glance, and upon seeing the 
couches, comes in for his fitting. “We have actually become 
known as ‘that shoe store with the overstuffed divans’,” 
Nash grinned. “Local townspeople even describe us to 
tourists who make a point of testing the comfort we offer 
while buying casuals, western footwear and cowboy boots.” 

Extra touches of luxury are thick runner strips of car- 
pet, three feet wide, from the front of the store down the 
full length of the couches. The carpeting, held in place 
by its own weight, can be rolled up and sent out for 
cleaning at regular intervals. It adds a valuable “plush” 
touch which all customers seem to appreciate. 


Handsome Version 
of Moe-Front Blucher 


A handsome version of the perennial moc-front blucher is 
offered by the Strathmore Shoe Company, Brockton, Mass. 
The plug and quarter of grained leather contrast blends 
with smooth leather in a runaround pattern set off by 
a well-crafted stitch and turn seam. Smooth leather also 
appears as trim on the lace-stay and top line. 
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THE SOLE 
THEY 
NEED 





AUTO wiry: 


OIL RESISTING 
NEOPRENE 


Neoprene, a man-made rubber, is combined with 
cork to make the sole they need . . . a sole that is ex 
tremely long wearing and suitable wherever oil, 
greases, caustics and fatty acids are underfoot 
Vul-Cork Neoprene soles are air cell insulated too, 
providing real day-long foot comfort. Slip resistant 
and non-marking, they will not soften on contact 
with hot metals. 

Vul-Cork Neoprene is one of three different work 
shoe soles manufactured by the Vul-Cork Division of 
the Cambridge Rubber Co., makers of the original 
cork sole. 

If you make, buy or sell work shoes, look at the sole 
first. If it carries a Vul-Cork label — you'll get more 
than your money’s worth. 


Vul-Cork Sole Division, Cambridge Rubber Co., Taneytown, Md. Makers of Vul-Cork 


VUL-CORK & & 
“CORK NEOP 


80 light, so flexible, so resilient you can roll them up right in the palm of yout hand 















t of shelf space can 
turn you $1,000 a month 


Shoe stores from coast to coast are picking up 
from $1,000 to $4,000 in extra profits monthly 
with the companion sale of a time-proven re- 
liable and effective shoe insert—Cuboid Foot 
Balancers. 


Burns Cuboid 


operators 
include : 
Cuboids comegrin 248 sizes and 2 7 
“Setades to mect the exact needy of avy A 
a ’ Thompson-Boland-La 
your cu to ae vet they o« Cuppy 
only il fe “ fe el of Spe your BALTIMORE 
Héss Shoes 
helves. The companion sale of a 
pair of these time-proven shoe ‘ » BOSTON 
inserts will approximately double Liter cet 
your profit. And each day you (> # DALLAS 
fail to offer this added foot com- ~~ Volk’s 
fort you aste al golden Oppor- 1. DENVER 
tunity for extra service, extra ff Fontius Shoe Co 
wrofit f 
profit. HOUSTON 







Krupp & Tuffly 


Based on a different theory™thas 
: LOS ANGELES 


conventional arch supports, (fi May Co 


boid Foot Balancers alonefare 
‘dical NEW YORK 
Lane Bryant, Inc 


recognized by highest 1 


authorities for thefe unighie com 
fort-fostering charactegistics. Sell 


them with more coyfidence than 


MEMPHIS 
J. Goldsmith & Sons 


ever--a recent dfision by the 
United States (Hurt of Appeals 
has upheld clyfins Burns Cuboids 


have made for over a quarter of 


MIAMI 
Richards 


NEW ORLEANS 
D. H. Holmes Co 








a centur It's easy to get the 
PHILADELPHIA 


Strawbridge & Clothier 


whole gpy6ry--write today for Cu 
Kboid ranchise information. 
SLi sERAL COOPERATIVE 
PRNDS AVAILABLE. Burns 


uboid Company, P.O. Box 658, 


PORTLAND, ORE. 
Meier & Frank Co. 


ML Ana. California. ST. LOUIS 


Famous-Barr Co. 
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Most Durable 
Children’s Shoe Store 


Denver—“The Most Durable Children’s Shoe Store in 
the West” is the title which Glen Couch, owner of Family 
Shoes, here, claims for his unique suburban shopping 
center store. 

Slanting operations predominantly at small children, 
Couch remembered years of heavy damage to previous 
stores by careless youngsters. He designed the “Family 
Shoes” facilities to “resist.” 

First, all woodwork throughout the store, including stock 
shelving, tables, counters, self-service gondolas and base- 
boards, has been doubly coated with an extremely hard- 
surfaced “fleck” paint, sprayed on with a special spray 
gun, to dry with a flint-like surface. Nothing less than a 
blow from a hammer will crack the material, Couch as 
serts, and in addition it is completely durable to soap and 
water cleaning. 

Mother Goose wallpaper, used above the wainscoting on 
the rear wall, gives a colorful three-dimensional effect. It 
is completely washable so that the stains of dirty fingers, 
candy, hair oil, etc., can be scrubbed away without damag- 
ing the paper. The floor throughout has been covered with 
asphalt tile with a special vinyl impregnation. It requires 
no waxing or polishing but simply a regular scrubbing with 
floor compound, Resilient and tough, it will endure the 
abuse from toe and heel taps, popular with Denver 
youngsters. 

Finally, seating throughout the store is of the toughest 
vinyl plastic Couch could locate, with a hardened surface, 
proof against cutting by anything but a sharp knife point. 

Proof that this “durable design” has worked out is the 
fact that after the first six months of operation, there 
was absolutely no need even for touch up of small areas. 


Comfort Keeps Pace with Style 





Keeping pace with the desire for style in men's, women's 
and children's footwear is the demand for comfort in both 
soles and uppers. Constantly coming into the market are 
lining fillers that soften—as well as strengthen—uppers 
and soles that give resilience and comfort in standing and 
walking. 

Among all these materials and constructions a few have 
had a steadily mounting growth in popularity due to the 
very unusual features they embody. Such is the Ripple 
Sole, which today is being used on many types of sports 
shoes, including women's golf shoes and men's and wo- 
men's hunting boots. Shown here is a women's golf and 
sports shoe on Ripple Sole made by Cardone & Baker. 
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The Denver Way 
By VIVIAN C. ANDERSON 


Denver, CoL.o.—“That’s why we come all the way to 
Denver,” said a smiling woman from Silverton, Colo., 
328 miles away. Clay W. Berg, buyer of children’s shoes 
for the Denver Dry Goods Co., was fitting her tall 13-year- 
old son in a pair of 6 Triple A’s. Parents of children in 
the entire Rocky Mountain area come to Denver and to 
this growing children’s shoe department to have their 
youngsters fitted the careful patient “Denver” way. 

Proper growth protection and proper fitting are the 
watchwords of the children’s shoe department personnel 
in all three store under Mr. Berg’s supervision—downtown, 
Lakeside Shopping Center and Cherry Creek. 

“I’ve been in the shoe business here and elsewhere for 
many years,” said Mr. Berg, “but I believe that Denver has 
more narrow feet than any other city. We have discovered 
this fact, so we cater to narrow feet.” 

Arch fit is what Mr. Berg and his carefully-chosen, 
carefully-trained selling personnel emphasize. Measure- 
ment is made from ball to heel. No sales person remains 
long in his employ if he or she is caught reading a size 
from the shoe just removed and not measuring the foot. 
Mr. Berg watches his salesmen or saleswomen carefully 
and he takes over the checking and selling if he thinks 
they are not fitting properly. Even quads can be found 
in sizes from 4s on up. A-widths in 814 to 12’s are 
heavily stocked. 

“Many shoes are sold on fluoroscope fitting,” said Mr. 
Berg, who has such machines in his downtown and Lake 
side shops. “We don’t have the returns when we use the 
machines that we get when we don’t fit by machine.” 

Mr. Berg, who has been buyer of children’s shoes since 
April, 1956, has shown a steady increase in shoe sales 
since that time. He believes one secret is that he is buy- 
ing more staple shoes and is offering a little better type 
shoe in staples. For novelties, he says, let the customer go 
elsewhere, they will still buy good staples from him. 

Simplex Flexies and Buster Browns are his two standard 
brands. His stock is large in all sizes and widths and is 
constantly checked in brown and white saddle oxfords, 
moccasin ties, black and brown loafers, moc-toe oxfords, 
brown grain oxfords with crepe soles (these are stocked 
regularly from quad to C in sizes 4 to 10), heavy welted 
sole oxfords for big boys, and two-straps (as narrow as A 
widths) and black patent convertibles in as low as A 
widths in sizes from 12% to 3. 

Mr. Berg is a veteran in the shoe business, having come 
to Denver 32 years ago with the old A. T. Lewis & Son 
Co. He was with Fontius Shoe Co. 17 years and with 
Daniels & Fisher eight years, coming to Denver Dry Goods 
Co. from Fisher’s two years ago. He began his shoe re- 
tailing in his native town of Independence, Kas., first 
with Globe Clothing and then Wilk Shoe Co. there. Before 
coming to Denver, he had been with the Jones Shoe Co. 
in Kansas City, .Mo. 

Two outstanding women shoe retailers who understand 
children, parents and the shoe-fitting problem are in charge 
of the Lakeside and the Cherry Creek shops. Rose 
Zarlengo. in children’s shoe selling for 18 years here, 
stresses personal service in her Lakeside Shopping Cen 
ter department, making the children feel that they want 
the shoes after they have been properly fitted 

Miss Margaret Tomkins who learned the retail business 
in her home town of Noel, Mo. in Miss Anna M. Harmon's 
general store for 12% years, says arch fit is the key 
word in her department in the Cherry Creek store. “I won't 
go up one size in length or down in width to sell a shoe,” 
[TURN TO FOLLOWING PAGE, PLEASE | 
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SEBAGO-MOC COMPANY 3 
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FAMILY 
SALES... 


Dad says, “Make mine Patented Welts the only 
moc made with flexible leather welts and no in- 
sole!” Mom says, “I like the proud way Sebago 
leathers retain their good looks while cradling every 
step!” Sis and junior, too, get miles and miles of 
wear from Maine-made Sebagos with Crown 
Neolite Soles! To please ‘em all. . . stock Sebago 


. the moc most families like best! 


® Hand-sewn Vamps ® Machine-stitched Styles 
© For Men, Women, Children 


Write for latest catalog: 


Skilled Crafter 


New York Office: 534 Marbridge Building 
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A lightweight women’s casual 


the Bassh {CE unette. 


a true moccasin 

crafted by Bass originators of Weejuns*. 
Flexible, mellow leathers « Wedge heel « Smartly 

styled « In black, brown, red, honey « Nationally 


advertised « Carried in stock. 
*T. M. Reg 


For Profitable Promotions Feature 
Rn, 


WEEJUNETTES | 
, 


H. BASS & CO., Dept. BS-4, Wilton, Maine, 658 Marbridge Bldg., N.Y.C. 1, N.Y 


she declared. “I learned to sell shoes by sticks and strings 
back in Noel; women would come in and ask for a shoe 
as long as a string they held in their hands. But after 
talking about the child and selling her on the idea that 
a child be brought to the store, I seldom had a shoe 
returned.” 

Miss Tomkins, who has been with the Cherry Creek 
store for three years and head of the department the past 
year, stresses fit with her sales help of five. “Some times 
mothers don’t like it at first but we patiently explain how 
and why we’re fitting as we are and they soon learn to see 
what we're striving for and return to buy again and again.” 

To keep stock balanced, if one type of shoe is not mov- 
ing in one store, it is sent to another and often proves 
popular there, proving the varying wants and trends in 
different communities of a metropolitan center. Advertis- 
ing in quarter, half and full pages of children’s shoes 
emphasizes the brand names, the protection of children’s 
growing feet and the “careful, patient, ‘Denver’ way.” and 
includes children’s shoes in all three Denver Dry Goods 
shops. 


Department Store Finished in 


Phoenix Shopping Center 





PHoenix, Ariz._-Construction of Goldwater's department 
store in the $5 million Park Central Shopping Center here 
has been completed. The new department store, and the 
shopping center, are located in the geographical center of 
Phoenix. The shopping center covers 46 acres and will 
include 60 retail firms. 

The new department store has 50 departments on two 
selling floors, with a basement devoted to operations, storage 
and warehousing. The building contains 80,000 square feet. 
It is cooled by refrigeration. 

According to Welton Becket, architect, whose firm is 
designing the entire shopping center, the completed project 
will be one of the nation’s principal shopping centers. 
Total area will eventually be 557,000 square feet. Stores 
and services nearing completion, in addition to two de- 
partment stores, include a supermarket, variety store, shops 
for apparel, gifts, shoes, drugs and a restaurant. 

The Park Central shopping center is organized on the 
central mall plan. All shops are adjacent to and accessible 
to the perimeter parking area, which will accommodate 
3,615 cars. Eventually the parking capacity will be ex- 
panded to 5,000 cars 


The people of India had and still have shoe customs 
that are different from our own: Their wearing was a 
privilege of princes and the rich only, in long ago times, 
and even they discarded their footgear when indoors. And 
although costume in India has always been regulated by 
social standing and religion, the Hindus, Moslems, Sikhs 
and Parsis all wear the same styles 
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A Shoe Store 
Moccasin Department 


An exclusive moccasin department added to his regular 
line of shoes has been getting good results for Charles 
Gordon, owner of the Gordon Shoe Store in Mesa, Arizona. 
In Mesa, which has a population of 25,000, there are other 
stores devoted exclusively to the sale of moccasins, but 
none with moccasins in addition to a regular shoe line. 


Eleven year old Donna Evans of Mesa tries on a pair of 
moccasions. Manager Frank is sitting on the small saddle 
which appeals to the children. 


The moccasin department occupies a space of 15 by 50 
feet in a former shoe repair shop. Pine panelling already 
in place made it possible to keep remodeling to a mini 
mum, Murray Frank, store manager, added more shelving 
so that stock would be within convenient reach. A reserve 
stockroom adjoins the department. 

The moccasin department appeals most to tourists, whw 
also buy Indian beads, dolls, headdresses, shields with 
feathers, wampum and other Indian items. There is a reg 
ular farm trade also from the surrounding areas and In 
dians themselves come in frequently. 

The customer learns about the department as soon as |i 
enters the store. At the entrance there is an Indian tepee 
with moccasins and on each side of the entrance is a larg: 
Indian drum with sticks and a realistic Indian figure. 

Big attention getter, particularly for the children, is a 
smal] saddle on which the salesman sits when fitting a cus 
tomer. In the center of the room is an Indian rug, sur- 
rounded by throw rugs. The sales girl, Helen Mendoza, 
often wears an Indian costume. She and manager Frank 
can both speak Spanish. 

The Indian gift items have been a good source of addi- 
tional income. The department also carries a line of Acme 
boots, with a stock of about 500 boots on hand all the time. 
Prices for regular shoes in the store run from $4.50 to 
$8.95 for children, $6.95 to $17.95 for women, and $9.95 to 
$18.95 for men. Moccasins run from $2.95 for children to 
$7.95 for adults. The moccasins come from Guild in Cali 
fornia. 

The store uses 40 spots a week over the local radio 
station and carries regular quarter page ads in the local 
papers. 

The store’s owner, Charles Gordon, came to Tucson 
some 10 vears ago for his health. At one time he operated 
a score of stores in the Brooklyn area. He still has three 
stores there but expects to transfer his entire operation 
eventually to Arizona. The manager, Murray Frank, has 
been in the shoe business in California and Arizona for 20 


years. 
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STAY AT THE 


HeRATON-\{°ALpin 


YOU CAN GO ANYWHERE 
IN A TWINKLING! 


Ol R LOCATIONS GOOD AS M AGIC saves Vou 
footsteps, time and money. For we're right in the middle 
of the shoe market, close to countless wholesale sources 
New York’s fashion center lies at your feet.—Just steps 
from Empire State Building, subway bus and air Termi 
nals, Lincoln Tunnel. Times Square theatres, night clubs 
Radio City, Grand Central—all easily accessible! 


MODERNIZING THROUGHOUT — Fashion and com 
fort, so important to your shoe business, mean a lot to 
your living quarters too! You'll get more enjoyment out 
of your New York trips by staying at the Sheraton 
McAlpin. We've been remodeling, redecorating, making 
every inch sparkling new lobbies to bedrooms and 
broom closets. Every room with new RCA 21” TY, plus 
full-range radio. Many rooms air-conditioned, And for 
pleasure, or pleasure combined with business —attractive 
dining rooms, meeting rooms, exhibition rooms, There 

our new Minute Chef and ‘Town Room, for a snack or a 
hearty meal—plus our new Cafe Lounge featuring smart 
entertainment. You enjoy every minute at the Sheraton 


McAlpin! 


N.Y. HEADQUARTERS FOR THE SHOE INDUSTRY 


HeRATON-\{CALPIN. 
Hore. 


[nthe Hoont of, the Donn one, 
* 
BROADWAY AT 34th STREET 


George D. Johnson, General Manager 


















































































Recorder Retailers Panel 
(CONTINUED FROM PAGE 56) 


per cent. 
set lower 


Family shoe stores tend to 
marks—a range of three to 
15 per cent. Chains shoot higher, in 
the eight to 20 cent range. Wo- 
men’s shoe stores aim even higher: 10 
per cent. Men’s and children’s 
hoe stores are about the same as fam- 
ily stores in their estimates, or 
even a shade lower. Over-all, shoe 
think that about 10-12 per cent 
is right 


per 
Lo 22 
shoe 


stores 


Question 5: Do you have a “policy” 
or plan for your salespeople regarding 
the selling of accessories and findings? 
The replies: 72 per cent yes; 28 per 
cent no 

The “policy” in most cases consists 
of PM’s or commissions on sales. It ap- 
pears that only a small share of stores 
go much beyond this, such as actual 
training in suggestive selling, or a set 
policy to apply to all shoe sales regard- 
ing accessories and findings. 


Do shoe retailers feel that their sales 


people pretty well follow through on 
suggestive selling of accessories and 
finding Some 42 per cent say yes, 
while 33 per cent say no, and 25 per 


cent say that a 
the salespeople. 
Question 6: Do you think you give 
enough display space (windows and in- 
terwr) to accessories and findings? 

An overwhelming majority (84 per 
cent) say yes, while only 16 per cent 
say no. Many of the accompanying com- 
ments on this question stated, in effect, 
that they given ample display 
space in respect to the return value 
that could be expected. 

Question 7: Do you carry enough in- 
ventory of accessories and findings to 
do what you consider a good job for 


“fair” job is done by 


were 


your store? 

The replies: 94 per cent say yes, six 
say no. The comments were 
similar to those to question six; that 
is, that inventories were quite ample in 


per cent 


most cases for the return value ex- 
pected. 
Question 8: Over the course of a 


year, how many special promotion or 
merchandising efforts do you make on 
accessories and findings? 

The majority of shoe retailers devote 
little or no special promotions to acces- 


ories or findings. 


Some stores do regu- 
lar advertising of handbags and hosiery 
tied in with shoes or on special sales. 
Some stores do holiday tie-in promo- 
tions. And some say they do “some- 
thing” on a semi-annual basis. 
Question 9: /t’s often said that many 
shoe stores have difficulty getting sales 
people to push accessories and findings. 
What do you think is the chief reason 
for thia? 

In the replies runaway first place 
was given to this answer: The sale is 
usually too small to give the salesman 
a commission incentive. Salespeople 
would rather sell shoes, where the com- 
mission is higher. 
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lack 
part 


of interest 
of many 


Other comments: A 
and ambition on the 
salespeople. 

Lack of training or a definite pro- 
gram on the part of store management. 

Lack of selling time, particularly in 
busier periods when the salesperson is 
eager to move from one customer to 
another on shoe sales, and brushes 
aside selling of accessories or findings 
except in some casual, ineffective way. 

Lack of stock and display space 
which can be afforded to do an all-out 
selling job. 

Summed up, the Shoe Retailers Pane] 
feels that accessories and findings are 
very important to shoe store operation. 
Many, however, feel that better mark 
ups would provide stronger incentives 
for salespeople to do a better sales job. 
Many of the retailers admit short- 
comings—that is, that a more effective 
selling job could be done on accessories 
and findings if they gave more concen- 
trated attention to the job. A number 
of them cited that some of this business 
was being lost to other types of stores 
by “default and negligence” on the part 
As the replies revealed 
in Question 3, three-fourths of the re- 
tailers realize they’re not making or 
getting the most of the sales potential 
from their accessories and findings. 


of shoe stores. 


Western Boots 
To Suit Them All 

(CONTINUED FROM PAGE 49) 
viding substantial volumes for those 
retailers alert enough to see its pro- 
motional possibilities. 

The market is actually composed of 
three parts—the true cowboy market, 
the male and female dude market, and, 
potentially the largest, the kids’ mar- 
ket. The first is very specialized and 
confines itself mainly to the southwest- 
ern United States. 

The remaining two offer the greatest 
potential to the regular retailer. Lasts, 
especially for kids, are similar to shoes. 
Not a static market, styles change from 
year to year. This year, for example, 
tops are rising. Twelve inches is the 
most popular, supplanting the previ- 
ously popular 10-inch top. Yet not un- 
common is the 14-inch top. Along with 
this, the stove-pipe leg is edging out 
the V-top in popularity, which in turn 
is being offered in modified versions 
the V has become a gentle wave along 
the top line. Heels, too, have been 
altered to make walking easier. Com 
fort is stressed. And now many styles 
come with crepe soles. 

Color is increasing in importance as 
boots become more and more decora- 
tive. Women are following a pattern 
noticeable in the appare! field: they are 
buying boots in lighter tones, together 
with treatments and inlays of colors 
that can be worn with jeans, frontier 
pants or skirts in nearly any color. The 
trend is toward light but soft colors 
and combinations. With men, the re- 
verse is true: black is still the color in 
demand but inlays are more important. 

In the biggest potential market—the 


kids’ geography becomes a factor. 
Brown is a must in the West, mainly 
in stove pipe styles. Black moves in as 
the size increases. In the midwestern 
and eastern sections, young Hopalongs 
dash out to buy dip tops with broad 
toes and low heels. Significantly, the 
higher grades of children’s boots are 
selling better than a year ago. 

Turquoise in tops and in inlays has 
taken a very important place, especially 
in men’s and children’s lines. Navy and 
gray are new popular shades. 

In all, by carefully considering the 
loca) market and conferring with the 
boot makers themselves, the retailer 
can stock and sell a good line of boots. 


Western Boots: 
Three Markets in One 
(CONTINUED FROM PAGE 67) 
the demand might break. So, your re- 
source has to be ready to back you up- 
and fast—as your demands shape up 
during the selling period. Your “part- 
ner” can work wonders for you in turn- 
over and volume—if your program is 
set up to work together. 3) A good 
resource will provide the right basic 
national advertising program and point 
of sale helps. The power of the manu- 
facturer’s pre-sold brand name coupled 
with your name in the community is a 
powerful combination. It’ll sell more 
boots than shaving price. 

That brings up one more point. Re- 
member that selling boots on price first, 
except to experts who know boot values, 
is a dangerous approach. Your average 
consumer has no way of knowing boot 
values. When you start selling him price 
first, you have destroyed his confidence 
in the product. He doesn’t know what 
he is buying then. Your customer will 
be a lot happier if he pays a known 
standard price for a known brand. Sell 
him the color and the stitching and the 
inlays and the bright Western world. 
The price will be right. 
Trade Trends 

(CONTINUED FROM PAGE 57) 
shoes, a model or two, perhaps a couple 
of props. He’s “interviewed” by the lady 
commentator. There’s a discussion on 
the new shoe colors, leather textures, 
new patterns, go-with effects, etc. 


Lots of these programs hungry for the 
right kind of material, and properly 
timed. Important thing is that “show- 
ing” must be educational, informative, 
and by reputable store in community. 
Shoemen have chance to do this at least 
twice yearly, perhaps as many as four 


times to tie in with seasons. 


In broaching this to program people on 
TV or radio locally, or newspaper edi- 
tors, don’t go in “cold” with just an 
idea in your head. Have a prepared 
program—actual shoes, sample copy, 
plan of presentation, etc. And close the 
“sale” by showing its values to the 
viewer, listener or reader. 
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The 
Retailer Speaks .. . 











“A star was born when we introduced this 
pump, a DeLiso Debs called Blase Europa. The 
shoe has a certain something that lifts it out of 
the ordinary. Our first pairs were sold right 
off the floor, without our ever getting a chance 
to put them in our shadow boxes. 

“Our problem since has been to keep this pf, 


star in stock. Its sales appeal is—please excuse 





the pun—heavenly. Women just slip 


FRED ABSHER 


it on and take it. It fits beautifully 
One of the best known wo- 
men’s shoe department man- 
agers in the St. Louis area is 
Fred Absher who, since 1948 
é , : =" , 6s i ‘yy’ VT > 9° 9 . 
has held this post in Famous- BLASE EUROPA It’s an amazing seller. 
Barr Company’s suburban Clay- 
ton branch store. Mr. Absher’s 
young alertness disguises the calf with matching tab, in black Mimi last. The gracefully shaped 
fact that he already has many . 
years of shoe experience to his patent with black peau de soie tab, 23/8 needle heel is capably coordi 
credit. A native of Marion, IIL., ‘ , - 1, 
» : als s » ste nated to the narrow tapered toe. The 
Mr. Absher has been associated and also in white silk. Our shoe staff ; 
with St. Louis shoes since 1941, here numbers about 15, and all 15 tab accent on the vamp breaks the 


with three years out for Army : : : ” 
duty, Pacific Theatre. of us love to sell the Blase Europa. _ line of the throat nicely. 


ATTENTION: all trade 


association executives 


to the foot. 


“The pump comes in supple navy “The Blase Europa uses the new 











In order to make the 75th Anniversary issue of Boot and Shoe Recorder 
complete, a history is desired of the associations that have contributed 
to the welfare and progress of the shoe industry. 


Regardless of the area or segment of the shoe industry your association 
serves, salesmen, retailers, wholesalers, manufacturers, or allied industries, 
mail a brief history immediately to 


E. B. Terhune, Jr., Publisher 
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Double Your Money! 





fs 
CAVALIER 
Brushless 


CoLor-Renew 


40-Pack Deal 


FOUR 30c pkg s. (nn SCOOPS AMD SCARS PERFECTLY 
FREE CAVALIER 


with 3 Doz. £ | iz 85) 












in Counter 


Display y 
Pack 








My Nose 
| M0008 big, if 
4 4 4 Pep, Mandy 
re Colery y 
if 
Just what you need— 


MORE PROFITS! You 
double your money with 
Cavalier’s Color-Renew 
40-pack offer —just out. 


40-Pack Displayer . . . $6.00 cost 


Assorted — 12 Brown; 12 White; 12 Smoked 
Elk; 4 Black retailing |» 30c¢ each for $12.00 


America’s leading quality Brushless dressing is 
offering 4 packages of Color-Renew FREE with 
each 3 dozen in dramatic counter display pack. 
Your $6 cost, gets you $12. Order this new 40- 
Pack now from your wholesaler or write to us. 
Offer is good until May 15 only. 


ADVERTISED IN LIFE 
CAVALIER CO. 


Baltimore 30, Md. 





Serving the shoe trades 
exclusively for 


two generations 
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Letters to the Recorder 





Shoe Industry Getting ‘Good Press 


While I agree that broader efforts are needed to 
obtain maximum press coverage for shoes, the record 
indicates that the industry is far from receiving a 
“poor press,” as stated in your editorial] in the March 
15th issue. 

Leather Industries of America, as you undoubtedly 
know, has carried out a broad informational program 
on behalf of the shoe industry since 1952, and we have 
received a gratifying and constantly growing level of 
acceptance by the daily press. 

To corroborate this, I am enclosing a recent repro- 
duction report showing a small cross-section of the 
many thousands of newspaper articles on shoes carried 
by the nation’s press. For your further interest, I am 
enclosing a copy of “Spring Fashions Afoot,” the 
newspaper supplement which we have issued this 
month and which has been requested by close to 900 
dailies, representing more than one-half of this coun- 
try’s daily press. 

We welcome the National Shoe Institute’s announced 
public information program as a valuable aid in further 
augmenting the work which is being done. Meanwhile, 
the record indicates that the shoe industry has little 
or nothing to complain about in terms of newspaper 
coverage of its products. 

WALTER KRAUS 
Director 
LEATHER INDUSTRIES OF AMERICA 
411 FirtH AVENUE 
New Yor«k City 


Weather Reports Favorable 


First of all let me compliment you on the last issue 
of Boot AND SHOE RECORDER, in which you included 
April weather report. Wouldn’t this type of thing be a 
good feature to include monthly in your magazine?—as 
smaller operators can not avail themselves of this 
service. 

I would also like to know to whom I can write to 
find out the price of bags that would fit both a shoe 
box or put a pair of shoes in them, so a customer could 
carry the shoes out without tying up a package. I am 
sure you have some one in your file you can refer me to. 

Morris HirscH 
H1rRScH’s 
79 PEACHTREE STREET 
ATLANTA, GA. 


Part and Parcel 


Answering your request for listings on old companies, | 
send you the enclosed. 

I know that you know quite a lot about us but this gives 
you some details. Edwin Clapp Lincoln, Jr., our vice- 
president, is the fifth generation of the Clapp family to 
head our business in our 105th year. 

Incidentally, I was not around long ago, but having been 
here 20 years and being familiar with records, clippings, 
etc., of years before that, the Boor anp SHor Recorper has 
been part and parcel of our business. 


L. H. Biivet 
Sates MANAGER 
Epwin Crapp & Son, Ine 


East Weymoutu, Mass. 
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News 


Indiana Travelers Planning Big Fall Show 





New officers of The Indiana Shoe Travelers’ Association, Inc. are left to right, Gene 
E. Tovey, vice-president, and Robert J. McElroy, president, both of Roberts, John- 
son & Rand division of International and E. C. Smeltzer, secretary-treasurer. 


INDIANAPOLIS, IND.—The new officers 
and the directors of the Indiana Shoe 
Travelers’ Association, Inc., are plan- 
ning one of the biggest fall shows ever 
undertaken by the association. The 
37th Fall Show will be held May 12-13- 
14 at the Severin Hotel. The largest 
number of lines shown in recent years 
will give the retailers full information 
on the new in shoes for fall. 

Social activities will include a buffet 
dinner and cocktail party with dancing 
on the Roof Garden, Monday evening, 
May 13. Free coffee and donuts will be 
served all day Sunday by Viking 
Freight and Truck lines. Several prizes 
will be given at a drawing Monday 
evening to merchants and buyers who 
register. 

The Show committee consists of Joe 
Beddow, Storybook division of General 


Shoe Company chairman; George E. 
Henry, Naturalizer division of Brown 
Shoe Company; R. F. Grosskopf, Gross- 
kopf, Inc.; Hugh B. Smeltzer, Life 
Stride division of Brown Shoe Com- 
pany, and Max Abbott, State Side Shoe 
Company. 

The new officers are Robert J. Mc- 
Elroy, president, and Gene E. Tovey, 
vice-president, both of Roberts, John- 
son & Rand division of International 
Shoe Company. E. C. Smeltzer has been 
named secretary-treasurer. 

Directors are George E. Henry, Nat- 
uralizer division of Brown Shoe Com- 
pany, chairman; R. F. Grosskopf, 
Grosskopf, Inc.; Kenneth A. Daniels, 
Endicott-Johnson; Gene Thompson, Sel- 
by Shoe Company; Carlton F. Klaus, 
Fortune division of General Shoe Com- 
pany, and Hugh B. Smeltzer. 





Shoe Departments Gain in 

OMAHA, NEB.—A definite increase in 
the volume of corrective shoes for 
children is reported by children’s shoe 
departments here which have empha- 
sized correct fitting as a promotional 
lever in the past. A children’s spe- 
cialty store manager said his footwear 
sales for the first two months of 1957 
were up more than 12 per cent over 
1956 without staging a clearance sale. 

Most of his gain, according to this 
merchant, was in corrective shoes and 
staples. He advertised these items in 
newspapers and over radio at the time 
other shoe stores were featuring their 
clearance sales. 

Omaha stores in general reported 
business so far in 1957 as about even 
with a year ago. A department store 
merchandiser said both men’s and 
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Juvenile Corrective Shoes 
women’s dollar volume was up with 
children’s about even. 

Some trading down was noted by 
shoe department personnel to a chain 


store featuring popular-priced foot- 
wear. This was most noticeable in 
children’s shoes, a clerk indicated. 


Children’s shoe volume for the year to 
date was up somewhat from 1956 at 
this store. 

Inventories were reported in good 
shape all around. Heavier stocks than 
last year were reported on heavier 
types of storm footwear. This was at 
tributed to lack of snow this season. 


Noticeable this year has been the 
lack of clearance selling of house 
slippers. One buyer explained that he 


now puts the holdovers in another price 
bracket and sells them the year around. 





Denver’s Shoe Retailers 
Put Spring in Shoe Windows 


D=NVER Nine downtown shoe re- 
tailers, including shoe departments in 
department stores, put their smartest 
spring feet forward and participated in 
a joint week-long annual spring fashion 
window opening. The downtown Den- 
ver area was aglow with fashions and 
flowers when members of the Down- 
town Retail Merchants’ Association 
simultaneously unveiled their new 
spring fashion windows. Windows were 
unveiled at 7 P. M. on a Friday night 
when streets were crowded with shop- 
pers. Fresh flowers, provided by the 
Floral Industry of Colorado, were used 
in profusion in every window. 

As never before, matching accessories 
were “played up” with shoes holding 
the dominating role in every window. 
“Lilac and Gray for Spring” was the 
motif at the May Company, where tex- 
tured gray closed tapered toe pumps 
with pencil-slim heels predominated. 
“Spring ‘and the Elegant Pump” was 
one of the slogans at Daniels & Fisher, 
where “the new slenderness” was em- 
phasized. Patent, two-toned gray 
pumps with two-toned heels, the “al- 
most nothing” sandals made of purple 
leather strings with the higher look on 
the front, and pale-hued satin pumps 
and open black patent were 
shown here with proper costumes. Navy 
played a dominant role in the windows 
as did beige, pastels and bold exotic 
colors. Patent was shown in profusion. 
Closed and open styles were displayed 
equally but the stiletto heels were in 
the majority. Except in high-style 
windows, toes were modified. Joslin’s 
announced, “All Set for Spring” and 
emphasized the necessity of tapered 
toes and stiletto heels. Black patent, 
again with the high, narrow heels, was 
listed as a “must” in Fontius’ 
store windows. A Fontius slogan was 
“A shine to your shoes makes every- 
thing else suddenly look spring.” Gano- 
Downs pointed to “the new look in 
shoes” and here as a dramatic touch 
was shown bright red pumps with satin 
bows, black patent pumps, spring’s im- 
portant “pale” look in blond 
calf and an open-toe sling, stiletto pa- 
tent heel shoe of thin stripes of black, 
beige, gray and white on clear vinylite 
vamps. Similar colorful windows, al- 
ways with matching bags, and co-or- 
dinated gloves, belts, etc. were shown 
by Neusteter’s, Cottrells, Denver Dry 
Goods Company, J. C. Penney Company 
and a number of shoe shops. 


sandals 


shoe 


piccolo 


Second Baker’s Store Opened 
In New Orleans Area 


NEw ORLEANS, LA.--With Carmon J. 
Bercegeay as manager, a second Bak- 
er’s shoe store in the New Orleans area 
has formally opened in the Crescent 
Air-Line Shopping Center. 

Mr. Bercegeay has been associated 
with the Baker’s shoe store at 941 Canal 
Street, this city, for the past 15 years. 
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David Roger examines the tiny silver shoe fashioned by Darien Breeding of Lake- 
ville, Conn., which was given by the mothers of his younger customers. The illu- 
minated scroll, another testimonial from his customers, was hand-drawn by Mrs. 


Alexander Barber of Taconic. 


When David Roger 
recently after 55 years in the 
the mothers of this town 
shoe 


CANAAN, CONN 
retired 
shoe business, 
presented him with a little silver 
to mark their high regard and affection 
for the of youngsters he 
has shod and another of his customers, 
Mr Alexander Barber, of Taconic, 
Conn., executed a hand-drawn scroll to 


generations 


mark the occasion. 

“Oh, | expect I'll be back in the store 
from time to time,” he says. “Kind of 
hard to keep away entirely after 55 
years.” 

He came to work in a shoe store in 
1918 then known as Benton and Wright. 
In 1926 he replaced Mr. Benton as a 
partner and upon Mr. Wright’s retire- 


The presentations were made of a surprise party. 


ment, bought entire interest in the store 
and became sole proprietor. A clerk, 
Ed McGuire, became a partner after 
World War II and in 1951, Mrs. Earle 
EF. Smedick, who had assisted in the 
tore for several years, also became a 
partner. Both retain ownership. 

“When I first began selling,” says Mr. 
Roger, “there wasn’t such a thing as 
a low shoe. Only high button shoes for 
the ladies and felt and leather work 
boots for the men. Work shoes for men 
used to start at $1.25.” 

Mr. Roger said he would miss most 
the opportunity to observe girls’ 
changes from one-strap shoes into teen- 


now 


age ballerinas and, later, high heels 
and the boys, in a similar change. 





Joseph DeYoung Opening 


WASHINGTON, D. C. Joseph De- 
Young Shoes will mark the official open 
ing of its newest store on the corner 
of 13th and F Streets, N. W. here, 
March 21. With more than 3,000 square 
feet of space devoted to the selling area, 
the new salon becomes one of Wash- 
ington’s largest shoe stores. 

The new DeYoung store will consoli- 
date branded lines formerly housed at 
1226 F Street and 1306 F Street. With 
the closing of the two stores, 
Joseph DeYoung will devote even more 


older 


space to its lines of women’s shoes plus 
newly added shoes for teens. 

Designed by Edmond W. 
Dreyfuss and built by M. Cladny Con- 
truction Company, the completely air- 
conditioned store is fronted by a wide 
expanse of display windows, the longest 
single piece of window glass in the city. 
Interior styling is highlighted by beige 
carpeting with antique white and soft 
blue walls. The colors are again picked 


architect 


up in the lacquered black chairs, up- 
holstered in blue. 

A combination of slimline tubing and 
incandescent fixtures provide the light- 
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Newest Washington Store 


ing, accented with The entire 
second floor and balcony is devoted to 
offices and stock rooms with an addition- 
al 3,500 square feet. 

Starting in 1920, Joseph DeYoung, 
Sr., opened with a leased department 
in a women’s specialty shop at 9th and 
G Streets. Further moves ended with 
the opening of a store at 1306 F Street, 
and, in 1935, another store at 1226 F 
Street. In 1953, following the trend to 
the suburbs, DeYoung opened a family 
store at 4124 Wilson Boulevard in Park- 
ington, Arlington. This was the first 
for the chain to feature shoes for men 
and children as well as women. 

Active since 1936, Joseph DeYoung, 
Jr., now heads the corporation as presi- 
dent, along with executive vice-presi- 
dent Simon Richberg. Joseph DeYoung, 
Sr., is still active as secretary-treasurer 


spots. 


and senior advisor. 

The DeYoung stores feature Natur- 
alizer, Rhythm Step, Fiancee and a 
varied line of casuals and slippers. The 
new store will also feature these brands 
for teenage girls plus Walnut Loafers, 
Spalding Saddles and others. 








Dates to Remember 


Accounting and Office Management 
Clinic, National Shoe Manufacturers 
Association, Waldorf-Astoria Hotel, 
New York April 4-5 

St. Louis Shoe Show, St. Louis Shoe 
Manufacturers Association, Lennox 
Statler, Sheraton-Jefferson, Coronado 
and Park Plaza Hotels, St. Louis 

April 27-30 

Fall Shoe Fair, Northwest Shoe Travel- 
ers Association, St. Paul Hotel, St. 
Paul April 27-May | 

Guild Opening, Guild of Better Shoe 
Manufacturers, New York 

Week of April 29 

Management 


Office 


Accounting and 


Clinic, National Shoe Manufacturers 
Association, Hotel Lennox, St. Louis 
May |-2 


Fall Shoe Show, lowa Shoe Travelers 


Association, Hotel Fort Des Moines, 
Des Moines May 5-6 

Fall Shoe Fair, Ohio Shoe Travelers 

Club, Deshler-Hilton Hotel, Columbus 
May 5-7 

Fall Shoe Fair, Southwestern Shoe Trav- 

elers Association, Adolphus, Baker, 


Statler Hilton and Southland Hotels, 
Dallas, Tex. May 5-8 
Fall Shoe Show, Southeastern Shoe Trav- 
elers, Inc., Henry Grady, Dinkler 
Plaza, Peachtree - on - Peachtree and 
Piedmont Hotels, Atlanta May 5-8 
Popular Price Shoe Show of America, 
Hotels New Yorker and Sheraton- 
McAlpin, New York May 5-9 
Market Week, Boot and Shoe Travelers 
Association of New York, Marbridge 
and Empire State Buildings, McAlpin 
and New Yorker Hotels, New York. May 5-9 
Fall Shoe Show, Mid-Continent Shoe 
Travelers Association, Biltmore Hotel, 
Oklahoma City, Okla. May 12-13 
Fall Shoe Show, Indiana Shoe Travelers 
Association, Severin Hotel, Indianap- 
olis May 12-14 
Fall Shoe Show, Middle Atlantic Shoe 
Travelers’ Asociation, Benjamin Frank- 
lin Hotel, Philadelphia May 12-15 
Fall Market Week, West Coast Shoe 
Travelers Associates, Alexandria and 
Biltmore Hotels and Haas Building, 
Los Angeles May 12-15 
Spring Meeting, Tanners’ Council of 
America, Princess Hotel, Bermuda 
May 13-15 
Heart of America Shoe Show, Central 
States Shoe Travelers, Muehlebach 
and Phillips Hotels, Kansas City, Mo. 
May 18-2! 
Fall Shoe Show, Pennsylvania Shoe Trav- 
elers' Association, Hotel Penn-Shera- 
ton, Pittsburgh May 19-2! 
Fall Shoe Show, Boston Shoe Travelers 


Association, Parker House, Boston 
May 19-22 

Fall Shoe Market, Mid-West Shoe Trav- 

elers Association, Morrison Hotel, 
Chicago May 19-22 

Fall Shoe Show, Wisconsin Shoe Guild, 
Hotel Plankinton, Milwaukee. ..May 26-28 

National Shoe Fair, National Shoe 

Manufacturers Association and No- 


tional Retailers Association, Chicago 
Oct. 27-3! 

Fall Shoe Show, Mountain States Shoe 

Travelers’ Association, Albany Hotel, 
Denver, Colo. June 24 

Baltimore Shoe Show, Baltimore Shoe 

Club and Associated Shoe Travelers, 
Lord Baltimore Hotel, Baltimore July 7-10 
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Geuting’s Marks 50th Year with Downtown Philadelphia Opening 





Peter Abrams, in the photo above, president of the Chestnut 
street Association, cuts the ribbon officially opening Geut- 
ing's new shoe store in Philadelphia. Observing are the 
store's two vice-presidents and their wives, Mr. and Mrs. 
Emanuel J. Wachstein, left, and Mr. and Mrs. William H. 


PHILADELPHIA—Geuting’s Shoes, 
dramatic move to continued 
faith in downtown shopping, has opened 
a new store on Chestnut Street here, 
in the heart of the downtown shopping 
area. 

The store replaces one now located in 
the same area. A family operation, cele 
brating its 50th year in business this 
year, Geuting’s opened its new store 
with good promotional fanfare and a 


in a 
express 


Piper, right. 

Piper chat with Clem L. Hein, general manager and sales 

manager of Vitality branch of International Company, left, 

and A, L. Johnson, general advertising manager, Interna- 
tional Shoe Company, right. 


cutting New 
and the 
faith in the continued growth and pro 


ribbon ceremony. pape} 


stories ads stressed store’s 
perity of the downtown area 

The new shop has some 20,000 square 
feet of merchandisiny space. A 100-foot 
deep lobby, in Italian mosaic, glass and 
aluminum, leads to the selling 
floor 200 feet long. 

The decor includes walls of flamingo 


red and tan. Chairs 


main 


are of tropical 


In the photo right, Mr. Wachstein and Mr. 


brown. Lemon yellow walls grace the 
women’s salon. Trim and accessorie 
are done in avocado green and flame 
red. Alabaster white walls and lemon 


trim are featured in the handbag sec 
tion. 

The teenage and children’s section i 
reached by a modern, wide stairway. In 
all, this mezzanine 3,000 
square feet. Walls are of meadow green 
with daffodil yellow trim. 


covers some 





Optometrist Uses Shoes to Promote Sale 
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The Albert Aloe Company, advocate of optical fashions in St. Louis, used this 
window display to highlight the suggestion that modern eye wear is as important 


to today's woman as modern footwear. 


A pair of 19-eyelet ladies’ high-tops 


circa 1920 sharply contrasted with Spring's high fashion pumps by DeLiso Debs. 


The window shown here is at Aloe's suburban Clayton store. 


A like display 


was used af the firm's downtown location. 


St. Lourts—An enterprising St. Louis 
optometrist used shoes recently to play 
up his window display of high fashion 
glasses frames. 

Albert Aloe, head of the optometry 
company bearing his name, highlighted 
his display of contemporary frames 
with two pairs of shoes. One pair of 
brown 19-eyelet women’s high tops, 
circa 1920, was placed inside a tall bell 
jar along with a pair of rimless “spec- 
tacles.” A sign at the bell jar read: 
“These are what the well dressed 
women wore 30 years ago. Do you still 
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wear rimless glasses because you think 
they don’t show? They actually show 
more because no one wears them any 
more.” 

Adjoining the bell jar, flanked by 
several versions of modern glasses 
frames, was a pair of women’s high 
fashion DeLiso Debs featuring pointed 
toes and needle heels. The caption 
read: “Modern Footwear with Modern 
Eyewear.” 

Mr. Aloe said that for a long time he 
“admirer of the the 
everything in its 


been an 
industry 


has way 


shoe does 


power to keep people informed of the 
news in shoes, changes in styling, in 
novations in fabrics and materials 
Continued efforts by members of my 
profession should in time come to edu 
cate people to the importance of fash 
ion in glasses, which should be a style 
right accessory to be worn with pride, 
not apology.” 


The shoe-glasses display was first 
used in Aloe’s window at 805 Locust 
Street in downtown St. Louis, then 


moved to the firm’s Clayton, Mo., sub 
urban store. At both locations the win 
dow was reported as attracting wide 
spread attention 


Anniversary Sales Are Held 
By Two Old Stores 
MANCHESTER, N. H., 
oldest with 
departments recently 
anniversaries with sales which attract 


Two of this 
well 
celebrated 


city’s stores known 


shoe 


ed considerable attention 
The James W 
owned and managed since 1870, marked 
its 87th milestone 
highlighted by the awarding of a 21 
inch color television set as a prize 


Hill Company, locally 


with a selling event 


Pariseau’s, which started orig 
shoe store and through the 
the 
conducted a 


of the 


Savings 


Wi 
inally as a 
branched out into women’s 

field, 
observance 
sary 
new spring merchandise and there were 


drastic 


years 
three-day 
57th 


offered on 


apparel 
ale in 
anniver 


store’s 


were 


reductions in a final clearance 


of winter good ) 
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Special Events Are Planned for Chicago Regional Show  !"4ependent Shoemen, and recently re- 
signed executive director of that as- 

Cuicaco—The Fall Shoe Market, ex- record number of exhibitors, and the sociation, addressed the members of 
pected to be their largest shoe show best attendance, at this May show. The Shoe Group Inc., an association of 
of the year, will be held by the mid- 1957 edition of the association Buyer’s independent shoe retailers in the Mid- 
west Shoe Travelers’ Association, May Guide and Membership Directory will dle Atlantic States area, here recently. 


19 to 22 at the Hotel Morrison, Chicago. be mailed to all retailers five days prior Mr. Finn said that with the con- 
Special events will mark this event, to the market opening. This will also stant rise in the living costs, and in- 
Neil K. Sheppard, president, reports. include a list of exhibitors. creased overhead of operating smaller 


Plans for the show are under the di- shoe stores, the independent retailer 
rection of Mr. Sheppard. He is being today has a greater struggle than ever 
assisted by Richard Meech, vice-presi- before. He said it is necessary that 
dent; Joseph Morelli, secretary-treasur- he keep an accurate stock control sys- 
day evening. There will be a registra- °"? and other officers. tem, budget constantly, and promote 
sion desk on the clath Gear af the such forms of advertising that brings 


hotel. A number of prizes will be avail- Ben Finn Speaks in Philly - bg greatest response per dollar 
spent. 


Coffee and rolls will be served to all 
visitors on Sunday morning, the open- 
ing day. There will be a cocktail party 
and buffet dinner for retailers on Tues- 


able for retailers who register. PHILADELPHIA—Ben L. Finn, mem- 


The association traditionally has a ber of _the executive committee of - ’ . 
_ —— - Winchester, Va., Shoe Man 


3001X _ Gets ‘Man of the Year’ Award 
STYLE NO. e WINCHESTER, VA.—James R. Wilkins, 
— Y\ | organizer and president of the Shoe- 


Block, 






Un derloa Center, Inc., here, received the Man-of- 
Square Yor ' the-Year Award recently at the annual 
p&Ow! dinner meeting of the Winchester-F red- 
IN-STOCK erick County Chamber of Commerce. 
erica 
in boots Young os 


”” eee 


STYLE NO. 3101% 


Same os No 
3001% except 
with Round Toe 


IN-STOCK 





cowBoy BOOTS 


° : ua- 

True Western styling wo JAMES R. WILKINS 
\ -built stitchdowns. Rout ’ Mr. Wilkins, a past president of the 
ged Y ted toes, wide chamber, received the “outstanding ser- 
ae poin - d colors, vice” award last year, presented to him 
ty of patterns an by Sen. Harry F. Byrd, Jr. It was the 
varery to retail as low | first time in the history of the awards 
fyll size range, | that a single recipient had received 

1 | both. 

as $3.95" 3, 32-6 Mr. Wilkins has been active in the 


Sizes 4-8, 81/2- 


shoe business since 1937, except for the 
K |} period of World War II, during which 


—— | he served overseas as the commanding 


1D ERAN? TODAY | Officer of an engineering squadron. He 
BOOTS WRITE studied civil engineering at George 
i Washington University, Washington, 


for new catalog 








rowing D.C. 
Built to meet o vant ” gees and price list Mr. Wilkins has served as president 
demand, styled to —* or for of the Retail Merchants Association; is 
youngster, price n's call. a director of the Commercial and Sav- 
every about salesma | ings Bank, the Winchester Memorial 


tably ot ; 
profi | Hospital, and is also a trustee of Shen- 


Salesmen: A few | andoah College. 
ries eee 


retail 


$5.95! 


Sizes 8Y2- =H 32-6 choice territo 
STYLE NO. 7\ «till available- Store Installs New Front 


Block, with side TOLEDO, O.—Mary Jane Shoe Store is 
or remodeling the store room and installing 
a new front at 337 Summit Street, in 
downtown Toledo, at a cost of approxi- 
mately $25,000. The firm has been lo- 
cated at 402 Summit Street. 


gusset. 
strop 


pelbert soot & SH 


A 
MARLBORO, - 


co. 
TTS 


Of MFC- 
ssacHuse 


Quinn & 
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Sales Promotion Techniques 
Lure of Mid-Year Convention 


NEw YoRK—The latest developments 
in retail sales promotion will highlight 
the mid-year convention of the Sales 
Promotion division of the National Re- 
tail Dry Goods Association to be held 
May 20-22 in the Hotel Statler. 

The convention will open with a de- 
tailed presentation on How To Use Di- 
rect Mail Successfully. 

The Monday afternoon feature is a 
closed-door session on budgeting and 
planning entitled, The 500 Million Dol- 
lar Challenge. It is estimated that al- 
most half a billion dollars is spent by 
retailers on advertising every year. 

Sponsored jointly by the Sales Pro- 
motion division of the National Retail 
Dry Goods Association and the News- 
paper Advertising Executive Associa- 
tion, a layout and production film will 
review the basic fundamentals involved 
in creating and preparing advertising 
for newspaper reproduction. It is be- 
ing produced under the guidance of 
Charles Edwards, dean of the School 
of Retailing, New York University. 

In addition to the film, the session on 
Tuesday will feature a work-shop on 
layout, art and production probilems. 
An extensive question-and-answer pe- 
riod will follow segments of the film, 
and the panel of experts will include 
members of the committee which pro- 
duced the film. 

The Television Bureau of Advertising 
will stage a “bread and butter” pres- 
entation on how to use the plans of 
television advertising to best advantage 
Wednesday morning. 

An added feature of the convention 
will be a display in the NRDGA Board 
Room of the winning entries of the 
Gold Awards contest from stores both 
large and small. 


Shoe Corporation’s Annual 
25-Year Associates Dinner 


CoLuMBus, O.—Shoe Corporation of 
America honored 15 more 25-year as- 
sociates at the annual recognition din- 
ner in the Southern Hotel. Some 350 
friends and fellow employes applauded 
as the “class” joined the ranks of 169 
other men and women who have re- 
ceived plaques and gifts as 25-year em- 
ployes since the firm was established in 
1923. Seventeen are charter members. 

Jack Schiff, executive vice-president, 
presided and made the awards. Robert 
W. Schiff, president and treasurer, was 
unable to be present but greeted the 
group by tape recording. 

Those presented plaques as new 25- 
year members included Josephine Black 
of Muncie, Ind.; Harry Cohen of St. 
Louis; Clarence E. Conaway of Colum- 
bus, 0.; Josephine DiPrima of Roches 
ter, N. Y.; F. Joseph Gorman of Green- 
burg, Pa.; Esmer O. Hubbard of Flint, 
Mich.; Jack Kellmer of Pittsburgh; 
Samuel Manewith of Chicago; Irwin 
William Mendelsohn of Chicago; Sam- 
uel Schiff of Lafayette, Ind.; Morris 
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Shapiro of Royal Oak, Mich.; Hyman 
Starsky of Rochester; Arthur M. Tay- 
lor of Columbus; Esther Wider of 
Columbus; and Louis Wolovitz of Pitts- 
burgh. 

Shoe Corporation of America has 
been growing at the rate of some 30 
new retail units annually in recent 
years. At the present time, it operates 
626 stores featuring popularly-priced 
merchandise, most of them in the East 
and Midwest but with one important 
chain on the West Coast. 


Retailer to Design and Make 
New Line of High Style Shoes 
Jack Schaefer, high 


NEW YORK 


Brooklyn 
West 57th 


recently 


style retailer with stores in 
and Miami Beach and on 
Street in New York, 
opened a factory to make shoes of his 
own design. These will be sold 
the name of Di Parigi at retail prices 
ranging from $25 to $30. 

His collection, presented to 
the the Hotel, 
features pointed toes, thin heels, inter 


has 


under 


current 
press at Delmonico 
esting uses of buttons and buckles and 
harlequin combinations of colors. E 
pecially dramatic is his d’Orsay 
Important feature of the shoes is the 
heel the 
wood next to the sole run 
and the other half runs vertically or at 


pump 


construction; grain of the 


horizontally 


right angles to the ground. 


Gud, L) Spal G4, 077) 


Ar, 


... because no man should 
go through life without 


experiencing Allen-Edmonds 


comfort. One feature, for 
example, is the patented 
heel construction that 
pulls linings and 
leathers tight and 
smooth without 
unnatural stress. The 
snug ankle fit actually 
improves with wear! It’s 


SARATOGA 
Black, 

Tan or Cordoba 
( be | and 

Nylon Mesh 


one of many reasons why Allen-Edmonds can guarantee 
foot comfort in writing —- why you deserve to treat 
your feet to Allen-Edmonds! Most styles $26.95 


...see your dealer or order direct. 


ALLEN-EDMONDS, BELGIUM, WISCONSIN 


The Shoe of Tomorrow 


they roll. . 


| ~~ 


. flex... 


. bend 


@)) 


to follow your foot in action! 


Add potent national advertising to a product of unmatched quality, 
and there’s a combination any dealer can push with profit! Take ad 
vantage of the customer interest stirred by the new Allen-Edmonds 


ad above to ring up bigger sales in your store! The above ad appears in 


} ESQUIRE, June 


SPORTS ILLUSTRATED, May 


Ever Notice How Many 


Leather 


THE NEW YORKER, May 11 


13 HOLIDAY, May 


Experts Wear Allen-Edmonds? 














SHOE DISPLAY FORMS 


....++ Accentuate the beauty of 
the new season’s soft-toed desert 
and 


D 3 HITOE 
FOREPART FORM 


Particularly adapted to 
full forepart display. Men's 
sizes 7, 7'/,, 8, in C & OD 
widths models . 
in stock for immediate de 
Also available in 
women's, and chil 


boots 


Composite 


liver 
cee plays. 
mens . 


dren's sizes 


sizes of 


OC 3 HITOE 

CUT-OFF FORM 
Cut-off toe and adjust 
able knuckle joint permits 
fitting a wide range of 
styles attractively » ae 
but 
In stock for immedi 
delivery. Men's form 
sizes 7 I'/, BC 7 7'/y 
8D. Boys’ sizes 4, 4'/, 5C 


inexpensive practical 


filler 


ate 


your window displays. 


Lightness and strength provide per- 
manent toe form beauty in shoe dis- 


Retains the original shape of the last. 
Smoothly highlights fashionable fea- 
tures in canvas and leather shoes. 
Indestructible in ordinary use .. . 
Fire-tested . .. Will not crack. 
Available 
construction. Manufactured on com- 
posite lasts. Suitable for all types and 


dren’s footwear. 


YA’ y a! 
{( / ess 
( EXPENSIVE Y 


nigh 


Ta 


canvas footwear in 


in full toe or cut-off toe 


men’s, women’s, and chil- 


IN STOCK 


for 
Immediate Delivery 
% 


Adjustable knuckle joint permits fit- 
ting a wide range of styles effectively. 
Automatic locking prevents form from 
slipping out of the shoe. Suitable for 
all types and sizes. 


BROCKTON 
ASSACHUSETTS 








Shoes Will Be Modeled, Tea Served Every Tuesday 


New YorkK—A new I. Miller Shoe 
Salon has been opened recently at 
Henri Bendel, 10 West 57th Street. Oc- 
cupying a space of 2100 square feet, the 
has its entrance on the 
the same time forming an 
part of Bendel’s main floor. 
The new salon has its own large display 
window beside 

The shop has been entirely remodeled 
redecorated. I, Miller’s own direc- 
store planning, H. McK. Glaze 
is responsible for the design and 
Sherburne Associates executed it. 
give an elegant, 


salon own 
street, at 


integra| 
its street entrance. 


and 
tor of 
brook, 
L. G 
Soft 


neutral colors 
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feminine look to walls, Louis XV and 
XVI and French provincial furniture. 
Shadow antique picture 
frames form unusual displays. George 
Arum is the manager of the new salon. 

Fashions will be modeled with Bendel 
and from the salon for 
customers every Tuesday afternoon 
from 3 to 5 during which tea will be 
erved. The showing will have a differ- 
ent theme each week, starting with “It’s 
a Navy Spring” the first Tuesday, fol- 
lowed the next week by a showing of 
“Bendel’s Imports” and the third week, 
Miller International.” 


boxes set in 


clothes shoes 


by “I. 


Some of the shoes displayed at the 
recent opening included five styles in 
patent leather; the “Swan,” a new last 
on a low curved heel; Perugia’s V-line 
pump, “La Vie”; T-straps; two Perugia 
designs in mesh, made in America; 
Perugia’s new “Forecast” last on shoes 
made in France and starting I. Miller’s 
International. Also international are the 
Italian made shoes designed by David 
Evins on aluminum heels, said to be in- 
destructible. Flats, some with molded 
soles, others with notched heels, 
and two other imported styles with new 
walking heels were also shown, 


ial 


A special note should be made of 
Perugia’s “Forecast” last. It is long 
but not pointed and flatter than recent 
lasts. 


Manufacturing Process Part 
Of Retail Shoe Store Display 


St. Louts—The men’s shoe depart- 
ment on the first floor of Stix, Baer & 
Fuller has recently incorporated over- 
sized photographs of shoe manufactur- 
ing processes into its wall display. 

The photographs are enlargements of 
pictures taken at the Roblee division 
plant of Brown Shoe Company in Litch- 
field, Ill. Seven views make up the dis- 
play. Each bears a printed card de- 
scribing in simplified terms the step of 
shoe manufacturing pictured above it. 
lor example, one card reads, “The op- 
vamp. Large dies 
are quarters, 


cutting a 
are vamps, small 
ones that are curved are foxing.” 


erator 1s 
ones 


Another view bears this explanatory 
message, “The operator is pulling in 
the sides, stapling them, making the 
leather fit the last.” Details of stitch- 
ing, finishing and the like also 
covered in the series of photographs. 

John Jouet is men’s shoe buyer for 
the downtown department store. 


are 


Retailers Join to Promote 
Downtown Parking System 


PAWTUCKET, R. I. Several shoe 
tores and departments are represented 
in the new Park and Shop Executive 
Committee, formed to develop a $500,- 
000 downtown parking system. 

Among those named to this impor- 
tant are Norman Bernstein 
of Bernstein’s Inc., John Gavin of W. 
T. Grant Company, Theodore Kolb of 
Peerless Company, Jason Levine of 
Robert’s Children’s Shop, Leon M. Na- 
jarian of G. M. Najarian Sons, Sigmund 
Saltzman of Saltzman’s Men’s Store, 
and Charles Shartenberg, Sr. of Shar- 
tenberg’s 

This 


a large Citizens’ 


committee 


will in turn 
Organization to gain 
financial and moral for this 
city-wide parking activity. This ac- 
tivity, Park & Shop Pawtucket, Inc., 
has already formed the 
state law to carry out recommendations 
made for several off-street parking 
areas to serve all sections of the down- 


committee sponsor 


support 


been under 


town shopping area. 
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Shaw Gives Custom-Mades — 


To Vice-President Nixon 


WASHINGTON, D. C.—Although politi- al Ky 
cal opponents feel that Vice-President 
Richard M. Nixon is a tough man to Ow BS5tk Vea 
shave, M. T. Shaw, Incorporated feels 
that he is, after all, not so tough to fit. 


During the Vice-President’s midwest Millions of women made happy with 


election campaign last fall, a national 


magazine reported that he was having MILLER 
difficulty finding his shoe size, 11E, in 


PA 


Build on a solid foundation... a wsiiinibes ever-growing business with 
repeat customers, substantial profits, no markdowns. Write for details of 
America’s most fascinating success story about women’s comfort shoes. 


ORTHO LAST 


Vice-President Richard M. Nixon admires 3877—The PRESTIGE Tie 

a pair of custom-built shoes sent to him 10/8 Wood Kantscuff Heel 
by M. T. Shaw, Inc., shoe manufacturers, 
and presented to Mr. Nixon by Congress- 
man August E. Johansen in Washington. 














Black nylon lace vamp 

Black kid tip, quarter 
and tongue 

. . Six-eyelet tie 

M. T. Shaw, Jr., of M. T. Shaw, In Long inside counter 
corporated, Coldwater, Mich., decided 
to make up a pair of shoes for Mr. SIZES i STOCK 
Nixon. Consequently, when the cam- 4 io 
paigner arrived in Battle Creek, Mich., to 
he was tole of the shoes being pre- fe 
pared. Mr. Nixon expressed his sincere ¥ to 
appreciation and added that his correct , te 
shoe size is 11D. 

Undaunted, the Shaw firm thereupon 
produced a pair of 11D black wing tip 
brogues and presented them, through 
Congressman August E. Johansen, 


oe to Mr. Nixon in Washington, | MILLER SHOE COMPANY, Inc. 


S jos Founded by ALBERT E. KLINKICHT 
J& J Slater Opens Three CINCINNATI 23, OHIO 
New Hanan Departments | L — a 


NEw YORK Hanan & Son men’s 
shoes will be featured exclusively in the 
new men’s departments recently opened 


























Galdstone’s Opens Seventh Chain Store in Vermont 


in J & J Slater’s Washington, D. C., BURLINGTON, VT. Gladstone’s Shoe Jewport and Bennington 
and White Plains, N. Y., shops. Store, the seventh unit of a Vermont lhe Burlington store has all new fix 
The new departments offer a com- chain owned by Jack Gladstone of this tures and shelving and pegboard di 


plete stock of classics, casuals and Con- city, has been opened at 14 Church play It has gray chairs and gray 
tinentals in the latest styles in addition Street, here. The same management floor carpeting and is illuminated with 
to the well-known Hurdlers. The com- operates two shoe stores in Barre and fluorescent light with spotlights to 
bination of Hanan men’s shoes and one each in St. Albans, Winooski, Ben- emphasize displays and shadow boxe 
J & J Slater women’s shoes brings to- nington and Newport. which display handbags and other item 
gether two of the industry’s oldest lines. The new Burlington establishment i rhe store front features a marquee 
Hanan men’s shoes are sold by more managed by Arnold Batavia, who be- that juts out from the store with 
than 300 franchise-holders throughout came associated with Gladstone’s in ‘“Gladstone’s” in black lettering with a 
the world and in the company’s own 1948 after attending the University of yellow background. Trim is of chrome 
stores in New York City, East Orange, Minnesota and New York University In the rear of the display windows are 
Palm Beach, St. Louis, Chicago and San In 1952, he joined Gladstone’s, at the liding gla panels, so that the whol 
Francisco. sarre store, later opening stores in nterior of the store is visible 
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Forecast White Important for Spring, Summer Wear 


CorRAL GABLES, FLA.—AI! along the 
Florida “Gold Coast” from Palm Beach 
to Miami Beach, are the shoe shops 
catering to the women who are looking 
for the very newest in novelty foot- 
wear. But Florida has many communi- 
inland a short distance from the 
coast, where fashion right merchandise 
is offered, usually of a more conserva- 
tive tyne 

Coral Gables is one of these places 
and Miracle Mile, the main shopping 
fast becoming almost as im- 
portant to shoppers as is Lincoln Road 
in Miami Beach. Indeed, several of 
the exclusive shops formerly operating 


ties 


street, is 


on Lincoln Road have now transferred 
to Miracle Mile. A survey of what is 
selling, and the forecast for spring and 
summer wear up north, shows that the 
all white shoe is going to be most im- 
portant. It is the proper complement 
for wear with summer dresses and the 
styles forecast for warm weather, the 
soft fabrics that are so strongly fem- 
inine, are best set off with a white shoe. 
So say the showmen on Miracle Mile. 
The closed, pointed toe and the open 
are running about fifty-fifty 
right now. For spring wear with suits 
the closed toe is in demand; for the 
softer silhouette it is the open sandal 


casual 





walking right off your counter — 


footsocks by 


Move so fast, your big job is keeping them in 
stock! Better check today; make sure you're 
covered in every size style. Good shoe stores 


sell several pairs per customer w ith every shoe 


sale 


no-show shell vamp, power grip stay-on heel pad, 
fashioned side-scam too. All Footlets Sanitized' 
against odors and germs. Styles for every 

shoe in Tycora® and Hi-Test Helanca® stretch 
(one size fits all), sheer run-proof nylon 


and fine cotton lisle... from 20¢ to 89c. 


Nationally advertised in Seventeen, Life, McCall’s, Charm, 


thanks to Footlet’s exclusive features: 


poets 


TRADEMARK 








CUSHION BALL 
OF -THE-FOOT 











Good Housekeeping, Glamour and N. Y. Times atent #2771691 


J.W.LANDENBERGER & CO. 285 Fifth AVENUE, NEW YORK, N. Y 
Manufactured in Canada by Cosmo Underwear Co., Ltd. Exclusive Canadian Licensee 


Ante? ceil Sa 28 


ce CRE a 


that is being sold for the most part. 

All beige and tan shades are also in 
demand and will continue so throughout 
the next few months. Plenty of black 
and black and white in combination is 
moving. Patent and polished calf are 
excellent. 

For future wear there are indica- 
tions that light pastels will be good. 
This is particularly true of pale pink 
and blue. 

The “must” shoes have some decora- 
tive motif on the vamp. Bows are good, 
so are buckles, straps and rosettes. 
While straw shoes have been introduced 
on Miracle Mile, they are moving 
slowly to date. Dealers say it is a 
little early for them, but expect the de- 
mand to pick up later. 


Pam’s Children’s Store 
Opens With More Stock Space 


St. Louis Pam’s Shoe Store for 
children, in suburban Clayton, St. Louis 
County, added 1000 feet of extra stock 
space when it moved recently to its new 
location at 8141 Maryland Avenue, 
next door to its former quarters. 

The new store continues the policy of 
offering youngsters and parents every 
possible service. A colorfully decorated 
Milk Bar occupies a prominent spot at 
the front of the selling area. “Kleenex 
or anything that babies or children 
need” is at hand for customer hospi- 
tality. Delivery service and charge ac- 
counts are part of Pam’s regular pol- 
icy. A complete size record of each 
pair sold is kept at the wrapping desk. 

A wide floor-to-ceiling mirror doubles 
the apparent size of the new store, 
which handles 22 chairs plus foldaway 
auxiliaries. A number system is used 
to serve customers in correct rotation. 
Beige carpet, greige walls and apple 
green accents point up the decorating 
Peg board, cut in animal 

used for footwear display. 


scheme. 
shapes, is 

Elmer Marx, owner of Pam’s plans 
second store in August in 
County’s new Crestwood 
hopping center now under con- 
struction. 


to open a 
St. Louis 
Plaza 


Packard-Rellin Shoes 
Opens Large Milwaukee Unit 


MILWAUKEE Packard-Rellin Shoe 
Company has opened a large new store 
at 172 West Wisconsin Avenue, here. 
Thomas Chambers is manager. 

The area totals about 4,500 
square feet, all on one floor, Mr. Cham- 
bers said, with a stock of 30,000 pairs 
The store is on the 
street floor of an eight story building, 
formerly the building, pur- 
chased by Packard-Rellin last year. 


sales 


of women’s shoes. 
Singer 


Packard-Rellin will give up its pres- 
ent store at 314 West Wisconsin, where 
it occupied three floors. Mr. Chambers 
said the one floor layout would simplify 
selling and customer service. An Italian 
decorative theme is followed. 
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Independent Footwear Store 
Celebrates 60th Anniversary 


LINCOLN, NEB.—Wells & Frost, in- 
dependent family shoe store with 50- 
foot frontage at 1134 “O” Street, is 
celebrating its 60th anniversary, hav- 
ing grown from a two-man operation in 
1897 to the present 61 employes. It is 
one of the largest as well as oldest 
family shoe store in Nebraska, stocking 
over 12,000 pairs of shoes for children 
alone. 

The firm was founded by Edward R. 
Wells, who came to Nebraska from 
Pennsylvania in 1885. The first store 
was a wooden building with about 16- 
foot frontage on North 10th Street. The 
store was later moved to 128 North 10th 
where it eventually expanded to a 50- 
foot frontage. 

Sheridan E. Frost became vice-presi- 
dent and the firm name was changed 
from The Wells Shoe Store to Wells 
& Frost in 1910. Mr. Frost started with 
the firm originally as a shoe salesman. 
He died in 1917. A men’s clothing de- 
partment was added when the firm 
name was changed. 

The present store building was pur- 
chased in about 1951 and completely 
remodeled, including year-around air 
conditioning. Four shoe departments 
are located on the 50 by 140-foot street 
floor. Included are children’s, women’s 
salon, women’s comfort shoes and men’s 
dress The downstairs store 
houses men’s and boys’ popular-priced 
dress shoes and work footwear. 


shoes. 


John F. Wells is now president. He 
is a grandson of the founder. Fred N. 
Wells, John’s father, was _ president 
from 1935 to 1955, but partially retired 
in 1955. He now serves as secretary- 
treasurer. 

J. Russell Fox is footwear merchan- 
dise manager and head buyer. Loren 
Mills merchandises the downstairs 
store. Charles Frost, son of the original 
partner, is still with the firm although 
the Frost family has not had a financial 
interest in the company for the past 
20 years. 


Shoe Man Is Named Manager 
Of New Shopping Center 

PHOENIX, ARIz.— Richard M. Ald- 
ridge, manager of Switzer’s downtown 
store here, former general manager of 
a shoe store and sales promotion di- 
rector of a large group of indepen- 
dently-owned has been 
named managing director of the new 
Park Central Shopping City in Phoenix. 

The 36-year old former advertising 
executive came to Phoenix three years 
ago from Cleveland. 


shoe stores, 


During his retail merchandising ca- 
reer, Mr. Aldridge has been active in 
the opening of several suburban stores 
spearheaded promotional 
Westgate Shopping Cen- 
dollar center near 


and several 
programs at 
ter, a multi-million 
Cleveland. 
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Potter Shoe Company Runs Successful Promotion 


CINCINNATI, O.—Leading promo- 
tional event at the Potter Shoe Com- 
pany downtown store in Cincinnati was 
the personal visit by Edith Henry, 
fashion consultant and designer for 
Carl Henry, Inc., Maysville, Ky. 

Lucky Stride Flats, Little 
Whis-Purrs, and Continentales 
introduced by Miss Henry with match- 
ing coordinated handbags and acces- 
sories selected by Marcella Detmering, 
buyer for Potter’s. 


Heel 3, 


were 


On hand to greet Edith Henry were 
Kk. C. Orr, president and James Potter 
Orr, vice-president of the Potter Shoe 


Company. The Potter Panel, a group 


met 
1957 


tyle 


of local college 
Miss 


showing's 


representatives, 
with Henry to sample her 


and to discuss campus 


trends and preferences. 


Elect Ex A. S. Beck Officer 
New YorK—Max L. Friedman, for 
merly president of A. S. Beck Shoe Cor 
poration, now retired, has been elected 
to the board of overseers of the Albert 
Finstein College of Medicine of Yeshiva 
University, according to an announce 
ment by Nathaniel L. 
man of the board. 


Goldstein, chair 





Step Masters 
FAST FILL-IN SERVICE 


IS A REAL 


MONEY MAKER! 


With budget-priced Step Master Shoes you 


can do a big volume on a minimum inventory 


... fill in needed sizes and styles as you sell 


them...speed turn-over... keep your stock 


always seasonable.. 


SUMMER SHOES READY 


6420—White 
6403—White 


2403—Black Patent 
A, 8,C,D 12%-4 
$3.50 : 


2420--Black Patent 


- always saleable. That's 
why Step Master dealers say these are the 
“money-makingest” shoes in their stores! 


SHOES 


for boys and girls 


FOR IMMEDIATE SHIPMENT 


Ma 6615 White 
y 4615 Brown 
f 2615 Black 
Bonwelt swivel 
strap loafer 
B,C, D. 8% 
12. .$3.10 
A, B,C. .12! 
4 $3.60 


$2.50 
2-12... $3.00 
2-4. $3.50 


BUDGET PRICED! 


$395 - $95 


RETAIL PRICE RANGE 


884 


6667—White 
bal saddle, 
white rubber soles 
B,C,D. 5%-8. $2.40 
84-12, $3.00 ; 
12%-4, $3.50 ( 


Brown & white blucher, 


leather soles 4-8, white rub 


ber soles 8 


4, B,5'%4-8,$2.40 


C, 0, 4-8, $2.40, A, B, C, D 


8 


862 
c,d 
54-8 


12, $3.00, 12/ 


3, $3.50 


White moc toe, B 
E, 2-5 


$2.25 
$2.55 


STEP MASTER SHOES, INC., GREENUP, ILL. 
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YURTH STAGI 


Golden Baby Shoes for Princesse Caroline 


; 


Four shoes in gold kidskin for Son Altesse (Her Highness) Princesse Caroline of 

Monaco, starting with a pair of soft moccasins. All Buntees by R. J. Potvin Shoe 

Co., made of gold Brogandi kid by John R. Evans & Company. Travel posters of 
Monaco, courtesy of the American Express Company. 





a two-day showing of Fiancees Shoes 
exclusively which they called a “Coffee 
sreak.” Throughout the period, women 
were served coffee while they 
shown—and bought—Fiancees. 

Jarry Coltin, fashion stylist of Clark 


Hold Shoe ‘Coffee Break’ 


BALTIMORE 
vertisement in 


Placing a full page ad 
the Baltimore Sun to 
announce the event, N. Hess Sons’, Bal 
hoe retailer, recently conducted 


customers 
were 


timore 


The line of Baby SHoes 
made especially for the 
four stages of foot growth 


MRS "Ga 7 


BABY SHOES 


THE BRAND MORE MOTHERS TRUST 


GOR Bers 
a aoe gy K, Raped - 


ieee 


’ 
> 


as 
x 


*« CRIB STYLES 
»E « SOFT SOLES 
» INTERMEDIATES 
+ FLEXIBLE WALKING SHOES 


Another advantage in selling IDEALS... 
result of intensive research in collaboration 
with leading pediatricians. Made of finest 
quality materials over doctor approved lasts, 


MRS. DAY’S IDEALS have been manufac- 


tured for over 55 years, in plants making 
BABY SHOES only. You cannot sell finer 


infant footwear. 


MRS. pays Vde BABY 


ry weer AN 
NEW Yorn 


- or A 


Style No. 40 aby Soxers” 

b shoe. Pink, Blue, Mint, Maize 
White Sueded All Nylon 
Slipper with attached Helanca 
Sock Tep. Transparent Gilt Box 


SHO! i Lom Sizes 0 to 2 


é 


fe Oe 


ee MART 64 





Shoe Company, manufacturer of Fian- 
cees, Was present to advise women on 
and how to accessorize them. 
Hess reported heavy store traffic and 
excellent sales. 


shoes 


National Shoes, Inc., Awarded 
Special Citation 

NEw YorK—A special citation has 
been awarded to National Shoes, Inc., 
by The Podiatry Society of the State 
of New York in recognition of the shoe 
chain’s public service in the interest of 
foot health. The award, which com- 
memorated the publication of the one 
millionth copy of the company’s book- 
let, “How To Care For Children’s 
Feet,” presented to Louis Fried, 
president of the company, by Dr. Irv- 
ing L. Marks of Elmira, president of 
the society, at its 61st Annual Foot 
Care Conference. The citation was 
presented to Mr. Fried in a brief cere- 
mony at the Barbizon-Plaza. 

In presenting the citation, Dr. Marks 
pointed to the many other public ser- 
vices performed by National Shoes in 
the interest of foot health, noting par- 
ticularly the establishment of a train- 
ing program in proper fitting of foot- 
wear conducted among salesmen and 
the shoe chain’s regular support of 
Foot Health Month sponsored by the 


society. 


was 


The society’s Foot Care Conference 
is held annually to discuss new medical 
developments and professional tech- 
niques in the care of feet. 


Tradehome Revamps Set-Up; 
New Homes for Two Stores 


St. PAUL, MINN.—-Tradehome Shoe 
Stores, Inc. has launched an expansion 
program which includes relocation of 
two stores and the opening of another, 
according to a report by Al Mains, 
president of the firm. 

The St. Paul store is being moved to 
36 East Seventh Street, in this city. 
Another outlet, in Mason City, lowa, 
is in the process of moving to 16 South 
Federal Street, Mason City. The new 
outlet will be located at 306 South Main 
Street, Aberdeen, South Dakota. 

The St. Paul and Mason City stores 
will be much larger than those form- 
erly occupied in those cities. Both are 


being remodeled. 


Central States Shoe Group 
Names New Officers for 1957 


KANSAS CiTy, Mo. 
named by the Central States 


New officers were 
Shoe Trav- 
elers Association at its annual meeting 
here. 

President is Art Eberly. Glenn Smith 
is vice-president and Clarence A. West 
re-elected secretary-treasurer. Di- 
are H. E. Howard, H. J. Ellen- 
berger, Bert Greenhouse, Ray Schaffer 


and Ed Worley 


Wa 
rector 
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Four New Family Shoe Stores Shoe Buyers Use New Plane to Speed to Meetings 
Are Opened by Thom McAn HASTINGS, NEB.—The 100 family shoe It will be used by executive and 
New YorK—Thom McAn opened four departments operated in J. M. McDon- buying personne! for conducting district 
new family shoe stores in shopping cen- ald Company stores throughout the group meetings, supervisory trips, and 
ters in three states in widely separated Midwest, Southwest and Rocky Moun- to visit the New York buying offic 
sections of the country on March 13 and_ tain states will be beneficiaries of a new 
14. ‘ Super 18 Beechcraft airplane purchased 
by the company to replace a smaller 
model, according to President J. M. 
McDonald. BostoN—The Spencer Shoe Corpora 
The new plane has approximately 400 tion has opened a new leased depart 


A new family shoe store opened on 
March 13 in the Frederick Shopping 
Center, Frederick, Md. James Nagle 
manages the store, which is operated by 
Frederick (Md.) Thom McAn, Ine. miles longer range and can transport ment in Shoppers’ Fair, Evansville 


Spencer’s New Leased Dept. 


more sample cases for group meetings. Ind. The announcement was made by 


sville T Meé .. or- , ' ' 
Huntsville Thom McAn, Inc., oper It has seating for six passengers and ( Charles Marran, president Mi 


ates the new family shoe store in the 
Parkway Shopping Center, Huntsville, 
Ala. Howard Patterson, who has been 
managing a Thom McAn family shoe 
store in Decatur, Ala., is manager. The 


store opened March 14, ’ b 
William the i FIRST on your memo... 


Semenas manages new ‘ 
family shoe store in the Talbottown | po LE 
Shopping Center, Easton, Md., which | sae A THERS from, 
opened March 14. The store is operated ‘ 
by Talbottown Thom McAn, Inc. 


ie 
The new Thom McAn family shoe j | wy Vi | NG 
store in the Crescent Airline Shopping 


Center, Metairie, La., near New Or- Sanning - 


the pilot. Cruising speed is 205 miles Marran reported February sales up 
an hour, compared with 185 in the old 20.6 per cent, or $295,211 as against 
plane. $245,874 of the same period last yea 





leans, is operated by Crescent Airline 


Thom McAn, Inc. The manager is Elvin ily J 
J. Martinez, Jr., a native of the New * 

Orleans area who has managed a num- ’ “4 U PPER LEATHE R Ss 

ber of Thom McAn shoe stores there. 

The store opened on March 14. ee bia 


140 BEACH STREET, BOSTON 11, MASS. 
= 











Ohio Shoe Travelers Club 





Opens Membership Drive 


COLUMBUs, O.—The Ohio Shoe Tra- 
velers Club has embarked upon a pro 0 H 

gram designed to increase member- in | a y 

ship and add to value of the two shows fate 


it sponsors annually. 


A special meeting of club directors bi * 7 ) 





neeonctenecinemenniiematincionen 





was held in February to discuss the + 


twin challenges of membership and By: ( “he CLARENCE ate hp 
activities. ‘The board agreed upon an vb cis ie jel im 
over-all program that should benefit i a7 f] MM : 
both members and non-members who gis h ; 
travel in the state of Ohio and vicin- a Mi By A SHOE BUYER 
ity,” Mrs. Caroline Rund, executive st Bie SCHUSTER 'S' . MILWAUKEL,, WIE 
secretary, said. J AN 

The action followed requests of sev 5 we , ‘ wei Pi Guaseuce. HAS BEEN WITH 
eral members during the spring show is, ; *) SCHUSTER'S FOR ALL OF HIS 
held in November that factory per- i Ml | Soap 6 . 7! 35 YRS.IN THE SHOE BUSINESS 
sonnel be present in every sample i WM my ne RECALLS MAKINGA CREDIT 
room. “Dealers want comment from , eal ia ie ; FOR $5. THAT RESULTED IN A 
factories. They want to gripe to fac “7 ie Ce ’ 1 ys et Ra tg — 
tories. They want to express thei et 8 Ft , ms LOYAL TO THIS DAY 
ideas to factories,” H. J. Knott, a club eh Sa I 3 ia Mi kt ; 4! 
leader said. hi, f fe Moanies ARE BOWLING, 

di: iid ENJOYING THE COMPANION - 

He urged that the club go even far 4, ' : SuUIP OF HIS TWO SONS 
ther by inviting fashion people from Os eileen, dae a ANDO SELLING FINE SHoOeg 
Esquire, Seventeen and Mademoiselle, ‘ Af , (Crarence, HAS BEEN SELLING 
and trade people from Boot AND SHOE sD ; p. FREEMAN SHOES SINC® 
RECORDER and Footwear News to add Ne s THEIR INTRODUCTION IN 1922 
an authoritative touch. , 

Directors, pointing to Ohio sales to- 
taling 6 per cent of the nation’s shoe 
business, agreed with Mr. Knott that 
“while we cannot compete with Chicago 
nationally, we can make Columbus more 
important for the Ohio dealer.” 

First evidence of its program will 
be presented at the May show here. 
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Shoe Industry Raises Funds to Aid Boys’ Town in Italy 





Rt. Rev. Monsignor John Patrick Carroll-Abbing, president of Boys’ Town of Italy, 
confers the title of honorary founder on Frank Mazza at the Shoe Industry Luncheon 
held at the Hotel Roosevelt for the benefit of the Boys’ Town. 


New York—-More than leather and was presented with a parchment scroll, 
allied shoe products were on display in flown in from Rome, in recognition of 
New York during the Show Week. It his work for Boys’ Towns of Italy. 


a luncheon held in connection with 
1957 
Towns 


wa A p: rtially-restored villa became the 
first Boys’ Town of Italy center. Here, 
under the guidance of Monsignor 


Carroll-Abbing, the founder of Boys’ 


the launching of the fund-raising 
of Italy, Ine. 


D’ Antonio 


campaign for Boys’ 


Frank Mazza, member of 


Shoe Manufacturing Corporation of Towns, hundreds of boys have been 
New York, chairman of the shoe indus- housed, educated and trained in self- 
try division, was the honor guest and government, handcrafts, fishing, indus- 


SHORT IN HEIGHT 


LONG IN SERVICE 






Outdoor men everywhere are going for 
“shorties’ in boots. Stock up now with 
these top-quality, priced right NOCONAS. 


(181) Both top 
and vamp made of russet 
yvnac, with full) leather 
10-inch top has 
callop. 


“Rope r 





lining 


California 










“Ruf Out” (X-199) 
Made of natural 
retan leather with 
the flesh side out 
Sole and shoe heel 
Clipper” (X-100) are Neoprene cork. 
Ila full leather 
lined russet dresside 
vamp. Russet kid top 
varies in height ac 
cordin lo size 
Promenade (10-X-0X%)--Oxford 
of russet kid with leather-covered 


‘ istic re on each ice 


IMMEDIATE SHIPMENT FROM 


NOCONA BOOT CO., Inc. 


ENID JUSTIN, President 


NOCONA, TEXAS 


NOCONA 
BOOTS 


92 


Get a load of 





Write for Our 
Complete Catalog 


trial as well as agricultural pursuits. 

Monsignor Carroll-Abbing is a dedi- 
cated man. He left Rome February 25 
and arrived in New York in time to at- 
tend this luncheon and to spark the 
fund-raising campaign. 

In addition to the scroll presented to 
Frank Mazza, there was another one 
for the second guest speaker, Edward 
G. Robinson, film star. 

The entire funds raised through this 
campaign will go towards the erection 
of a building in Boys’ Town of Rome 
in the name of the shoe industry of 
America. 

Members of the 
eon committee were 
chairman; Ralph M. 
Baskind, Lee Evins, 
fred W. Payne, Jr., Anthony Sicmeca, 
Benjamin Seligman, Philip Sobel, Mor- 
ris Witlin and Patrick G. Pisano. 


shoe industry lunch- 
Fileno De Novellis, 
Abrams, Seymour 
Monroe Geller, Al- 


New Kinney Store Is Opened 


NEw Ouseane The Kinney Shoe 
Store has opened the latest of its 365 
stores in the new Gentilly Woods Shop- 
ping center here. The store carries dress 
and casual shoes for men and boys, as 
well as for women and girls. Acces- 
sories slippers, hosiery and 
hand bags are also available. 

Albert Jones, .who has been 
shoe business for seven years, 


such as 


in the 
is store 


manager. Walter Leftwich is assistant 
manager 
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SELL SCOTT'S 
FANTOM-FOAM INSOLES 


. the item that sells on sight! 


Light as a Feather! 
Superb Comfort in Every Step! 


Cloth topping permits air passage 
through entire surface—and the beliows- 
action of the foam rubber breathes air 
beneath and around the feet which 
keeps them cool and comfortable. 


Place Your Order Today! 


3-10 
Pairs 


Men's sizes 6-13 — Ladies’ 
$4.20 Doz. Pairs — $47.90 Gr. 


FREE Counter Display 
with 3 dozen pairs or more 


SCOTT 


FOOT APPLIANCE CO. 
1701 WEBSTER ST. © OMAHA, NEBR. 
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Obituaries 





Donald D. Gosselin 


MANCHESTER, N. H.—Donald D. Gos- 
selin, 50, died suddenly at his home 
here. He had operated a retail shoe 
store for the past eight years. Born 
in Quebec, he had been a resident of 
this city for 11 years. 

Mr. Gosselin was well known in the 
shoe field, having started as a retail 
salesman in Hartford, Conn., in 1927, 
after which he was associated with 
Lord & Taylor in New York. In posts 
thereafter, he was a department man- 
ager at Frederick Loeser, a store in 
Brooklyn which subsequently became 
Namm Loeser and is now out of busi- 
ness, and also at Arnold Constable in 
New York City. 

Mr. Gosselin then joined Bonwit 
Teller’s in Philadelphia as an assistant 
buyer, following which he was Little 
Yankee’s New England representative 
and then represented the Edwards’ 
children’s line. 

He is survived by his widow, Cecille; 
two sons, Donald B. Gosselin, Jr. and 
Donald E. Gosselin, both of Manchester; 
three brothers, Jean Baptiste, Zepherin 
and Pierre Gosselin, all of Quebec; 
two sisters, Mrs. Francis Kay of Lewis- 
ton, Me. and Mrs. Amedee Richard of 
Bristol, Conn. 


Joseph H. Shriber 


BostoNn—Joseph H. Shriber of New- 
ton, Mass., for many years a sales 
representative for the Converse Rub- 
ber Company of Malden, Mass., died 
Friday, March 15, at the Beth Israel 
Hospital, Boston, of a heart condition. 

The territory he covered for Con- 
verse included metropolitan Boston and 
northeastern Massachusetts. Previous 
to his work as a salesman, Mr. Shriber 
was employed in the company’s pur- 
chasing department. He is survived by 
his widow, Lillian, and two daughters, 
Ruth and Marilyn. 


George H. Knox 

CONWAY, N. H.—George H. Knox, 68, 
retired manager of the Fred W. Mears 
Heel Company, Inc., plant, died recently 
at Memorial Hospital following a long 
illness. A native of nearby Albany, 
Mr. Knox had lived in Conway for 50 
years. He was a World War I veteran 
and a charter member of Ralph W. 
Shirley Post, American Legion. He was 
also a member of Mt. Washington 
Lodge, F & AM. 

Survivors include his widow, Mildred 
Hewey Knox; one daughter, a son and 
one brother. 


Lester L. Frazier 

DENVER Lester L. Frazier, 65, a 
veteran shoe retailer for 35 years, died 
in his sleep March 4 at his home, 1915 


Logan Street. He was in the men’s 
shoe department at the Denver Dry 
Goods Company for the past seven 
years. 

A native of Lansing, Mich., he had 
come to Denver as a youth and was 
educated in the Longmont school He 


was married in Denver in 1929 to Mr 

Agnes Meadows. Mr. Frazier had 
started his shoe-selling career with 
Endicott-Johnson Corporation and later 
was employed as a salesman for Joseph 
P. Dunn Shoe & Leather Company here. 

For a number of years he sold both 
men’s and women’s shoes for the May 
Company and later was in the men’s 
shoe department of Gano-Downs store. 
He had also sold outer rubber footwear 
for U. S. Rubber Company. 

Funeral services were held March 7 
at Olinger Mortuary with burial in Mt 
Olivet Cemetery. Besides his widow, he 
is survived by two step-sons, his mother, 
a brother, and sister. 


Jack S. Kollinger 

DAYTON, O.—Jack S. Kollinger, 49, 
manager of Schiff’s Shoe Store in Day- 
ton, died recently. He had lived in In 
dianapolis until three years ago. 

His widow, Helen; mother, 
Abraham Kollinger, Los Angeles; 
sisters, 


Mrs. 
two 
and four brothers survive. 
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ABSORBS HEEL SHOCK 
ADDS SPRING TO EACH STEP 
KEEPS FEET COOL AND DRY 
DISTRIBUTES WEIGHT ALONG 
ENTIRE FOOT 

FLEXIBLE RIPPLES LENGTHEN 
THE STRIDE 


Black Glove Russet Glow Glove 


P. W. MINOR & SON, INC. 





“RIPPLE SOLES have been called the most important advance 
in footwear since Julius Caesar put heels on the boots of his 
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IN STOCK AT $8.75 
White Nova Calf 
3A 7-10, 2A 6-10, A 5-10, B 5-10, C 5-10, D 5-9 


BATAVIA, WN. Y. 
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‘COLT BOOTS 


... foremost afoot and astride 





COLT-CROMWELL CO., Ine. 


610 Atlantic Ave., Boston LO, Mass. 
.. 3 


‘ 


The recognized leaders in 
quality English type boots 
now offer various grades and 
widths to meet the greatly 
increased demand. 


TO RETAIL FROM 
$1659 to $3900 





Send for catalogue of 
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Cyrus Monroe 


MASS. Cyrus Monroe, 
president of Regal Shoe Com- 
Whitman, Mass., died recently 
He was 68. 


WHITMAN, 
former 
pany of 
after a long illness. 

Active with the Regal firm for many 
years, Mr. Monroe was a 
electman and treasurer of the Republi 


former town 
can town committee. He was president 
of the Mutual Federal Savings & Loan 
the time of his death. 
He leaves his widow, Helen; a daugh 
ter, Amber L. Monroe; and two sisters 
Abbie L. Monroe of Whitman and Mr 
Lawrence Johnson of Beverly. 


Association at 


Stokely M. Caudle, Sr. 


ST. Louts—Stokely M. Caudle, Sr., a 
retired sales manager of Roberts, John- 
on & Rand division of International 
Shoe Company, died March 7 of cancer 
at Anniston, Ala., where he lived. 

Mr. Caudle, 80 old, 
for the shoe firm from 
when he was named 
retired in 1945 and 

His wife, the 
on, is dead. 

Surviving are two daughters, Mrs. 
Henry L. Meier of St. and Mrs 
Hasseltine Grebneaire, Anniston, a son, 
also of and six 


was a 
1913 


sales 


years 
alesman 
to 1926, 
manayer He 
Anniston. 
Martha John 


moved to 
former also 
Louis, 
Anniston, grandchil 
dre n 


ALWAYS 


count on getting fashion’s 
best numbers promptly from our 


IN-STOCK 


HANNAryONS 











mcelalatelatevars 
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Joe O’Brien 


PETERSBURG, IND. Joe O’Brien, 
president of the First National Bank 
of Petersburg, and associated with 


Horatio D. Curtis in operating a shoe 
store there, is dead. 

He was active in Republican Party 
circles and was a Mason, Odd Fellow, 
and a member of Kiwanis. 

A daughter, Mrs. Dorothy LeCount 
of Birmingham, Ala., survives. 


’ 


William F. Donovan, Jr. 


GLOUCESTER, MASS. William F. 
Donovan, Jr., 56, president of Thaye 
McNeil Shoe Company, leading Boston 
and Wellesley retail shoe firm, died 
March 11 at Addison Gilbert Hospital 
in Gloucester after a short illness. 

A native of Toledo, O., Mr. Donovan 
was the of William F. Donovan, 
founder of Libby Glass Company, in 
Toledo, and was associated with that 
firm for several years. He also was 
employed by Binney Casting Company 
before joining Thayer McNeil in Bos 
ton. He was a graduate of George 
town University and had engaged in 
postgraduate study at the Massachu 
setts Institute of Technology. 

Surviving are his widow; two daugh- 


son 


ters, Mrs. Richard L. Corrigan and 
Mrs. Francis E. Malone of Toledo; 
and a sister, Mrs. Dorothy D. Farrell 


of Albany. 


Betsy a 


Biack Patent 
Flax, Blue, 
White or 
Red Kid 
on 22/8 or 
17/8 heels 

$5.60 


the 











A. Crafts 


Percy 

New YorK—Percy A. Crafts died re- 
cently of a heart attack while on a 
business trip in New York. He was 
70 years old. 

Mr. Crafts was sales representative 
for American Biltrite Rubber Co. of 
Chelsea, Mass. Active in the supplies 
industry for many years, he was pre- 
viously associated with Lawrence Proc- 
ess Co. of Lawrence, Mass., 
capacity. 


in a sales 


A native of Auburn, Me., he lived in 
$,rookline, Mass., for the past few 
years. Surviving are his widow and a 
sister, Mrs. Blanche H. Blake, of New- 
ton, Mass. 


Harvey D. Reed 

ABINGTON, MAss.—Harvey D. Reed, 
retired superintendent of Regal Shoe 
Co., in Whitman, Mass., died recently 
at his home here in Abington, after a 
long illness. He was 80. 

A native of South Weymouth, he had 
lived in Abington for the past 45 years 


and was associated with Regal Shoe 
for 30 years until retiring 10 years 
ago. He was a member of the Wildey 
Odd Fellows Lodge of South Wey- 


mouth. 


Surviving are his son, Harvey A., 
also of Abington, and a brother, Alvan 
T., of South Weymouth. 
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MAJSORETTES 


STYLE 7611 
Growing girls’ 
Sizes 3% thru 10 


A’ & °C" widths 
Priced at $4.75 
STYLE 6611 Misses 
Sizes 12'2 thru 3 

B'' & *'D'' widths 
Priced at $3.55 
Children's 
thru 12 





Sizes 8 
width 


Priced at $3.5 5 


Infants 


etd: . Sizes 4 thru 
8 D'’ width 


Priced at $2.95 


Illustrated Catalog 
on request 


Made by folks who know fine bootmaking 


ACME BOOT COMPANY, Inc. 


Clarksville, Tennessee 


Boot and Shoe Recorder 


super 
flexible — 

super light — 
STREET 
BALLETS 


hea{ricals 


BERNE. 


IN STOCK 
FOR IMMEDIATE 
DELIVERY * 


dy 


Hand-lasted, air-foam 


Mark E. Murphy 

CAMBRIDGE —- Mark E. Murphy, re- 
tired president and owner of Lincoln 
Manufacturing Company, and 
St. Louis shoe fabric combining firm, 
died at his home here after a long ill- 
He was 67. 

A native of Cambridge, Mr. Murphy 
was a well-known figure in the New 
England shoe industry. He graduated 
from Phillips Andover Academy in 
Andover in 1914 and after serving with 
the U. S. Army in France 
World War I, returned to 
t own firm. He 
the business 
ment in 194] 

Surviving are hi 


Soston 


ness. 


during 
the U. S 
remained 


until hi 


0 open nis 
active in retire 
Katherine 
James H. 


widow, 
and a daughter, Mr 
oney, Ji of Waban, Ma 
Nathan Hurwitz 
Los A 
tz, retired hoe 
Angeles 


been living for the past 


Nathan 


manufacturer, 


NGELES, CAL Hur- 
died 
had 


several years 


recently at Lo where he 
He wa 
Shoe Co of Auburn, 
the New 


vears. 


formerly a partner in the Clark 
Me., 
England 


and was 


active in hoe trade 


for many 
A native of Russia, Mr. Hurwitz 
United States in 1905 and 


shortly there 


came to the 
entered the shoe business 
after. 

Surviving are hi 
Block; a son, A. Hurwitz of 
a brother and a 


Luba 
Lo An 


widow, 
sister 


geles; 
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cushioned ballets of finest 
leathers. Fully lined, full chrome soles. Black or white leather, 
dyeable white satin and gold or silver mesh. Net f.o.b. Boston, 


BERNED SHOE CO. 


Manufacturers ¢ Distributors 
207 Essex St., Boston 11, Mass. 


We Offer Quality Jobs, Cancellations 
and Closeouts in Branded Footwear to 


CANCELLATION 


shoe stores, 
drive-ins 
and 
shoe 
promotion 
buyers 


NO SERVICE 
CHARGE ON 
SMALL ORDERS 


Our prices 

on fine shoes, 
bought direct 
from the best 
known makers 
are in line with 
our nationwide 
reputation 

for values! 


Open a Cancellation Shoe Store in Your Town 


Our New Store Consultants Will Help You 


garment 


$190 


1215 Washington Ave 


Sample Rooms 


Set Up a Profitable Operation 


Quality Shoes Since ‘32 


M. K. WEIL Shoe Company | 


“While in Town See Weil” 
Saint Lovis 3, Mo 


Los Angeles + New York 


Financial News 


Edison Reports February Gain 
Edison Brothers Stores, 
consolidated net 
$5,412,427 for the month of February. 
This compares with $4,725,663, an in 
crease of $686,764, or 14.53 

For the two months ended 


28, 1957, sale 


St. Louis 


Inc., reports ales of 


per cent 
February 
amounted to $10,/4%,57% 
384.697 for the 
Phi 


an increase oft $1 .363 RR] oF 


a compared with 39, 
represent 
14.53 pe 


percentage 


ame period last year. 
cent By coincidence, the 
Februa) VAS CX 


Becau 


increase To! 


Jan ial 


Chain Reports Big Sales Gain 


‘ 
NEW Y OR} 


Increase of 11: 
cent in sales and 20.4 per cent 


for the j mont ended 

announced by Lo 
ssident of National Shoe 
hoe chain, in a report to 
Both 


ime peal 


ales and income 


Sale for the half Y¥CaAl 
ary 26 totaled $11,997,635, 
$10,725,025 for the ame 
year Earnings for the 
$371,021 as 


$310,829 


compared to 
Karning per 
period were $.65 and $. 


Goodyear’s Record Outlays 
Totaled $89 Million in 1956 


AKRON, O 
vrogram by The Goodyear Tire & Rub 


A world-wide expansion 


ilted in reeord capital 


1956 wccord 


vr Company re 
sutlavs of $89,000,000 in 


ny to the 


| 
annual report cut 


Loc } holde 


Company 
being ma ed to 
wdyeal plant care 
1 the Philippine ( 
ii ind plant 


rand ede 
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Beck February Sales Up 

New YorKk—The A. S. Beck Shoe 
Corporation, including its Adler Shoes, 
©, H. Baker, and Ansonia subsidiary 
chains, announced retail sales for the 
four weeks ending February 23, 1957, 
totaled $3,333,412. This is a 7.7 per 
cent increase over retail sales of $3,- 
095,991 during the corresponding 1956 
period, 

For the first eight weeks of 1957, A. 
S. Beck and its subsidiaries reported 
ales of $6,732,995, an increase of eight 
cent over of $6,232,148 re 
corded for the same period of 1956. 


per sales 


Melville Reports Sales Gain 


New YorkK—Retail sales of Melville 
Shoe Corporation for the four weeks 
ended February 23, 1957 were $6,389,- 
955, compared with $5,674,299 for the 
like four weeks a year earlier, an in- 
crease of 12.6 per cent. For the eight 
weeks ended February 23, 1957 sales 
totaled $12,651,936, against $11,015,130 
for the corresponding eight weeks of 
1956, an increase of 14.9 per cent. 


U. S. Shoe Declares Dividend 


The United States Shoe 
authorized the regular 
quarterly dividend of 25 cents a share, 
payable April 15, 1957 to all share- 
holders of record at the close of busi- 
ness on March 29, it was announced by 
James A. Salinger, secretary-treasurer. 
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FOAM CUSHION 
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Every step 


a gentle 
ERSET'( 





Send for FREE sample 
(state size) and Catalog 
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It is the finish that distinguishes 
this 
other leathers. 


chrome Kipskin from all 
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Johnson-Stephens Dividend 


St. Louis Johnson - Stephens & 
Shinkle Shoe Company declared a divi- 
dend of 10 cents per common share, 
payable April 1 to stockholders of rec- 
ord March 23. 

Bradford Shinkle, Jr., a vice-presi- 
dent of the First National Bank of 
Clayton, was elected a director of the 
shoe company. He fills the vacancy 
made some time ago through the death 
of Frank Martin. 


Shoe Corporation’s February 
Gain Reported at 12 Per Cent 


CoLuMBus, O. The Shoe Corpora- 
tion of America, with 626 retail outlets 
throughout the country, reported sales 
of $4,311,660 for the four weeks ended 
February 23 and $8,547,966 for the first 
eight weeks of 1957. Oscar L. Fleckner, 
secretary-treasurer, said the sales rep- 
resented a 12.1 per cent gain from the 
first eight weeks last year when only 
596 stores were in operation. 

The Columbus-headquartered firm 
combines manufacturing, distribution 
and retail operations, directed from the 
administrative offices at 35 North 
Fourth Street. The three-year-old ware- 
house in north Columbus was expanded 
recently to facilitate handling of steadi- 
ly increasing orders. Total business 
last year hit an average $1 million a 
month for the first time in Shoe Cor- 
poration history. 
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WELLcO 





for’ The Walk That Relaxes™ 


WASHABLE SLIPPERS 





for the entire family 


WELLCO SHOE CORP. 
WAYNESVILLE, N. C. 








Trade Literature 


Wolverine History Published 


The Wolverine Shoe & Tanning Cor- 
poration, Rockford, Mich., has just is- 
sued an eight-page brochure on the 
background and history of the company. 
It includes a number of illustrations, 
some dating back to the earliest days 
of the firm, and a chronological listing 
of significant dates in the firm’s his- 
tory. 

It is being distributed to employees, 
customers, new residents in Rockford 
and to other interested persons. 


Booklet Tells What to Avoid 
In Advertising Shoes 


NEW YorK—A new booklet, covering 
government rulings on misleading shoe 
advertising, was issued recently by the 
National Shoe Manufacturers Associa- 
tion to all members. 

The report, entitled “Digest of the 
Federal Trade Commission’s Conten- 
tions and Rulings on ‘False, Deceptive 
and Misleading’ Shoe Advertising and 
Labeling,’ supersedes the first edition 
issued in December, 1953. Prepared by 
Seligman and Seligman for the Na- 
tional Shoe Manufacturers Association, 
the 12-page brochure updates the pre- 
vious summary on advertising words 
and phrases on shoes taken from com- 
plaints, stipulations and “cease and de- 
sist” orders. 
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MARSH 


MARION 


NEw YorK—A unique new service 


tailored to the needs of the shoe and 
allied trades has been established in 
New York by Marion Marsh and Ruth 
Savage Keen under the name, Partners 
in Fashion. 

The new corporation will provide de- 
sign, line building, fashion, promotion, 
publicity and advertising services—and 
manufacturers or retailers may contract 
only for that portion of the service 
which they need. Arrangements can 
also be made for “spot” jobs in emer- 
gencies such as the temporary absence 





RUTH SAVAGE KEEN 


or heavy work load of a key executive 
in fashion or advertising departments. 

Miss Marsh, a former shoe merchan 
dising editor of Harper’s Bazaar, re- 
signed in February as vice president of 
Marshall, Meadows & Stewart to set up 
the new business. Mrs. Keen, a well- 
known Philadelphia artist, has special- 
ized in shoe art, design and advertising 
for several years, and has numbered 
among her clients some of the 
known names in the shoe field. 

The new company will have offices in 
the Empire State Building. 


best 





St. Louis Shoe Show Beefsteak Dinner in New Ballroom 


St. Lours—-The Beefsteak Dinner on 
Monday, April 29, annual event of the 
St. Louis Shoe Show, will be held this 
year in the new ballroom of Hotel 
Chase. The room was officially opened 
March 5, with more than 1,000 civic 
and social leaders attending the “Spirit 
of St. Louis Ball.” 

The new annex building with its ball- 
room on the first floor and exhibition hall 
on the lower level, is reportedly the 
largest hotel convention facility west 
of the Mississippi River. The ballroom, 
with its 20,000 square feet of space, has 
a seating capacity of 1,800 for banquets 
and 2,500 for auditorium-style meet- 
ings. 

Named the Khorassan Room after the 
mythical kingdom of St. Louis’ world- 
famous Veiled Prophet, the ballroom 
has several unusual features. Its thin- 
shell acoustical ceiling features special 
lighting fixtures designed by Harold 
Koplar, called star mobile lights. From 
the center cluster of lights, arms reach 
out as far as 10 feet and explode into 
a cluster of small lights. In many of 
the 30,000 holes in the acoustical ceil- 
ing, small blinking lights have been in- 
stalled to give the impression of stars 
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blinking brightly up in the sky. 

With the exception of the dance floor 
area, the floor is covered with a rug of 
blue and gold. At the east end of the 
room, where the hydraulic stage and 
bandstand are located, the nation’s first 
completely electric contour curtain, a 
pale gold silk curtain, has been in- 
stalled. Curtain in front of the all- 
glass east wall is burnt orange silk. 

Black mahogany panelling is used on 
the west end of the new ballroom, ad- 
joining the lobby and Regency Room. 
A mural of St. George and the Dragon, 
painted by the St. Louis artist Sieg- 
fried Reinhardt, flanks the ballroom en- 
trance, 

Myron Cohen, America’s foremost 
story teller, star of supper clubs and 
guest on the Ed Sullivan Kate 
Smith shows, headlines the entertain- 


and 


ment. Several other acts, to be an- 
nounced later, and the Chase ballroom 
promise to make this year’s Beefsteak 
Dinner one of the most outstanding fea- 
tures of the Eleventh Annual Fall 
Showing of the St. Louis Shoe Manu 
facturers Association, to be held in St. 


Louis, April 27-30. 


WCSTA Considers Problems 
Facing National Salesman 
ANGELES The Washington’s 
birthday luncheon of the West Coast 
Shoe Travelers, held at the Alexandria 
Hotel, had as guest speaker William 
Buckley, president of the National As 
Men’s Apparel, also presi 
Bureau of National Sale 


Los 


sociation of 
dent of the 
men’s Associations. 

Reporting on the activities of the na 
tional associations which he represent 
Mr. Buckley stated that 
have already met with 
to attempt 
gressional Small Businessmen’s 
mittee, which would have authority to 
work in interests. 


committee 
Congressman 
to set 


Roosevelt up a Con 


Com 


salesmen’s 
One of the main bones of contention 
the “delivery on order 

Salesmen feel they are entitled 


right now is 
phase. 
commission of &5 
booked. The 
arises out of the practice of some manu 
facturers, it was said, who decide not 
to produce a certain model, even though 


minimum 
orders 


to a per 


cent on question 


a representative might have been on the 
road for weeks, doing a good job on it 
If sales don’t shape up in over-all pic 
ture, manufacturers kill the shoe, leay 
ing the with unfilled 
and a job of un-selling to do. 


salesman orders 
Legislation guaranteeing the 85 per 
being sought 
rect this alleged situation, particularly 


cent minimum 1s to cor 


in reference to fringe operators. 


Past president of WCSTA, Dick 
Graffis, reported on the efforts of the 
national organization to better work 


ing conditions for Travelers in respect 
Alleging 
cent 


to security and basic income. 
that the traditional per 
mission had long been outmoded, and 


five com 
that no other industry gave its manu 
facturers such a good deal as shoe pro 


ducers enjoy, he said efforts were be 
ing made on a national level to upgrade 
the pay 
selling jobs offer from 10 to 20 per cent 
standard rate, plus drawing ac 
counts and expense money, he said that 
a meeting had been scheduled for this 
coming April in St. Paul at which it 


was hoped some readjustment could be 


rate. Pointing out that other 


as a 


discussed 


Granite’s Vuleanizing Press 

International Vulcanizing 
Corporation has completed the installa 
tion of vulcanizing the re 
cently constructed plant of the Granite 
State Rubber Company in Berlin, N. H 


BOSTON 


presse in 


This modern 40,000 square foot plant 
which was built in 1956, is entirely 
equipped with the International Vul 


canizing Corporation’s latest model sole 


molding and vulcanizing presse 


Granite State will manufacture 
men’s, boys’, women’s and youths’ ca 
uals and other types of footwear. Pro 
duction is already under way and it j 
expected to reach a capacity of 4,000 
to 5,000 pair per day within the next 
few months 
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Dunham Brothers Staff Adds Two Aides 





GEORGE F. STARR 


Dunham Brothers 
distributors, an 


BRATTLEBORO, VI 


( ompany, footwear 


ounced the addition of two salesmen. 

George KF. Starr, of Fonda, N. Y., 
represents the firm in the northeastern 
ection of New York state. The terri 


formerly covered by Arthur 
vho retired at the beginning 


tory wa 

lreinberg 

of the yea 
Mr. Star store in 


operated a retail 





E. L. JENKINS 


Fonda, but his assignment, has 
turned over its operation to his wife. 

Ek. L. Jenkins, of Omaha, Neb., who 
retired from the Mishawaka Rubber & 
Woolen Manufacturing Company, in 
June, 1955, has returned from retire- 
ment to represent Dunham Brothers in 
Nebraska. He will carry the firm’s com- 
plete leather line. He has been associ- 
ated with Mishawaka for 31 years, 


since 





Northampton Leather Names 
Cunningham Sales Manager 
William A 


has been appointed sales 
the Northwe Leather 
according to an announcement made by 


Ralph L. 


Cunningham 
manager of 
tern Company, 


Pope, Jr., company president. 





a 
WILLIAM A. CUNNINGHAM 


{ nam pene clated 
’ | i \ t ’ rie i ’ ‘ i! 
ilé esentat ‘ covering the 
\‘ \ Pent vivania ind \ ryinia 
territ During World War II he wa 
ipper leather consultant for the (ual 
er! ‘ Ceneral coordinating the 
ductior { ippe eather with the 
requirements of the nation’ hoe man 
ifacturetr Prior to hi association 
vith Northwestern, he operated his own 
tannery, Cunningham Leather Com 
pany Lynn, Ma producing plit 
leather 
He take ver the iles managerial 
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until 
supervision 


which up recently, were 
under the of Mr. Pope. 
This is the company’s first appointment 
of a sales manager since the post was 
held by Theodore L. Tewksbury several 
years 


duties, 


ago. 


Joins John Metz Leather 


Dominic Milano, formerly 
and 


BOSTON 
vice-president, 
leather buyer of the recently liquidated 
Laird, Schober & Company, Haverhill, 
Ma manufacturing firm, has 
oined the staff of John Metz Leather 
Bo ton. 


superintendent 


hoe 


(Company in 

Mr. Milano 
pioneers in the use of 
for shoe He wa 
Collela-Milano, Ine., in 


one of the 


reptile leathers 


regarded as 


formerly active with 


Haverhill, a 


eading producer of women’s style shoe 


He will be active in reptile and fancy 
eather ale of both Metz and Opera 
on Alligator ! i subsidiary of the 
} tor n 


Bata Shoe Aids Hospital 


BELCAMP, MD The Bata Shoe Com 
any recently participated in a_ shoe 
fashnior no with the Jeleamp Unit 
of the Ladte Auxiliary of the Harford 
Memorial Hospital 

The proceeds from the sale of ticket 


to the show and from advertisements 


in the printed program were donated to 


the hospital fund. The show, entitled 


“Dream Trip To Outer Space,” included 
in its program American Shoe Fash 
ions: In Bata Shoes Around The World; 
rrip To The Universe: Shoe Fashion 
on Planet Epsilon; and Shoe Produc 
tion On The Planet. 


Magazine Devotes Feature 
To Husseo Distribution Set-up 


The warehouse - distributor set-up 
developed by the Hussco Shoe Company 
in the past decade was the subject of 
a major article in the March issue of 
Sales Management, a leading publica- 
tion in the sales field. It marks the first 
time in five years that a shoe firm has 
been given feature-length treatment by 
the magazine. 

Husseo, makers of “Huskies,” is the 
“only firm in its industry,” says Sales 
Management, to sell through distrib- 
utors. The distributors have exclusive 
territories.” 

Hussco president, William Manowitz, 
revealed to the publication that “we got 
the idea from the hardgoods industries. 
If it works with refrigerators and tele- 
vision sets, why not with shoes? 

“There are a few other soft lines us- 
ing distributors, but not one of them 
refines the policy down to the point of 
guaranteed territory. We insist that 
distributors avoid filling orders from 
their territories. They must 
them to the proper distribu- 


outside 
transfer 
tors.” 

The success of the system, Sales Man- 
agement states, has been proven by the 
fact that Hussco volume today is run- 
ning near $10 million a year. More 
than two million pairs were sold in 1956. 

A major feature of the Huskies dis- 
tribution plan, the magazine reports, is 
that it is the only nationally advertised 
brand warehoused locally, “which en- 
ables distributors to guarantee delivery 
to any retailer in 48 hours.” 

“The average retailer can’t afford to 
carry a big inventory,” Mr. Manowitz 
is quoted as saying. “A warehouse that 
can make immediate inventory becomes 
the retailer’s inventory in depth with 
out major investment. 
Our plan enables him to have more than 
the normal turnover on a mini- 
investment each 


representing a 


twice 
mum season.” 


Midge Wilson Joins Staff 
Of Color Association 

New York—Midge Wilson has been 
ippointed assistant to Estelle M. Ten- 
director of The Color As- 


, executive 


ciation of the United State Inc., it 
as announced by John M. Hughlett, 
ce-pre ident, J. P. Stevens & Co., Inc., 
ind president of the association. 


In making this announcement, Mr 


Hughiett tressed the increasing in 
luence of fashion color n more and 

re branches of industry and the 
onseq ient broadening of the associa 


tion’s color service to embrace a greater 


number of field Among other duties, 
Mr. Hughlett said, Miss Wilson will 
assist in developing the association’ 


to serve additional 
which color is 
force. 

merchandising pro 
and 
for 


expansion program 
egments of industry in 
a growing styling and sales 

Miss Wil 
coordinator for 
prior to that, fashion 
B. Blumenthal & Co. 


on wa 
motion Seventeen 


coordinator 
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Hoffco Expansion Adds Three Salesmen —®&4icott Johnson Reetects 





CHARLES CARPLES 


MILWAUKEE—Three new representa- resentative with 





Its Top Ranking Officers 

ENpicott, N. Y.—Charles F. John 
son, Jr., was reelected board chairman 
and Frank A. Johnson was reelected 
president and general manager of En 
dicott Johnson Corporation at the an 
nual meeting here. All other officer 
and directors were reelected 

Other officers are Lawrence Merle, 
vice-president and sales manager; Ray 
mond A, Mills, vice-president and gen 
eral manager of Endicott and Owego 
plants and tanneries; Howard A 
Swartwood, secretary and general coun 
el; and Bruce L. Babcock, treasurer 

The number of vice-presidents de 
creased to two in February when 
Frank Johnson was named president 
No action was taken to fill the vacancy 


GEORGE MILLER Directors reelected are Charles F. 


Johnson, Jr., Frank A. Johnson, Law 


Everett & Jarron rence Merle, Raymond A. Mills, Bruce 


tives have been added to the Harri Hoff- Company, will cover the southwestern lL. Babcock, also Jewett F. Neiley, hide 


man Company, Inc., manufacturers of states. Herbert 
homogenized shoe dressings, according the mid-Atlantic 
to a report from the president, Harri formerly associated 
Hoffman. Barron Company. 


The new salesmen will cover terri- tative in the 


Adams will cover buyer; Ralph B. Clark, general man 
states. He too was ager of upper leather processing; Miss 

with Everett & Linda Stanford, auditor; Herman R 
The new represen Salem, general manager of retail 


central United stores; Fred E. Diekroeger, general 


tory quite beyond that formerly cov- States is George Miller, a traveler for manager of the St. Louis sales divi 
ered since the factory has expanded many years with rubber companies. sion; Harvey T. Litterer, superinten 


considerably in the last couple of years, In making the 
Hoffman noted that 
Charles H. Carples, formerly a rep- gest year in company history. 


according to Mr. Hoffman. 
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from outstanding makers. 
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announcement M) dent of rubber processing, and Robert 
1956 was the big V. Horton, partner in Goldman, Sach 


& Company, New York. 
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The Label with 


@ Behind this Angora* 
Calfskin label . . . behind 
every Barrett label... 
stand years of experience 
in producing outstanding 
leathers. Want the very 
cream of calfskin— 
smoothest, supplest—for 
fine shoes? Look for this 

Angora* hallmark! 













“trade mark 


ETT & COMPANY, INC, 
“NEWARK, NEW JERSEY 
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Head Talon’s New Shu-Lok Division 


A i aa 






DAVID G. RAE 


MEADVILLE, Pa.—Lewis Walker, pres- 
ident of Talon, Inc., zipper manufac- 
turer, announced the company has set 
up a new Shu-Lok Fastener division 
which will be responsible for the manu- 
facturing and selling of the Talon Shu- 
Lok fastener. A new plant has been 
leased in Meadville, Pa., with complete 
engineering and production facilities. 

Mr. Walker named David G. Rae 
manager of the new division. Mr. Rae, 
a Talon production executive, was for- 
merly general manager of Lightning 
Fastener Company, Ltd., a _wholly- 
owned Canadian subsidiary of Talon, 





DAVID DIBBELL 








H. W. SOLES 


David Dibbell, previously Talon 
director of market research and new 
product development, was appointed 
sales manager. Other appointments an- 
nounced were H. W. Soles, special sales 
representative; T. E. Hawkins, chief 
engineer; and C. H. Joslyn, plant man- 
ager All men were formerly with the 
parent company, Talon, Inc. 

The Talon Shu-Lok fastener is a new 
closure for shoes that eliminates the 
need for shoe laces, developed by Talon, 
Inc. Introduced in men’s and big boys’ 
shoes two years ago, the Shu-Lok fast- 
ener met with instant market accep- 
tance, the firm said. 


Inc. 





F. Austin Harding Joins 
Day-Gormely Leather Firm 


BostoN—F. Austin Harding, Jr. has 
joined the Day-Gormely Leather Com- 
pany here, according to James T. 
Gormely, president of the firm. Mr. 
Harding will be active in the New Eng- 
land territory. 





F. AUSTIN HARDING, JR. 


Until just recently, Mr. Harding was 
associated with the Northwestern 
Leather Company, with whom he had 
been serving for the past 11 years in 
a sales capacity in New England. 

He was graduated from Harvard 
University in 1939. During his college 
years he was one of the best-known 
football and hockey athletes of the day. 
Shortly after graduating he entered 
the Navy, serving six years of active 
duty, and upon discharge held the rank 
of lieutenant commander. Mr. Hard- 
ing is a resident of Dover, Mass. 


Consignment of Lrish Shoes 
Marks Expansion of Industry 


NEw YorK—The Irish Export Board 
announced the arrival in New York, of 
the first consignment of popular 
priced men’s dress shoes for Shoes of 
Ireland, Inc., 101 West 31st Street. 

These shoes have been specially 
manufactured over American lasts, to 
American sizings, in popular Ameri- 
can styles and will retail from $7.99. 
Genuine Irish calfskin is featured in 
models retailing as low as $9.98. 

This consignment marks a further 
step in the colorful development of 
Ireland’s shoe industry, which only a 
quarter of a century ago produced less 
than one million pairs per year. With 
an annual production now in excess of 
five million pairs, this flourishing and 
steadily expanding industry can num- 
ber among its export markets, Britain, 
Scandinavia, the Netherlands, Canada, 
Africa, countries of the Middle East 
and the British West Indies. 

The Irish manufacturers participat- 
ing in this project are The Lee Boot 
Manufacturing Company, Ltd., and 
Birr Shoes, Ltd. 


Songo Opens New York Office 

PORTLAND, Me.—A. W. Berkowitz, 
president of the Songo Shoe Mfg. Corp., 
of Portland, announces the opening of 
a New York office in suite 834, Mar- 
bridge Building, 47 West 34th Street. 

Lou Asterbloom, who the vol- 
ume trade, and Tom Gallagher, who 
represents Songos, the new casual line 
started last fall, will make their head- 
quarters in this new office. 


sells 


Boot and Shoe Recorder 


JOSEPH DOHERTY 


BOSTON The addition of two new 
salesmen to its New England staff was 
announced by the Colonial Tanning 
Company by Kivie Kaplan, treasurer 
and general manager. 

Joseph Doherty will call on accounts 
in Maine, New Hampshire, and other 
New England points. He has been as- 
sociated with the Colonial Tanning 
Company for the past 17 years and has 
been actively connected with sales on 
side leather and splits, more recently 


Toor Will Produce Rogers 
Cowboy Boots for Children 


NEw YorK—H. O. Toor, shoe manu- 
facturer, said here he had recently 
purchased equipment to produce chil- 
dren’s shoes and the right to manu- 
facture Roy Rogers cowboy boots from 
the Ranger Boot Company, Terrell, Tex. 


H. O. TOOR 


He estimated 1,800 
pairs a day to start, building to an es- 
timated 3,600 pairs later. 

Production will take place in the 
newly leased A. S. Kreider Shoe Com- 
pany of Annville, Pa., which will be re- 
named H. O. Toor Footwear, Inc. Mr. 
Toor was reported actively recruiting 
personnel to man the factory. 

Other Toor holdings are H. Jacob & 
Inc., Hanover, Pa.; H. O. Toor 


production at 


Sons, 
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WILLIAM CONNORS 


in the Colotan division of smooth side 
leather. 

William Connors will fill the vacancy 
created by Mr. Doherty’s transfer. Mr. 
Connors has been associated with the 
Colonial Tanning Company for the past 
10 years and has been active in the 
production division of Colonial’s side 
leathers. In his new post, he will be 
actively associated with sales as well 
as production. 


Shoe Corporation. Emmitsburg, Md.; 
Fein & Glass, Inc., Reading, Pa., and 
Fein & Glass, Bernville, Pa. 

The Annville plant, which occupies 
90,000 square feet, will have two pro- 
duction units, one turning out children’s 
cowboy boots and the other, cements and 
bonwelts. 


H. J. Browne New Stylist 
For Johansen’s Smash Hits 


ST. Louis Harold J. Browne has 
joined Johansen Brothers Shoe Com- 
pany as stylist for the firm’s Smash 
Hits division. Mr. Browne formerly 
was owner of Browne-Tilt Pattern 
Company, and was one of the original 
founders of Town & Country Shoes, 
Ine. 

Edward J. Riley, Jr., was named gen- 
eral superintendent of factories, super- 
vising both the Smash Hits and regu- 
lar Johansen divisions. John Fialka 
is superintendent of Johansen produc- 
tion, while Frank Nolte is 
tendent over Smash Hits. 

Mr. Riley was elected to the firm’ 
board at the stockholders’ and directors’ 
annual meetings recently. 

Samuel L. Murto, a member of the 
board for many years, was 
named secretary of the firm, in addition 
He fills the 
vacancy left by the retirement last No- 
vember of Amanda Pingel, secretary 
Miss Pingel had been associated with 
the company for 47 years. Mr. Riley 
succeeds Miss Pingel on the board 


superin- 


Johansen 


to his duties as treasurer. 
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patented, as is much of the automatic 
machinery designed by Mr. Schwartz. 
Recently Modern expanded into the 


Modern Orthopedic Marks 
25th Anniversary Year 


This 


sales 


“Star Salesman” award. 
given on the basis of 
ability, home office relations, personal 


the 
honor is 






































New YorkK—To celebrate its 25th field of manufacturing special devices habits and character. 
year in business, Modern Orthopedic for shoe factories, among them being Mr. Verberg is also past senior 
Appliance Company announced plans the “Macomfit” Sock. As a result of counselor of the United Commercial 
for further expansion during 1957. a constant research program, a number Travelers Kalamazoo Council 156, and 
of new items are now being readied for a member of the Elks Lodge 50 of 
launching during Modern’s Silver An- Kalamazoo. 
niversary year. Mr. and Mrs. Verberg have pur- 


chased a retirement home in Florida, 
so their new address will be 579 Trade 
Winds Drive, Baywood Shores, Dunedin, 
Fla. 


Carl E. Verberg Retires 
From Michigan Travelers 


Derroir—The retirement of Car! E. 


Verberg leaves a large gap in the - P : 
Michigan Shoe Travelers Club. Mr. Baudendistel Joins Staff 


Of Weber Shoe Company 


St. Louts—Harold Baudendistel, who 
headed the pattern department of Town 
and Country Shoes at Sedalia, Mo., for 
joined Weber 
Shoe Company, manufacturers of girls’ 
dress shoes. He will Alex W. 


Smith, vice-president and general man- 


the past nine years, ha 


assist 





SEYMOUR E. SCHWARTZ 


ager in pattern and quality. 
Mr. 


careel 


Saudendistel, who began his shoe 
with the Dunbar Pattern 
pany, replaces Harold Browne who re- 

gned to take a style post with Johan 


tarted us the Modern Shoe Finding ‘ 
Com 

Company, with no employees except the 
working the 
young organization quickly outgrew its 
and its modest Today it 
10,000 and 


original three partners, 


name Space 


occupi« quare feet num 





ber 10 employes 
When Seymour E. Schwartz, now 
president and sole owner, began his a 


CARL E. VERBERG 


ociation with the company it was cu 


tomary for shoe stores to make by hand 


many of the corrective 
factured by Modern 


items now manu Verberg traveled the state for 43 years 


and for the past 15 years represented 


The “line” which in the beginning the Leverenz Shoe Company of Sheboy- 
consisted of only about a dozen num- gan, Wis. 
bers, distributed locally, has now grown Taking part in many Shoe Club ac 
to the point where there are more than t'vities, he filled numerous important 
500 items sold all over the United posts. For five years Mr. Verberg was 
States and Canada. An innovation wa chairman of the Grand Rapids Shoe 
the addition to Modern’s staff of a spe Fair and in 1942 he was convention 


onnel to chairman of the Central States Fair in 
Ch'cago. He was elected president of 
the Michigan Shoe Club in 
1953-1954. 


cialist to train shoe store 
fit shoes properly 


The Company made the first pressure 


per 





Travelers 


HAROLD BAUDENDISTEL 


ensitive adhesive tongue pads. Follow 


ing this they were first to utilize pres At the 23rd National Shoe Fair in 

ure-sensitive adhesives on other foot Chicago this past October he was one en Bros. Shoe Company. The new 
appliance Their “Slip-Nott” was the of the 13 shoe salesmen honored with Weber staff member has a brother, Matt 
first pressure-sensitive hose saver on the shoe industry’s highest award for Baudendistel, who is with Heydays 
the market. Most of Modern’s items are the men who sell shoes to the retailer, Shoes, Inc. 
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HUSSCO SHOE CO., 


Nailed Work Shoe Observed 

In One of Its Last Strongholds 
LOUIS The nailed work shoe, 
once popular favorite of farmer and 
workman, is like a thriving little town 
that the new shoe highway has now by 


ST. 


passed. 

At the turn of the century, the nailed 
work shoe was preferred, especially by 
farmers. But time and new methods 
and materials have altered the picture. 
Welt work shoes have taken over. 
Nailed work shoes are now reduced to 
a position somewhat like that of a step 
child. 

One of the few factories in the Uni- 
ted States still producing nailed work 
the International Shoe Com- 
pany plant at Sweet Springs, Mo. Here 
2,400 pairs of nail are 
turned out daily under the direction of 
superintendent Charles H. Worley and 
his assistant, Carl Mounts. This 2,400 
1,400 pairs of 


shoes is 


service shoes 


is in addition to about 
welts. 

Mr. Worley has for the past 45 years 
had a hand in making millions of pairs 
of both nail and welt footwear. A na- 
tive of Marshall, Mo., he cut his shoe- 
making teeth on nailed work shoes, be- 
ginning at International’s Marshall 
plant in 1912. Mr. Worley has been at 
the Sweet Springs plant since 1931, 
when he was transferred there as last- 
ing room foreman. For the six 
years he has served as superintendent. 

Mr. Worley believes that his is the 
only nail work shoe factory left in Mis- 
souri today. It is also one of the few 
remaining in the nation, and the last 
of its type in International’s system of 
59 shoe manufacturing plants. 


past 


Farmers and workers of earlier gen- 
erations may remember an early shoe 
brand which boasted of being “Stronger 
Than the Law.” This work shoe was 
distributed by Roberts, Johnson & Rand 
sales division. The shoes’ first national 
advertising consisted of fence post signs 
and wagon umbrellas featuring a star 
The shoe later became the present Star 
brand work shoe. 

In pointing out 


differences in con 
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Factories: Honesdale, Pa. 


and 
welt 


struction between nailed work shoes 
welt types, Mr. Worley said the 
shoes go on lasts through the bottoming 
room. Nailed oled without 
lasts. The nailing operation is 
machine, after the operator has 
the shoe stationary 

Three nails are applied per inch. An 


shoes are 
done by 
placed 
over a iron horn 
iron-plated last is used on nailed shoes 
standard last 
eldom 


instead of the all-wood 
Nail but 
ordered, in as many as 60 active 
numbers and 10 special stock 
Mr. Worley observed. Last 
from a small boy’s SEE to a man’s 
14EE. 


shoes are available, 
tock 
numbers, 
izes vary 


S1zZe 


Lloyd R. Anderson, bottoming foreman at 
the Sweet Springs plant, demonstrates 
the sole-nailing operation, which is done 
by machine after the shoe has been 
placed over the stationary iron horn. 


Herman D. Metzger handles mercan 
dising of work shoes from Internation 
al’s home office in St. Louis. According 
to Mr. Metzger, the decline and fall of 
the nailed work 
World War II, 
wanted to buy the highest priced 
he could get with the allotted 

Many regular nailed shoe cus 
tried welt work 
and the war they 
the 


hoe began during 


when the consumer 

hoe 
ration 
coupons. 
tomer construction 
when ended, 


to 


shoes, 


didn’t go back nailed footwear. 


In Canada: Canada West Shoe Co., Winnipeg 


shoes have e 
1, Mi 
carry a 
welts 


Nailed worl 
worthy feature 
ed. They 
inexpensive 


Metzyer comment 


heavier insole than 
Nailed 
turdy, although generally stiffer 
About two-thirds of the 


are sold in the South, where 


are 
than 


hoe 
welt nailed 
work shoe 
they are worn by farm and cotton field 
workers 


rhe 


work 


nailed 
to 


most popular tyles of 


wholesale at from $5.05 
this 
wholesales at 
that the 
the type is at least partially on 
a price Also, while nailed 
were completely suitable for the farmer 
when he walked behind a plow 30 year 
ofter, 


more comfortable 


hoe 
with a leader 
$4.15, Mr 


decline of 


$7.95. Comparing 


welt, which 
Metzger reported 
nailed 


basi hoe 


glove like hoe are 
the 


around on hi 


apo, more 
farmer 
Pro 


hoe 


for ame 
tracto! 


nailed 


as he ride 
of International’ 
is dropping year after year, while welt 


duction 


are showing ubstantial increases in 
pairage 
Nailed work 
plant are 
names St Diamond, 
by, Sentinel, Hampshire and Sundial 
The Hy-Test label appears on the steel! 
made at the plant 
of welt 
mail carrier 
attendant 


made at the Sweet 
old under the brand 


Firedman-Shel 


hoe 
Spring 


box-toe safety shoes 


where different type are man 
mechanic 


tation 


ufactured for 
policemen, service 
and the like 

Each occupational group has its own 
Hunter 


require a 


need an insulated 
different 
and telephone linesmen need 
else again, Mr. Metzger pointed out. A 
black with at the top and 
bottom is very popular with the black 


preference 
boot, logge ty pe 
omething 


hoot buckle 


leather jacket motorcycle set, selling 


well in the San Diego, Calif., area, he 


added 


Experimental noes of many 
kinds are 
including Ripple 
hoot for 
perimental types are of welt 
nailed. If the pre 
the nailed work 

become in the not too distant 


ervice 

Spr ing 

and chukka 
All e» 


construc 


Sweet 


developed at 
ole model 
gentlemen farme! 

ent trend 


hoe 


future a 


tion, not 


continues, may 


rare collector's item 
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rubber heel, on our No. 14 Combination 
last. IN-STOCK. Also available in black 
as VIC 
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English Firm Trains Boys 
For Management Positions 


St. Louts—The largest shoe manu- 
facturer in Great Britain, C. & J. Clark 
Ltd., has established a unique manage- 
ment study course for high school grad- 
uates, an official of the firm said on a 
recent visit to International Shoe Com- 
pany. Kenneth S. Marsh, training of- 
ficer for the British shoe firm, described 
the program during a two-day visit at 
International to exchange information 
with G. M. Abbott, director of indus- 
trial relations. 

According to Mr. 
high school 
specially 
records, 


Marsh, about 12 
graduates each year are 
selected for their academic 
qualities of leadership, and 
scores on aptitude tests. This group is 
awarded the privilege of participating 
in the two-year management 
offered by C. & J. Clark Ltd. 

Competition for these potential super 
visors is strong in British industry, Mr. 
Marsh added. The young men are se- 
lected by a board consisting of the 
senior personnel officer, a factory mana- 
ger, and Mr. March. Trainees are be- 
tween the ages of 17 and 20. 

They go to school a full day plus 
two nights each week. At the comple- 
tion of the course they are usually call- 
ed into military service, the Clark offi- 
cial commented, and upon termination 
of this service, trainees then receive a 
refresher course. 

Students in the course receive a basic 
knowledge of the shoe industry. In addi- 
tion, they are taught math, English 
literature and current world problems. 

Besides this program for training 
young men for positions at manage- 
ment level, the British shoe manufac- 
turing firm maintains a training school 
for fitting, cutting and making room 
employes. Experienced instructors 
teach from eight to 40 trainees in 


course 


courses which vary from several days 
months, depending on the 
mastering the 


several 
difficulty 
volved. 


to 


of skiils in- 





Kenneth $. Marsh, training officer for 
Great Britain's largest shoe manufactur- 
ing firm, confers with George M. Abbott 
(right) director of industrial relations 
for International Shoe Company in St. 
Louis. Mr. Marsh recently completed a 
tour of American shoe and textile firms. 


While they going to school, 
trainees are paid a minimum daily scale. 
They work with synthetic materials un- 


are 


til they are able to produce work up 
to the for their department 
both in quantity and quality, Mr. Marsh 
This in 


average 


observed. program has been 
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effect for about 10 years. 

C. & J. Clark Ltd. has headquarters 
located at Street, a small town in Som- 
erset, England. The firm operates 12 
manufacturing plants, most of which 
are located 10 to 20 miles apart. Total 
production for the company runs about 
5,500,000 pairs a year, according to 
Mr. Marsh. 

Mr. Marsh, a graduate of King’s Col- 
lege, Cambridge, joined the Clark com- 
pany in 1949, after serving as a Royal 
Air Force pilot. In his recent tour, he 
spent 20 days visiting American shoe 
and textile firms. 


National Shoes Honored 
By N. Y. Podiatry Society 

New YorkK—Louis Fried, president of 
National Shoes, Inc., received a merit 
certificate which was awarded to the 
shoe chain by the Podiatry Society of 
New York State for public service in 
interest of foot health. Dr. Irving L. 
Marks, president of society, presented 
the award during group’s 61st Annual 
Foot Conference at Barbizon- 
Plaza Hotel, here. 

Gilbert Hollander, executive secretary 
of society, exhibited a blowup of the 
booklet cover, “How to Care for Your 
Children’s Feet,” distributed to custo- 
mers by National Shoes. Publication of 
1,000,000th copy was the occasion for 
the citation. The booklet was prepared 
by Emil Mogul Company, Inc., adver- 
tising agency for the chain. 


Care 


Correction 


In the March 15 Boot AND 
SHoe Recorper printed an advertise- 
ment from Vanguard Chemical Corpo- 
ration which stated that the minimum 
order accepted was two dozen. The 
correct minimum order accepted is one 
dozen. The advertisement featured 
Vanguard’s shoe dressings. 


issue, 


Boot and Shoe Recorder 








Says Cleaner Hides Are Key to Consumer Market 


St. Louis — “Clean up your hides 
and give them some sales appeal” was 
the advice of Edgar W. Drew, manager 
of the hide purchasing department of 
International Shoe Company, speaking 
before the Western States Meat Pack- 
ers Association in San Francisco re- 
cently. 

According to Mr. Drew, only about 
half of the hides produced on the West 
Coast are now suitable for consumption 
in this country. He recommended that 
meat packers adopt stringent methods 
of improving hide handling. 

“The 1957 hide is as poorly taken 
off as ever,’”’ he stated. No improvement 
in the trimming has been made, and 
there is just as much dirt and blood, 
and more manure and fat than ever 
before. Cellars are dark, filthy, small, 
and putrefaction abounds. 

“Here we are, gentlemen,” he told 
the meat packers, “in 1957 trying to 
sell something in which there has been 
no improvement since 1920. Is there 
any wonder you are getting 1920 prices 
from dissatisfied and indignant cus- 
tomers?” 

Mr. Drew described in detail what 
one broker-dealer, M. A. Delph & Com- 
pany of Indianapolis, has done to im- 
prove processing. Under the Delph sys- 
tem, resultant hides can be carried in 
reasonable temperatures of from 50 to 
70 degrees for an indefinite period with- 
out further deterioration, leather chem- 
ists say. 

“If all the hides in this country were 
put in a condition similar to, not neces- 
sarily like, Mr. Delph’s hides, the result 
would be a more orderly flow from the 
packer to the tanner to the consumer. 
Not only would this help bring about 
orderly marketing practices, but it 
would assure your customers that what- 
ever and whenever you shipped them 
would be uniform in condition and 
quality. Few would object to paying 


more for a better quality hide.” 

The level of slaughter has increased 
virtually 50 per cent during the past 
five year period, according to Mr. Drew. 
People’s standards of living have gone 
up, along with their appetites for 
meat. However, he added, people’s con- 
sumption of shoes, handbags, luggage 
and the like did not change so rapidly. 

“The tanners of this country are 
making tremendous efforts to increase 
the consumption of their products. If 
the leather industry is to carry through 
this transition, if we are to sell more 
hides in the form of shoes and other 
leather products, we must now have a 
sound and a merchantable article in 
your hides. Quality is the key to the 
consumer market.” 

In 1956, slaughter totaled 41,500,000 
pieces. Domestic consumption included 
24,300,000 cattle hides plus 10,300,000 
calf and kipskins. Net exports were 
about 4,600,000 cattle hides and 1,800, 
000 calf and kipskins. Total consump- 
tion was 41,000,000 pieces. 

During the year 1956, about 800,000 
calfskins were imported, because of the 
specialty leathers required in the shoe 
industry. 

Since domestic tanners cannot con 
sume all the production of hides in 
this country at the time they are pro 
duced, meat packers were advised by 
Mr. Drew to look to export markets 
Although freight rates from the West 
Coast to Japan just about equal those 
from Argentina to Japan, rates to 
European ports over that from the 
Argentine to the same port are ove! 
two cents per pound higher. 

In conclusion Mr. Drew said, “I sug 
gest now that through your association 
you look at your methods of handling 
hides and develop something which you 
can market at a price which will give 
you a fair return for your efforts. You 
will then be proud of west coast hides.” 





Goodrich Employe Receives 
Special Suggestion Award 





Loran E. Malone, tile pressman (left) re 
ceives a Special Suggestion Award 
check for $870 from Raymond H. Blanch- 
ard, president of The B. F. Goodrich 
Flooring Company, Watertown, Mass. 
This annual award was won by devising 
a “new method for soaping molds" In 
the production of rubber floor tile. The 
special award is offered each year to 
the employe whose cumulative awards 
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for a suggestion or suggestions Is the 
largest received. Mr. Malone has re- 
celved a total of $1,405 for his sugges- 
tlon: $100 initial payment in 1955 and 
$435 in 1956, plus an award of $870. 





Kids Who Buy “totes” Given 
Dimes for Ice Cream Cones 


LOVELAND, O.—Joe J. Marx, who 
brought “totes” to the footwear world 
has come up with another 
idea. Put into effect in March and con 
tinuing through June, he plans to give 
a half million ice cream cones to chil 
dren who wear “totes.” 

Mr. Marx has supplied retail store 
with mailing 
people give one to each child who get 
a new pair of “totes.” Mother sends the 


promotion 


cards and store sale 


card, with a “totes” box end, to Mr 
Marx. By return mail, he sends the 
child a letter and a shiny new 
“This way,” he points out, “the child 
can buy his ice cream cone when and 
where he wants to.” 


dime. 








Where 
BUY 











CUSTOMER NUMBERS 








Order Today 


for your Easter Season 





New Metal 
TAK-A-NUMBER SYSTEM 
FACILITATES WAITING ON 
CUSTOMERS IN TURN 








Choice of colors: Red, Green, White, Yellow 








1-25 numbers with 1-50 numbers with 
one pair of metal one pair of metal 
racks to hold num racks to hold num 
bers bers 


9.75 per set prepaid | 13.50 per set prepaid 


DAVIS PLASTIC LAMINATORS 


P. O. Box 224 BURLINGTON, WIS 











JOBS 














For Over 41 Years 


Headquarters For 


CANCELLATION 
STORES 


Quality Brands 
Largest Stocks All Price Ranges 


Sie bh? 
MOSINGER-COHN 


St Lowvis 3, Mo 





Lowest Prices 





1235 Washington 


Everyone Who Knows Comes to BARIS 


SURPLUS SHOE STOCKS 
from best sources always on hand 


at action prices 


A He iS THE NATION'S FINEST 
CANCELLATION SHOES 


79-81 READE ST., NW. Y¥.7 + WO 2-5180 
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SALES OPPORTUNITY 


SALES OPPORTUNITY 











SALES OPPORTUNITY 


Mishawaka Rubber and Woolen Mig. Company, makers 
Waterproof Footwear, JETS Tennis Shoes and Famous BALL-BAND 
Summerettes, offers an unusual opportunity for competent 





between 25 and 40 years of age in a number of territories in various 


CC 


state yuaranteed income and reimbursement for traveling expense 
idvanced weekly against commissions. Established distribution, plus 
1 quality line backed by national advertising and complete retail 


promotion program. Thorough training program. Retail shoe back 


ground des 


Interested applicants write directly to R. E. Kurtz, c/o Mishawaka 
Rubber & Woolen Mig. Company, Mishawaka, Indiana, giving tele- 
phone number and complete resume of background. 





rable. Late model car required 


of Red Ball 


siesmen 








FOR SALE 





FOR SALE 





JUVENILI Ki rTkkR BROW? 


POSNER SHO? PORE New 
minutes tron 1 iene ire New 
} busta hed over ear " loca 
heart f very bu | ine treet. \ 
© over $50,000. Stock ove Wor 
tu portunity for right part Must have 
ist Ke to B ) I t © Re 
er, C1 nut & ot treet Yh lelphia 
Penna 


F KR ALI FAMILY SHOF PORT I 
ited inbanh bli lin 1920 ime 


( ‘ I Bone Ba ‘ nip 
HANH (CALIFORNIA 


For ALF ESTABLISHED FAMILY 
Hoh STOR! Onl Shoe Store im pr 

‘ i North Feastert Texas towt Ponulat 
Fast growing. 100% location with lease 

Ke to Box 129 Boot and hoe Recorde 
( hestnut & 56th Streets, Philadelphia Penna 
Fo I FAMILY HOt PORT Vol 
tely $45,000 with wreater px 
Nationa advertised brand Wester 
Dakota i cent Black H heart 
(Owner ha other te t Re 
i } Boot and Shoe Recorde Chest 
X Sét treet Philadelpl Penna 


W 1} AND CHILDREN Hol 


Paik VW wt Ip ¢ G 
\l Bette (,rade (Owner t Ke 
] Boot and Shoe R Chest 

t et I} le hia ler 


F ALJ | 


I POR! u f ' 
I Ange Calif i WW ‘ 
' ¢ Retit € ! ¢ 
! t K Boot and hoe Re le 
( A ft ‘ ’} ale hia ! ' 
F | \LI NEW MODERN rAMILY 
rant PORE Higt ad . Northerr 
’ tment Store Re to Box Boot ar 
I ( t & 6th Street I} 
P 
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FoR SALI ADRIAN X-RAY 
Like New (;00d wor condition Make 
AJDAK’S SHOE STORE, 1017 East 

Brady Street, Milwaukee 2, Wi nsit 


SPECIAI 
kit 1 


TWO PRIMEX X-RAYS rWO ADRIAN 
X-RAY Automat time te model 
ed » sell. WARREN'S, 1 North State 


treet, Ephrata, Pa 


DRLA X-RAY HOt FITTING MA 
CHINE excellent working condition. Will 
rifice at $100 each. WRITI I J. Berg 


ith Main Street, Wilkes Barre, Pa 





POSITIONS WANTED 





Ck! ATIVE DESIGNER, AGED 1 KNOW 
ING, ANY ryPt SHO} MANIL' FAC 
PURING Studied ear g in France 
nth It an method, Ar Sutoria. Ital eck 
tion creation ofhes mportant factory South 
Nort! Ameri Free from April 1 MR 
MARCEL POTLANI LeFUILET (MAINI 
& LOIRI PFRANCH 


B YER MANAGER YEARS EXPI 
RIENCE ! h ‘ ‘ 
8 


er-Manager. Excellent record of ntrolled 
{ ind me buildir W tee 
‘ Prete West ¢ te 
' R Root and \ ree 
Chestnut & 56th Streets, Philad Penn 





LINE WANTED 





I IN! WANTED Wry ENPERI 
“ENCED SALESMAN e { of 
‘aia ) Aenastmont eatare Met 
New York State New Jer ' 
' 1 ur childret f 
fically Re t B 134 
BR Recorde ( thet & ' 
’ hia l 


| SIDELINE SALESMAN WTD. 


SIDELINE 
SALESMEN WANTED 


We hove several territories available for 
men who can SELL our Instock Shoes, Duty 
Shoes, Alaskans. Commission basis only. 
Give complete information in first letter. 
KICKERINOS Division of 
THE HAMPTON CORPORATION 
1308 W. Fond du Lac Ave., Milwaukee, Wis. 








SIDE-LINE MEN 


Territories open to men calling on quality retail 
stores We are manufacturers of new top quality 
Genuine Indian Made Moccasin This Moccasin 
actually sells itself Compensation on commission 
basis. Write fully avout territory you Cover; price 
range of lines you carry. All replies confidential 
Reply to Box $41, BOOT & SHOE RECORDER 
Chestnut & 56th Streets, Philadelphia 39, Pa 











S MARI LEATHER BOWS, SHOE ORNA 
~ MENTS and FOOT SOX Pocket size sam 


Manufacturer offers highest commussior 
Reply to Box 556, Boot and Shoe Recorder 
Chestnut & 56th Streets, Philadelphi ), Penna 





HELP WANTED 





WANTED MAN AROUND 40 YEARS te 


{ age, with Admunistrati expe 
ience, familiar with the manufacture and sell 
ing to the volume trade onl of Children’s, 
Misses’ and Growing Girls’ Popular Price Good 
ear Welt Cements and Littlewa Welt a 
ve us Met Stitchdown Casua ind House 
lipper Unusual pportunit for uich ad 
neement to Top Executive posit Wher 
eplying outline in detail Administrative Mar 
facturing ind Selling experience and = give 
Sete Address reply to |. V. Hershey 
I lent HAGERSTOW Wor COM 


PANY, HAGERSTOWN, MARYLAND 





BUSINESS OPPORTUNITY 





ONCESSION OPEN IN LARGE BOYS’ 
HOP for Shoe Department. Friends, 4 
Middle Neck Road, Great Nec! Lor land 





FOR RENT 





FoR RENT: Very Desirable Air-Conditioned 
Offic Marbrid 


eo dye Suilding Reception 
ce lelephone Wisconsit 6148 I 
Rosen wasser 





MERCHANTS’ NEEDS 





K I Pp COMIE BOOK Approved _ titles 
Thousand; Ballons $16.50 1 
é n request 


‘ JANSON ALI 
Avenue, New York Cit / 





See page 20 
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SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 














JUDY ‘N’ JERRY 


MEN’S DRESS SHOES Cnt i Ati ns te 


budget-priced, nationally-advertised juve 
nile shoes in the country has openings 


EXPERIENCED ROAD SALESMAN IS DESIRED BY ONE OF in the following territories 
THE COUNTRY’S LEADING SHOE MANUFACTURERS TO SELL ent rs 
QUALITY LINE OF MEN’S DRESS SHOES TO RETAIL FROM ~ Alabama 
$9.95 TO $15.95. TERRITORY AVAILABLE— MICHIGAN AND 2. Georgia 
INDIANA. SUCCESSFUL APPLICANT MUST LIVE IN TERRI- | | ——e eee 
TORY. GIVE COMPLETE OUTLINE OF SELLING EXPERI- A a ee ee 
ENCL. REPLIES KEPT CONFIDENTIAL. 5. Wisconsin 

6. Eastern Pennsylvania 


Reply to Box +937, BOOT and SHOE RECORDER, Chestnut & 56th Sts., Philadelphia 39, Pa. ie hatt eels te seneatie -eeat 


dence. Can be carried with non-conflict 
ing line. Write 


OPPORTUNITY! SALESMEN WANTED sherman Bros. Shee Mig. Corp. 


230 Jackson Street, Lowell, Massachusetts 




















We have several openings for side line rep- To carry line of Children's Pre-Welts and 
resentatives for our wonderful line of open- Cements, Luther Brand, Stock and Make Ups 
stock, in-stock low priced Juvenile Footwear. Commission basis. an be carried with 
All open territories are well established. non-conflicting Line. Established territories 
6% cummission, plus bonus. Write: Kentucky, Illinois, Missouri, Minnesota, lowa s . 

NEIL CARLSON, SALESMANAGER and Nebraska. Reply, with references N‘ LD \I . MEN PO SELL MEDLUM 
SEABOARD NATIONAL SHOE COMPANY THE KEPNER SCOTT SHOE CO., INC. cme sees a Dress Sheet. Drawing o 
529-535 W. Pratt St., Baltimore 1, Md. Orwigsburg, Pa. me ge ce Mmm NAO can prod 5 Ae 

ive estab € lowing in these ter orte 
Hllinon lennessee WKWentuck Oklahoma \ 
kansas, Texas. Reply to B 145, Boot 





SHOE SALESMAN SALESMEN WANTED Shoe Hecorder, Chestnat & Séth Streets, Phi 


Are you thinking of making a chanye, be 

















Wanted by Manufacturer cause mergers, price and style have taken 
»| ? watt Pee alk 
Of Nationally advertised fine line of baby soft ne se pti ar in i + 
soles, first steps and walkers. Includes strong one grr eck, ales aia “tary 3 ped gedionrag Tarte S Hol ALESMAN TO CARRY [Dt 
Spring and Summer sellers. Ideal sideline. At- Openings in established territories. Send ? NE Ladie High G { fort ipper 
tractive commission. Reply with references. cach toaas al experience to Box 916, Boot and 1 Style Middle West the tate West 
Reply to Box 942, BOOT & SHOE RECORDER Sins Masordes Cladiaus’ &- 56th. Streets Coast, Commission ba Re ty B 
Chestnut & 56th Streets, Philadelphia 39, Pa Philadelphia 39, Pa Boot 1 Shoe Recorder, Chestnut & 56t 
WANTED SALESMEN TO HANDLE TOP M“" ABOUTS: SEEKS A MAN FOR THI 
a neces of fast-selling men’s dress STATE OF TEXAS. Fastest growing Line FAMol 5 CINDERELLA Fabri Dye line 
hoe n popular pried field. Must live in the { Men’s Popular Priced Casual nestock. Re eek manufacturers’ representatives illing 
territor “Dr awin account to men ft proven tail $5.95-$8.9 Must cover State sel t Repair and Shoe Store ind wholesalers 
background State experience lerritories ndependent retailerg and department store N A] territories Attractive Commissior Ad 
open: Ohi Indiana, lowa, Virginia, Florida oliaats ns to non-conflicting Line Liberal lress Everett & Barron ( Loe V alle St 
ind Geors Reply to Box 940, Boot and Shoe traight commission, Write. in confidence t Prov., R. I 
Rec ie Chestnut & 56th St Philadelphia Sales Manager, Nashua Footwear Cor, 
i, Penna (anal Street, Lawrence, Mass 
S"viam MAN LOCATED ST. LOUIS: To, SALESMEN WANTED: CALIFORNIA PECIALTY SALESMEN to sell America 
anufacturer of High Style Bows desire “ FLORIDA, GEORGIA and ALABAMA “" Most Popular Footstick to Department 
hoe man travel Chicago, Nashville, At Represent established line of Men's and B tore Chain Stores and Shoe Finding Com 
lente Take over present account Full time Work and Dress Shoes Commission basi nie Repeat busine is excellent Commis 
Good income Write full particulars Reply t May be carried with non-conflicting Line State ion good. PALM BE At H COSMI ric COM 
Box 943, Boot and Shoe Recorder, Chestnut & road experience and trade reference JUNG PANY 2508 Nicollet, Minneapoli 1 Min 
6th Street Philadelphia 39, Penna SHOE MFG. CO., Sheboygan, Wisconsir nesota 


CLASSIFIED 


ADVERTISING RATES ORDER BLANK 


UNDISPLAYED BOOT AND SHOE RECORDER 
20¢ a word Chestnut & 56th Sts. 
Minimum (18 words) . .$3.60 Philadelphia 39, Pa. 
Box number, extra... .$2.40 
Your name and address 
charged at word rate. 
Street number one word 


DISPLAYED 
$14 per inch 
Maximum, 46 words to the 
inch. All material must be in : 
our office 20 days prior to Name (please print) 
publication date. nun. i Aah 2 City State 
NOTICE: 
Classified Advertising Enclosed is Check (1) 
is payable in advence Please check if box No. is Wanted [] Money Order (1) 





Here is my want-ad: 
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What’s New 


Claire McCardell Designs New Girl’s Shoe for Trimfoot 


rT Oe 
t 


/ 


t 


Fashionably functional 





We. 


IZ 


is the description of famed fashion designer Claire 


McCardell for her new “McCardell's” by Trimfoot, newly created for girls of 

the 4-to-10 year set. The first top fashion creator to enter the field of children's 

shoe design, Claire McCardell states that the Trimfoot “McCardells" were inspired 

to satisfy the growing style awareness and suit the activities of this lively age- 

group of girls. Styles shown, top, left to right, Pirouette and Duet; bottom, left 
to right, Solo and Operetta. 





New Shoe Latch Fastener 
Adjusts to Foot Comfort 


NEw BRITAIN, CONN. Rapid and 
comfortable fastening of shoes are the 
features of a new Shoe Latch intro- 
duced many national brands of 


shoes. 


on 





The new Shoe Latch shoe fastener, which 
is adjustable to foot comfort. 


Shoe Latch ha 
and is 
yet 1s 
foot comfort 

When fastened, the latch is covered 
by a leather band, permitting many dif 
ferent style applications. Shoe Latch is 
a product of North & Judd Manufactur 
ing Company, here. 


no parts to thread or 
simply down to 


completely 


align pressed 


close, adjustable to 


Correction 

A news story in the March 15 issue 
of Boor AND SHOE ReEcORDER said the 
New rooms of M. K. Weil 
Shoe Company had moved from 138 
to 147 Duane Street. The street num- 
bers were Actually the show 
147 to 138 


York show 


in error? 


rooms were moved from 


Duane Street 


108 


Rugged Boot Passes Tests 
For Mountain Climbing 

CHIPPEWA FALLS, Wis.—In response 
to demand for a rugged utility boot, the 
“Mountaineer” has recently been re- 
leased for general distribution by the 
Chippewa Shoe Company. 

Designed for mountain climbing the 





The “Mountaineer,” rugged utility boot 
introduced by the Chippewa Shoe Co. 


“Mountaineer” has proven itself in field 
test 
Now 
weight, heavy-duty utility boot, it 
chosen because its capabilities meet the 
tiffest for and 
port 


and successful climbing ascents 
marketed as an eight-inch, light- 
was 
requirements work 
footwear. 

Highly resistant to moisture while re- 
taining full ability, the 
“Mountaineer’s” upper (including gus 
set) is constructed of full-grain western 


“breathing” 


oil tanned hides. The grain inner sole, 
double vamp and leather storm welt in 


crease the boot’s comfort and resistance 





WANTED TO PURCHASE 








TOPPS PAYS THE TOPS 


We retail our shoes and can pay top 
dollar for men’s, women’s and chil- 
dren's shoes. Complete shoe stores con- 


sidered. 
TOPPS SHOE STORE 
4112 BERGENLINE AVE. 
UNION CITY, N. J. UNion 3-6413 














AGENTS WANTED 








CORRECTIVE MOLDED SHOES 


WE ARE LOOKING FOR 

A FEW DEALERS FOR 
SELECTED AGENCIES 
WRITE OR PHONE 


CORRECTIVE MOLD 
SHOES 







41 LEE AVENUE 
EVergreen 44816 BROOKLYN, NEW YORK 














MERCHANTS’ NEEDS 








WAG AND Ydeas 


FOR, YOUR, 
| ESAS See SE 


—if youadvertisein newspapers 
write today for free samples of 


1. Sterling Shoe Mat Service 
An outstanding service of 
carefully written copy, photo- 
graphs and beautiful art work 
for direct mail and news- 
paper advertising. 


Vincent Edwards Idea Clipping 
Service 


Actual newspaper tear sheets 
of ads of shoe stores; you se- 
lect the exact stores and 
cities you want to see or 
leave the selection to our ad- 
vertising staff. 


* 

VINCENT EDWARDS & CO. 
World's largest advertising 
service organization 
342 Madison Ave. 
New York City 





~ 











the reinforced box 


counter 


to moisture, while 
toe and ebonite maximize its 
safety and protection. Its all-nylon 
functional stitching cannot rot. 

Said to be the “Mountaineer’s” most 
significant feature is its imported Vib- 
ram lug sole and heel, produced by Max 
Meyer-Gasser, Basel, Switzerland. Un- 
usually flexible, the and heel is 
molded from a unique rubber compound. 
Specially designed, molded self-cleaning 
gripper cleats, replace the traditional 


sole 


hobnails. 

Available in black 
range of widths, the “Mountaineer” also 
features such extras as an inside roll- 
top band, unbendable stud hooks and 
rawhide laces. 


and in a broad 


Boot and Shoe Recorder 


Leo OORT ES 














WANTED TO PURCHASE WANTED TO PURCHASE 


WANTED TO PURCHASE 








MY HOBBY 


Buying, Selling Shoes for 37 years 
CASH TOP PRICES 


For Discontinued Stocks 


HARRY HESS 


76 Reade Street New York 7, N. Y. 
Telephone: WOrth 2-896! Beekman 3-767! 


| TOP 


TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 
EDDY SHOE COMPANY 
ALWAYS RELIABLE 
132 No. 4th S#. 
Phone: 


Phila. 6, Pa. 
LO 3-9533 































CASH 


OH DOCTOR! OH DOCTOR! 
PRICES 


Come over quick! 
My slow moving 
stock is 

making 


i SURPLUS SHOES 
CANCELLATIONS 
COMPLETE STORES 


BETTER 
CALL “UNCLE” 
LOUIS 


For the answor—phone or write 


LOUIS CAMITTA & SON 
91 READE ST., NEW YORK, N. Y. 


WoO 2- 
formerly with S$. CAMITTA & SONS 


Write or wire for fam ac- 
tien . . . quality men’s, 
women’s and chiidren’s shoes. 


ne <Foolwear FOR OVER 41 YEARS 


MOSINGER-COHN 


1235 Washington St. Lovis 3, Mo 

















6 A q | S$ surplus men's, women's and children's shoes. 


Also complete stores considered 
CANCELLATION SHOES Jobs in Fine Shoes From Fine Sources Since 1931 


\ 79-81 Reade St. + New York 7, MY. +° Tel: WOrth 25180 N 
Ld VUMMMMldldlles. 


THE NATION'S FINEST 














WE PAY MORE because WE ARE RETAILERS 


WE BUY MEN'S, WOMEN'S AND CHILDREN’S BRANDED SHOES. 
FOR QUICK ACTION WRITE, PHONE OR WIRE COLLECT 


HEMPSTEAD SHOE CO., INC., 269 FULTON AVE., HEMPSTEAD, L. I., N. Y. 
Max L. Meltzer, Pres. Ivanhoe 1-9830 











B. & R. PAYS THE LIMIT 


CLOSE OUTS 
WE BUY “COMPLETE SHOE STOCKS ; 


Phone or wire LEASES ASSUMED 
collect YOUR NAME PROTECTED S 
H 


B. & R. SHOE CORP. 
74 READE STREET 
Ben LaMonica 
Ralph Vogel 





NEW YORK 7, N. Y. 
WOrth 2-6358 








a CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


| B. SABIN 


101 DUANE ST. NEW YORK 7, WN. Y. 
Telephone WOrth 2-2515 


MORRIS BAYROFF 
formorty with M & R Shoe Co. 
S NOW LOCATED AT 
157 DUANE ST., N.Y.C. 
Telephone REctor 2-4249 
Highest Prices Paid for 
Complete Stores & Closeouts 
Leases Assumed | 
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TE ee 


IE arn 


¢ Quality Shoes J Complete Stores 


v CLOSEOUTS OR SURPLUS 


from Mfr. or Retailer 
Any Quantity . . 


savenmiusimenaneout 


« Any Timel 


for Quick Action, 
Write, Wire or Phone® 








CE 1-4898 


3 CE 1-3762 2 
4 QUALITY SHOES SINCE ‘22 . 


“WHILE IN TOWN SEE WEIL" 











ARRONSON 
PAYS MORE 


FOR YOUR JOB LOTS & CLOSEOUTS 
YOUR NAME & BRANDS PROTECTED. 
LEASES ASSUMED FOR OPERATION 


NOTHING TOO LARGE OR TOO SMALL 


George J. Arronson Associates 
157 DUANE ST., NEW YORK, WN. Y. 
RECTOR 2-4170-4171 











WE BUY 


Your BRANDED 
and DISCONTINUED 


SURPLUS STOCK 


Write or Phone 
LOmbard 3-2062 


CAMITTA SHOE CO. 
120 No. 4th St. Phila. 6, Pa. 











TWN) 


for 

« closeouts 

* surplus 

¢ discontinued 
lines 


¢ complete stores 


BROITMAN- 
GAFFIN SHOES 


inc. © BE 3-7290 
146 DUANE S$T., N.Y. C. 























© Fast IN-STOCK service 
on sizes 1-7, A, B, C, 
D & E widths 

© Genuine GOODYEAR 
WELT construction— 
to retail $5.95-$6.95, 
most styles 


@ All 
tured in our own 
modern plant 
WRITE FOR 

FREE CATALOG 


THE WILLIAM BROOKS SHOE CO. 


NELSONVILLE, OHIO 


shoes manufac- 


aeccesneeeean yen ee evr oar nares eh 








National Shoe 
Store Managers Meet 


[CONTINUED FROM PAGE 68] 


Cleanliness and newness of the 


shoes in 

your windows is of paramount impor 
tance.” 

Correct shoe fitting is a must at Na 


tional Shoes and many of the managers 
have taken qualifying courses in shoe 
fitting at the Podiatry Society of New 
York state. At this second session, the 
latter half of the clinic was conducted 
by Dr. Marvin D. Steinberg. He is at 
tending podiatrist at Jewish Memorial 
Hospital and is director of post gradu- 


ate education and research for the 
Podiatry Society of New York. He 
gave a short course of instruction in 


footwear measurement and fitting and 
cited the important role that the shoe 
fitter can play in the health of the com- 
munity. He stressed the fact that soft 
important and that there 
hould be no pressures. Shoes that are 
fitted too short or too tight can cause 
irreparable harm. There should be 
plenty of room for the toes—' inch to 
% inch longer than the foot-——and there 
should rough spots inside the 
shoe. He also quickly reviewed the gen 
eral care of the feet and proper hy 


leather is 


be no 


iene 

Women’s and debbies’ shoes were dis 
cussed at the third clinic, under the 
chairmanship of Charles Sachs, wo- 


men’s shoe buyer, and he outlined the 
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procedures that are followed in order 
to insure sufficient stock, quick fill-ins, 
transfers, and the like. He also re- 
viewed the records that are kept for 
each store, the styles, the colors, the 
materials, the numbers of pairs sold, 
and how this information helps in the 
proper distribution of a _ particular 
style and in what quantity, depending 
upon past sales records. 

The last session was given over to 
children’s, men’s and subsidiary shoes 
and was under the direction of Henry 
Berman, children’s shoe buyer. He too, 
briefly told of the merchandising tech- 
niques that are used in order to make 
certain that the stores have the right 
merchandise at the right time. 

The workshop sessions, competently 
and effectively completed, it was time 
for dinner and relaxation. Louis Fried, 
president of National Shoes Stores, 
was the principal speaker and he told 
his audience of about 185 people: 

“National Shoes has just celebrated 
its 33rd anniversary and we have im- 
proved our position as one of the old- 
est and largest chains of family shoe 
stores in the country. ... / After delib- 
erate consideration and evaluation, Na- 
tional Shoes confidently expects 1957 
to make a new record for our business. 
Consumer purchases of footwear, in 
our opinion, will set a new high in 1957 


and our rate of increase will exceed 
the nation-wide average! : 
“As we have just reported to our 


stockholders, the favorable trend which 
we experienced in the quarter ended in 
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October 1956 continued through Janu- 
ary for our first six months 
ending in January were up 11.9 pe 
cent. So far, for this quarter, we are 
running 11 per cent ahead of last year. 
We are pleased that our new stores are 
finding a receptive audience in their re- 
spective communities. 

“Our unqualified faith in the future 
of our American economy, our confi- 
dence in the future of National Shoes, 
both short term and long term, is sub- 
stantiated by a well-rounded plan to 
‘put our money on the line.’ Eleven 
new stores were opened between Au- 
gust and January. Our 133rd store, in 


Sales 


Massapequa, has just been opened. 
Store 134 in Auburn, 135 in Green 
Acres and 136 in Farmingdale will 
open in the next few weeks. We are 
committed by signed leases for quite a 
few additional] stores and, of these, 
eight should be in operation by the 


year’s end.” 

Fred K. Siegel, vice-president of Na- 
tional Shoes, awarded plaques and gold 
watches to six new 25-year men, bring- 
ing the total of such veterans to 19 and 
he presented pen and pencil sets to 
eleven new 10-year men. 

Emil Mogul, president of Emil Mogul 
Co., Inc., the agency responsible for the 
advertising, public relations and 
search media, reviewed National’s ad- 
vertising program and Milton Gutten 
plan put a further emphasis on the 
forthcoming ads and the P.S. plans for 
the immediate future. 
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Ease of operation, quality of output, and speed are important to you in 
the shoe machinery you use. But without reliable performance these 
features mean nothing. 

‘Take United’s Model A Lacing Machine . . . It has to be reliable. When 
it is down, a fitting room may stop and an entire factory may come to a 
halt 

More than 80% of the 1501 parts of this machine are exposed to 
motion. In an average factory they move 500,000 times a year. They are 
designed and built to last and to stay in adjustment. eaeiied 

Now add specialized service promptly furnished by men who know ; 
this intricate machine, and you have the best insurance of uninterrupted 
production. 
United service may cost less than you think. 


An Annual @/ Service Contract may fit your needs and lower your costs. 


United Shoe Machinery Corporation 
BOSTON, MASSACHUSETTS 
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With every sale they make Gerberich and Gee 

Pees Dealers build confidence with American 

parents and insure a continuing successful business 

for themselves. Youngsters know they get "just 

right'’ styles in these two lines, and have made SELL 
Gerberich Dealers style headquarters for the ALL 3 gh 
crowd, an excellent reason why they are setting 

sales records season after season, year after year. 


® YOUTHS = 8'/2~-12-3 
BOYS 1-6 
BIG BOYS = 6"/2—-11 


IN STOCK TO GERBERICH DEALERS 


Gerberich and Gee Pees are nationally advertised in Boys’ Life magazine. 


GERBERICH 


THE FINEST NAME IN BOYS’ SHOES 
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